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It takes two 
to make a friendship 





There is nothing startling or new about this statement, but it seems important to point 
it out at this time. There have always been a number of people who promise much and 
give little . . . deal glibly in “blue sky”’ schemes . . . and prattle about handing you the 
moon (delivery date unspecified). 


Since 1889 the F. S. Webster Company 
has been making reasonable promises to 
dealers and keeping those promises. Since 
1889 dealers have worked under basic 
sales arrangements with Webster. These 

arrangements have been mutually bene- Sell 
ficial. We believe that this is the healthiest 
atmosphere for the free-enterprise system. : ; 

In this atmosphere business has grown the profit line 
satisfactorily for dealers and ourselves. 
We’ve a hunch that most dealers would ae Sell 
like to do business in this ‘‘ Webster Way.”’ 


» 
FS WEBSTER COMPA Webster’s 
Cambridge 42, Mass. 
‘@r-1g ole) al—m-lale 
Talad=1e mam 41 e) ele) al— 















Webster warehouses in: New York «+ Chicago 
Philadelphia + Pittsburgh + San Francisco +« Cambridge 
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These advertisements present the products 
of the leading manufacturers in each di- 
vision of the industry. Because of the 
ground for honest differences of opinion, 
the publishers obviously cannot undertake 
to guarantee transactions between adver- 
tisers and customers, They do, however, 
offer their services in resolving any dis- 
agreements which result from relations 
established through the journal. 








A F K . 
Acco Products, | 49 ide f i k i 216 R R 
Acme Jobbing Co. 2 tis-Y 215 k Mia 208 R p 
Acorn Co. Ré g, Ata " 
Addo Machine Co. - c L Ban 
Adirondack Chair C : Sa Product : 9 R 
Advanco Product r 214 D sl] F Juct } 206 
Aetna Steel Cort 84 ( R 
Aico Indexes 7 M Es 7 
Alan Wood Stee! C é M y t A By 219 
All Purpose Stee! Prod 206 Mi d ton Mtg 43 rs 
All-Steel Equipment, Ir é Font, t t-Ning Produ bé r 
Allen, R. C. ) juct 212 Metal f { c k 
Business Mch 86 8&8 i 
Aluminum Seatina Corp é . ‘ Mi S 
Alvin & Co. 217 ; : F “: oF 
Amberg File & Index J 
American Autmtc. Typewr = vs of 2 . 
American Cancer S ty 22 c 7 30 M St , ae 21 
American Carb. Paper Mf. |! . r . mw" Mtg 223 
American Passbook C 2 F $f K oTeE y 3 
American Pencil C : c.i+ 2 , : ai 
American Photo Lat } f | , y ne k 
American Stenci| Mfg. C ) ; Mid t Fe j Prod R9 ; ; 
American Teleph. & Telea é ' , py r Mor vit £04 r ar 
Ames Supply C 7 Mi iI WAUKGE — 7 
Angler's Products C 24 G vaukee WV 136 
Apsco Products Ir d 
Ard Mfg. C , 
Arnot-Jamestown [ 4 
Arrow Fastener C : " = | | 
Arrow Paper Products Co. 215 1 Rapid ther Fu , rreaiey T wh 2 
Art Metal Construct ; T y vITG 4 
Art Stee! Co., Inc. c ison Mf b% 
Atlas Stencil Files Corre 54 suid + 2 poly f N 


B 4 ; g 
Badger, Inc ; 
Bandes, Julius, & C r BE rn Lf , ce 
Bankers Box Co. 35 r M OT ; | LO 
Bankers & Merct Ir 2 ' M “eee 
Barkley, C. L., & 
Barricks Mfg. Co. 4 J ‘ N ; f | >7 
‘Bassick Co., Div. S-W y y 04 , Vieteibud 219 
Bates Mfg. C The > é rVask ry 

Baumgarten, Fred 219 y M / ; v T 
Beach Publishing C 218 Ld 

Bentson Mfa. C The : . O 

Berger Mfg. Div Apr 88 
Boling Chair C 213 ete Juct 37 
Boorum & Pease ( 67 , Metal Froguct 1 f 4; 
Borden Co., The 24 4¢ U 
Borroughs Mfq. C 83 r <I. 
Braden Mfg. C 2 M “to . F 34 

Bright Chair C r 204 cngra Zic 

Brush, John D., & C 79 mpé f 

Bulman Corp., The d ; y t 64 V 
Burroughs: C rc . Mt (U5 
Butler, A. D., In 


Cc f n ne , Q7 Ww 
C-Thru Ruler C y Print ! 219 
Can-Pro Cort 218 
Card, D. R., Co. 74 cf ; A 
Cardinell Corp. ‘ A 
Changepoint, Inc. y , A ve R + er Ms 9 
Chicago Desk Pad C : * ; 
Clarotype Co., Tt 
Clary Corp 
Classic Calculators Ir 
Cole Steel Equip. C 
43, 44, 45, 4¢ The Service Bureau of Office Appliances is maintained for the exclusive x 


Columbia Ribbon & Cart use of subscribers and advertisers. If answers by personal letters al! 
inquiries upon matters germane to the field, supplies names of manu- 


© 





this field have evidence of its proved value. 


f - ; 

Mtg. Cc . ones = facturers of any office article wanted, puts man and job together, aids 
Columbia Steel Equip. C C foreign dealers in securing U.S.A. lines, and in many other ways per- 
Comptometer Div. F. & T Cc forms useful! service, all without charge. Subscribers in every land Y 
Pasteurte, Product. |r 4A have made, and are making good use of this bureau. Manufacturers in 


Cotterman, |. D. 
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Book Expense Casters, Slides 


Books, Manifold 
dell Chairs, Folding & Banquet 
Books, Memorandum 


e 











Chairs. Office 
p A te £ Ir 
g Corp 
B Sales 
€ f p. Co Ir 
Book Scrap whit Posture Chair Co 
: fina C 
Rapids Lea. Furn. C 
Boxes, Cash reason Mfa. C 
: t I N. H., Chair C 
p : ng C f : 
W ke Ce C 
& Sup C 
Equip. C 
Ditlo V Ww Cc 
Boxes, Strong, Fire-Protected haw-Walker 
ters ner j-Ha Marv Sate ( 
afe ( turais | Chair Co 
V Corp 
Brief & Zipper Cases ™ 
Prod In Chairs, Posture 
e Leaf A te Equip. Inc 
ting Corp 
ated Met ( r. Co 
Bulletin Boards er ; 
P wah e Steel Equip. C Ine 
e Furn wi fF , ramer Posture Chair Co 
Fritz ros C 
Cabinets, Storage & Wardrobe eneral Fireproofing Co 
Alan Wood Stl., Penco Div ke, W. H., Chair Co 
el Prod AR Sa 
& Periodical se ’ ; per hair ¢ . 
Equip C ( Co 
\uror, é tal Furn. Co 
V 2 C 
: r 
Lorp f ture 
Storage iwest Metal Mfa. Ci W 
Eq ) Chairs, Tablet Arm 
Exbe Adirondack Chair C 
per Ct ( 
Calculating Devices 
: a Chalk 
t Works C 
Calculating Machines 
Ftc Add fach. Co.. Inc 
A R B Mact Clipboards 
B hs Cort Wernicke C 
Th H + rd Fabricat rs ] 
Mf r C 
; i 4 
R + ( 
Clips, Paper 
Calendar Pads & Stands Ar Pr 
é . “we § Mfa. C 
1 Den ( 
T et cr 
Cases, Bankers Note ' Ket 
fing ¢ Coin Wrappers 
Copyholders 
Cash Drawers A Pr 
Cash Register Parts f t vorp f A r 
Costumer 
Cash Registers Ard Mfa 4 
Rec ter C end C ‘ 
R Registers - Equip. C 


For the benefit of the subscribers the lines 
advertised in this issve ore here classified. 
Many of the requirements of the modern 
business office are represented. Should sub- 
scribers be interested in any article of of- 
fice equipment not listed here, they are in- 
vited to communicate with the service 
bureau, through which the information will 
be promptly and cheerfully given by letter 
without obligation. 





i he Roberts, Weldon Rubber Co 

We Chair Cor Eyelets, Metal 
Bates Mfg. Co 
Rivet-O Mfg. Co 


Covers, Brief 
Amberg File & Index C 
Angler's Prods. Co Fasteners, Paper 

nead Mfg. Cc In Acco Prods., Inc 
Leonard, Chas., Inc 
Covers, Office Machine 
K rode 


Keep Klean P ( 


Files, Blueprint & Plan 
Acco Prods., Inc 


Covers, Plastic, Loose Leaf J 
7. Ce All-Steel Equip. Inc 


Aigner, G. J 


Analer’s Prods. C Art Metal Constr. Co 
Markilo Art Steel Co. Inc 
Smead Mfg. C Nice Berger Mfg. Div 
Cole Steel Equip. Co., Inc 
Columbia Steel Equip. Co 
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Fults 


Desk Pads & Tops 
Chicago Desk Pad C Files, Box Letter 
Redi-Record Prods. Co Amberg File & Index Co 
Arrow Paper Prods. Co 
Desk Sets Art Steel Co. Inc 
Cole Steel Equip. Co., Inc 


Changepoint, Inc 
Esterbrook Pen Co Globe-Wernicke Co 
Morris, Bert M., Co Weis Mfg. Co 
Desks Files, Card Index, Box & Tray 


All-Steel Equip. In Acorn Co 
Arnot-Jamestown Di All-Steel Equip. Inc 
Art Metal Constr. Co Amberg File & Index Co 
Art Steel Co. Inc Arrow Paper Prods. Co. 
Bentson Mfg. Co Art Metal Constr. Co 
Cole Steel Equip. Co., In Art Steel Co. Inc 
Columbia Steel Equip. Co Bandes, Julius & Co 


Doro Mfg. Co Bentson Mfg. Co. 


Durable Metal Prods. C 
General Fireproofing Co 
slobe-Wernicke Co 
Haskell! Inc 

Hillside Metal Prods., In 
Invincible Metal Furn. C 
Jasper Desk Co 

Leopold Cc 

Morva! Corp 

Myrtle Desk Co 

Peerless Steel Equip. Co 
Shaw-Walker Co 
Standard Furn. Co 
Steelcase, Inc 

Wells Chair Corp 
Worden Co 

Yawman & Erbe Mfg. Co 


Dictating Machines 


Comptometer Dictatior 


Drafting Instruments & Equip 
Alvin & Co 
C-Thru Ruler Co 
Cardinell Corp 


Haskell! in 


Drills, Paper 


ad Mfg. Co., In 


Duplicating Machs. & Supplies 
American Stencil Mfa. ¢ 
Ames Supply Co . 
Columbia Rib. & Carb. Mfg 
Curtis-Young Corp 
Frankel Mfg. Co 
Heyer Corp 
Muiltistamp Co 
Pres-to-Line Corp f Amer 
Print-O-Matic Cc 

Smith-Corona Inc 

Speed-O0-Print Corp 
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Wolber Duplicator & f C 


Envelopes 
Globe-Wernicke C 
Quality Park Env. Ce 
Northern States Env. C 


Smead Mfg. Co., In 


Envelopes, Plastic 

Aigner, G. J., C 

Amt erg File & Index ¢ 
Angler's Prods. C 


P 
ark 


Erasers, Rubber 


American Pencil! Cx 


Berger Mfg. Div. 

Cole Stee! Equip. Co., Inc 
Columbia Steel Equip. Co 
Dolin Metal Prods., Inc 
General Fireproofing Co. 
Globe-Wernicke Co 

Guide System & Sup. Co 
H-O-N Co 

Invincible Metal Furn. Co 
Peerless Steel Equip. Co 
Shaw-Walker Co 

Smead Mfg. Co., Inc 
Steelcase, Inc. 

Weis Mfg. Co 

Wells Chair Corp 
Yawman & Erbe Mfg. Co 


Files, Clipboard 
Globe-Wernicke Co. 
Hardboard Fabricators, Inc 
Shaw-Walker Co 
Stempel Mfg. Co 
Yawman & Erbe Mfg. Co 


Files, Desk Side 
Amberg File & Index Co 
Art Steel Co. Inc 
Cole Steel Equip. Co., Inc 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co. 


Files, Insulated 
Dolin Metal Prods., Inc 
Herring-Hall-Marvin Safe Co 
Mosler Safe Co 
Murphy Mfg. Co 
Shaw-Walker Co 


Files, Metal 
Advanco Prods., Inc 
All-Steel Equip. Inc 
Art Metal Constr. Co 
Art Steel Co. Inc 
Bentson Mfg. Co 
Berger Mfg. Div 
Cole Steel Equip. Co., Inc 
Columbia Steel Equip. Co 
Dolin Metal Prods., Inc 
Durable Metal Prods. Co 
3eneral Fireproofing Co 
Globe-Wernicke Co 
Hillside Metal Prods., Inc 
H-0O-N Co 
Invincible Metal Furn. Co 
Jayem Sales Corp 
Lyon Metai Prods., Inc 
Peerless Steel Equip. Co 


(Cont. on page 6) 








(Cont. from page 5) 


Shaw-Walker Co 
Steeicase, Inc 

Weis Mfg. Co 

Western Mfg. Co 
Yawman & Erbe Mfg. Co 


Files, Rotary 
Smead Mfg. Co., Inc 


Files, Stencil Duplicator 
Atlas Stencil Files Corp. 


Files, Storage 
All-Steei Equip. Inc 
Amberg File & Index Co 
Art Metal Constr. Co. 
Art Steel Co. Inc. 
Bankers Box Co 
Barkley, C. L., & Co 
Bentson Mfg. Co 
Berger Mfg. Div 
Cole Steei Equip. Co., Inc 
Columbia Steel Equip. Co 
Dolin Metal Prods., Inc 
General Fireproofing Co 
Globe-Wernicke Co. 
Guide System & Sup. Co 
Herring-Hall-Marvin Safe C 
H-O-N Co. 
Invincible Metal Furn. Co 
Oxford Filing Sup. Co., Inc 
Peerless Steel Equip. Co 
Shaw-Walker Co 
Steelcase, Inc. 
Weis Mfg. Co. 


Filing Supplies 
Acco Prods., Inc 
Advanco Prods., Inc 
Aigner, G. J., Co. 
Amberg File & Index Co 
Art Metal Constr. Co 
Art Stee! Co. Inc 
Barkley, C. L., & Co. 
Cole Steel Equip. Co., Inc 
Eureka Specialty Prtg. Co. 
Globe-Wernicke Co 
Guide System & Sup. Co 
Northern States Env. Co 
Oxford Filing Sup. Co., Inc 
Quality Park Env. Co 
Redi-Record Prods. Co 
Rockwell-Barnes Co 
Shaw-Walker Co. 
Steelcase, Inc. 
Warshaw Mfg. Co., Inc 
Weis Mfg. Co. 
Yawman & Erbe Mfg. Co 


Fixtures, Store 
All-Steel Equip. Inc 
Bulman Corporation 
Butler, A. D., Inc 


Forms, Business 
Aigner, G. J., Co 
American Passbook Co 
Hano, Philip, Co., Inc 
Miami Systems Corp 


Forms, Continuous 
Hano, Philip, Co., Inc 
Royal Register Co 


Forms, Loose Leaf 
Aigner, G. J., Co 
Amberg File & Index Co 
Boorum & Pease Co 
Stationers Loose Leaf Co 


Fountain Pens, Inc!. Ball Pt 
Changepoint, Inc 
Esterbrook Pen Co 
Hunt, C. Howard, Pen C 


Furniture, Off. Modular Units 
Arnot-Jamestown Div 
Art Steel Co. Inc 
Columbia Steel Equip. Co 


Haske Inc 
Peerless Steel Equip. Co 


Furniture, Suites 
Leopold Co 
M 


orval Corp 


Standard Furn. Co 


Furniture, Upholstered 
Ard Mfa. ( n 


aht Chair 


‘ 





wOode 
We Chair rp 


Worden Co 


Gummed Cloth Rings 
Aigner 


Hardware, Office Furniture 
Liebman, A. L., & Son, Inc 
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Ladders Lib. Store, Vault 
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Ne 


Leads, Mechanical Penc 


Flward 


Leather Goods 
n-Pro Corn 


4. 


Loose Leaf Devices 





Loose Leaf Metals 
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Machines, Rebuilt & Used 
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Pencil Sharpener 


Elward Mfg 
Hunt » Howa 


eCraft Me 
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Alvin & 


Esterbrook 


Pencils, Wood Cased 


American Pen 
Pins & Pin Containers 
Noesting P T ot 


Vail Mfg 


Pocket Protectors 


Angler’s Pr 

Price Marking Machs., Stamps 
Fulte Marking Equip. C 
tewart, R. A., & 

Printing Outfits, Office 
Fulton Mark 3 Ea t 


Publications 
Office Apr 
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Wants & For Sale 





EXECUTIVES AVAILABLE 





RE MANAGER now employed, desires pos f 
tationer. Sixteen veers’ experience. Prefer South 
Address fice Appliances, Box D-178, Chi- 


a) 





S SALES AND ADVERTISING. Prepared to take 


+h t these tu r tor some concern king tor 





ales promotion manager equipped to tackle alm 

ce equipment or supply sold by dealers. Well a 
ast to coast. Best of references. Address Office 

BO Chics 

A TURERS—Sales executive with outstanding record is 
on with company which has product that need 
directior Sevente an years experience with re 

Excels in developing programs and polici 

and in personal sales efforts. Top reference 
etailed sales refere Address Office Appliances 

B } hicago 6 





EXECUTIVES WANTED 


SALES MANAGER 
ERN CALIFORNIA DISTRIBUTOR of A. B. Dick Products 
nced Manager for this department. Well developed 
nization, partially developed sales force. Compen 








bonus and profit sharing. Give complete in- 
your background, education and qualifications to- 
tograph, in first letter. J. B. Colley, Stockwell & 
31, San Bernardino, Calif. 
A MANAGER, Office Furniture Firm: Large specialized office 
Ww nq established trade needs well-experienced 
capable of training and directing salesmen, as wel 


sles work himself. Exceptional opportunity for qual 
eader. Excellent salary plus bonus, plus pension 
ind t-sharing trust funds. Send experience outline to: Office 
Applia Box R-149, Chicago 6. 





SALESMEN WANTED 





4 MAN—OFFICE FURNITURE, finest lines, excellent protected 
sight commission. Car necessary. Address Office Ap 
x R-150, Chicago 6. 





FURNITURE SALESMEN—Experienced office equipment 
} expanding retail business in Western Pennsylvania 
shed firm in growing industrial area providing 
rtunity. Experience needed in office furniture 

cluding some design and decorating background. 

nus and pension benefits and substantial earn- 

yht men. State background. General Office Equipment 

ty Ave., Pittsburah, Pa. 





A NTERESTED IN AN UNUSUAL PLAN THAT ONE OF 
FASTEST GROWING OFFICE SUPPLY HOUSE HAS 

have a following in the office supply business 

nina la Cl > end eteacel ont-cltewn lors. 

nal sales manager. A complete 225 page office 

catalog to work with. Will turn over loca 


and draw. interested in bettering 
double your salary with 


ncern. Address Office Appliances, Box 5 | 


FURNITURE AND MACHINE 


anchise slary and profit sharing. In- 
“ ts to share in operating busine 
t ha # relation c nia 
3 $175,000 Unlimited opp y 
arket a A Juirie nfide Addre 
Box R-152, | 6 
A KA h t r na 
N n e ure and 
. blished store J in East 
c 
J exe ur reply. Address Office 
2 R Chica 


The rate for classified advertise- 
ments is eighteen cents a word, 
minimum charge $3.60, payable 
with order. Add six words if box 


address is used. 





TYPEWRITERS & ADDING MACHINES Salesman Wanted, plus 
exclusive selling 3M ‘Secretary'’ Copying Machine. Smith-Corona 
Clary Dealer in Southern California. Excellent opportunity for top 
salesman. In reply give mplete background. Address Barnum & 


Flagg Co., 439 Court St., San Bernardino, California. 
WANTED SALESMAN to sell stationery and office supplies, print- 


ing, record books, election supplies and legal blanks in Illinois to 
County, City, Village and Township Officials. P. F. Pettibone & 
Co., 31 N. Desplaines St., Chicago 6. 








OFFICE MACHINE MECHANICS AVAILABLE 
OFFICE MACHINE MECHANIC AVAILABLE: Know all makes 


typewriters, Remington Electric, Remington Adders, calculators, 
accounting machines. Prefers shop work only, in or near Chicago 
North side. Experience 8 years including 3 as service manager. 
Interested in opening, service dept. large business, Write indicat- 
ing salary and conditions, Office Appliances, Box D-181, Chicago 6. 








OFFICE MACHINE MECHANICS WANTED 


EXPERIENCED MECHANIC on Typewriters and Adding Machines 
with sales ability for permanent position. Leon W. White, 406!/> E. 
San Antonio St., El Paso, Texas. 


TYPEWRITER AND ADDING MACHINE MECHANIC capable of 
operating shop and handling customers wanted by Olympia, Odhner 
and National dealer. Good salary, permanent position. Typewriter 
Service Co., 218 Third St., N. W., Albuquerque, New Mexico. 


THOROUGHLY EXPERIENCED TYPEWRITER and Adding Machine 
mechanic. Fundamental Christian. Salary and bonus. Beautiful town 
located in the coastal foothills. Los Gatos Office Equipment, 35 
East Main Street, Los Gatos, Calif 


EXPERIENCED SUNDSTRAND MECHANIC, Model D preferred, 
good salary and working conditions. Underwood agency. Martin 
Business Machine Company, 917 N. Saginaw St., Flint 2, Mich. 

















SALES REPRESENTATIVES AVAILABLE 


MANUFACTURERS REPRESENTATIVE calling on office and hos- 
pital supply dealers in Louisiana, Mississippi, Tennessee and Ala 
bama, desires additional lines of leading manufacturers of nation- 
ally known products. 20 years experience. Write Office Appliances, 
Box D-182, Chicago 6. 


ADDITIONAL LINE WANTED by established manufacturers rep 
resentative with successful sales background covering Pacific Coast. 
Strong following with both jobbers and retailers. Address Office 
Appliances, Box D-183, Chicago 6. 











SALESMAN well acquainted with office supply and office machine 
dealers in Texas—Oklahoma—Louisiana and Arkansas, would like 
non-competing lines. Excellent sales and personal references. Ad 
dress Office Appliances, Box D-184, Chicago 6. 


MANUFACTURERS REPRESENTATIVE overing New England 
states, desires furniture or equipment line. Address Office Appli 
ances, Box D-185, Chicago 6. 


AGGRESSIVE MIDWESTERN FURNITURE sales representative 
needs a good line like yours. Will you contact Office Appliances 
Box D-186, Chicago 6. 











SALES REPRESENTATIVES WANTED 
EASTERN METAL PRODUCTS Manufacturer with young, aggres- 


sive, salesminded management, seeking representatives for new 
ne of Desks, Tables and Modular Furniture of unique design in 
moderate price field. Literature and samples will convince the most 
discriminating personality. A genuine opportunity. Several ter- 
ritories available. State line presently representing for reference. 
Address Office Appliances, Box R-154, Chicago 6. 











WANTS AND FOR SALE, Continued on page 8 








WANTS AND FOR SALE, Continued from page 7 


SALES REPRESENTATIVES WANTED, Continued 


TO SELL NEW FAST 

— Als omething new 
for qualified mar AAA 
cago 6. 








MANUFACTURER'S REPR 
plies and Tag availa 
Okla., Ark., Kan 

of former territ 
non-conflicting 

Top quality 

Fu territory 


presently carried. W 


AGGRESSIVE MANUFACT 


files, typewriter 





resentative 
equipment jea 
and earnings. Writ 
covered 


Ch caq 6 
MANUFACTURERS’ REPRI 


ful, fast 
pin-up use. Ex 
give all deta 


R-157, Chicago 6 








$300 to income 20 
Co., 19 So. 3rd St., St 


IMPORTANT NEW $ 





RETAIL BUSINESS FOR SALE 





PART OR FULL INTERE 
and equipment. Ailing 
mately ne hundred 





State age, exper 

ances, Box R-159, Ct 
OFFICE SUPPLY STORE 
in city of 4,500 pop. ir 


$17,500 (inventory detern 
Box R-160, Chicago é 





COMPLETE STATIONERY 
mercial tat . r 


Office Appliances, Box R 





OFFICE MACHINES, SUP! 
Top franchises. Gr 

000.00 handles. $15 
Only office equipment 


nce R 14? 
ances, Box R-167 


4 
raas 





OFFICE SUPPLIES & FUR 
town. Good inside and 
location. We t 

Inc me ac ut $ UN 


Box R-163, Ct 1g 6 





OFFICE MACHINES 
Office UDDPI!. R, macnif 
& surround. area 
equipt. in xint 
person. Lg 





BUSINESS MACHINE 





PARTNER WANTED 





OFFICE SUPPLY 
an ed man + b 
State age 


ances, Box K-I65, ¢ 





WANTED TO BUY MANUFACTURING BUSINESS 
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O4's Press-“Time Bulletin 





W. G. ZAENGLEIN has been named executive 
vice-president of Underwood Corpora- 
tion according to an announcement on 
March 16 by Fred M. Farwell, president 
of the business machine company. Mr. 
Zaenglein, formerly president and 
more recently vice-chairman of the 
board of Monroe Calculating Machine 
Sompany, will direct sales, service 
and Underwood's expanded research. 


L. E. WATERMAN PEN CO., LTD., of Montreal, 
sanada has been acquired by the Gruen 
Watch Co. in a stock transfer which 
gives Gruen majority control of Water- 
man of Canada. Waterman will operate 
as an autonomous division of Gruen with 
Robert D. Howse continuing as presi- 
dent of Waterman Pen Co., Inc., and 
executive vice-president of the Cana- 
dian corporation. (See Canadian News 
Notes 











SHAW-WALKER recently named two branch man- 
agers. Frank R. Schober has been ap- 
pointed manager of the sales branch in 
Philadelphia, and Bailey Phillips has 
been named to succeed Mr. Schober in 
Toledo, Ohio. 


CHARLES CARLISLE NUNN, 62, Wilson Jones 
sales representative in the Northwest, 
jied suddenly in Spokane, Wash. His 
home was in Seattle. Mr. Nunn joined 
Wilson Jones 23 years ago after many 
years of service with Joseph Dixon 
Srucible. 











STEIN BROTHERS MANUFACTURING CO. has an- 
nounced the appointment of D. W. Bar- 
rett as representative in the New Eng- 
land States. 


EARL HANSON, well-known manufacturers’ 
representative of Evanston, I1ll., has 
been selected as sales manager of Co- 
lumbia Steel Equipment Company. He has 
already moved to Fort Washington, Pa., 
nd his previous lines taken over by 

ther Travelers. 





ROYAL METAL MANUFACTURING CO., has named 
Irving Spear as representative in the 
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Late and Important News for Our Readers 


Chicago area. He formerly covered In- 
diana for his firm and is replaced 
there by Lennard Larson. 


GEORGE R. SMITH has been appointed export 
sales manager of the Esterbrook Pen 
Company. He had served as assistant 
manager since joining the company in 
1949. 


H. D. COFFEE, operator of the H. D. Coffee 
Company in Russellville, Ark., for 20 
years previous to his retirement, has 
recently opened a new business at 504 
W. Main St., Clarksville, Ark. 


MONARCH DESK & EQUIPMENT CO., 948 Broad- 
way, New York City, has been formed by 
P. L. Philips and F. P. Christie, both 
formerly on the buying staff of Gold- 
smith Brothers. 





FLOYD E. ZINKHON is now national accounts 
manager for the American Lead Pencil 
Company, a fine promotion for the Fifth 
District Traveler. 


W. J. HUNSUCKER, SR. has taken the position 
of southern sales manager of the Water- 
man Pen Company. His territories in- 
clude Texas, Louisiana, Mississippi, 
Alabama, Missouri, Oklahoma, Tennes- 
see, Arkansas and Kentucky. 











IVAN ALLEN CO. WINS BRAND AWARD in the Brand 
Names Foundation annual competition. 
The Atlanta, Ga. retail store placed 
first in Office Equipment and Station- 
ery Store division. Certificates of 
distinction went to George Stuart, 
Inc., Orlando, Fla. ; Pembroke Company, 
Salt Lake City, Utah; Standard Print- 
ing Co., Inc., Alexandria, La., and 
Kendrick-Bellamy Stationery Co., Den- 
ver, Colo. 








ROYAL MCBEE CORPORATION has moved its exec- 
utive offices from 2 Park Ave., New 
York City to a 19-acre site in Port 
Chester, Westchester County, New York. 
Some executive offices will remain at 
the New York City address, including 
Royal McBee International, Royal Type- 
writer advertising and traffic. 











State of the Tudustyy ’ 


@ Wage and Hour Exemptions. Most dealers of the ob, too, of selling stationery to school kids, his cus- 
stationery and office equipment industry are exempt tomers today and tomorrow. (See article page 13 of 
from both the $1.00 minimum wage and the hour this issue 
provisions which became effe ve Mare *h 1. This is In Washington, D.C., a downtown parking plan 
because section 13 of the Wage as Act referring has been worked out, according to the NSOEA Desk 
to operators of bona hae retau stablishments Sheet. This plan involves the use of stamps, vali 
provides an exemption from the wage and hour pro dated for the customers’ parking tickets. It is a 
visions for any retail establishment wil "Nn can snow worthwhile plan to combat the cc mpetiti Sn ot! the 
that 50% of its total annual dollar of sales are made large shopping centers 
within the state where the establishment is located 
and that at least 75% of the annual sales are recog @ Folly of Price Cutting. This he 
nized as “retail” in the industry and are not made many times but it's still worthy o 
for further resale On a basis of 30% gross profit A CUT OF 

The sales from a stationery and office equipment alee a _ 
retail dealer which are not treated by the Wage a, soe cena ae Sy lac Pen. ne 


s been printed 





Hour Administrator as retail sales are as follows 8 requires 20% more $ volume md handling 36), 
1. Sales for resale eee Serre 
x , ; 35% more §$ ( 50 
2. Competitive bid sale lise 


3. Sales under ‘requirement pen end) con ae é 
tracts at greatly reduced prices St UN i i ia i 





4. Sales made at quantity discounts of 30% or more merchandise 
more; 20% requires 140 more §$ 
rn) , Y rchar ce 


9. Sales of school supplies to municipalities, etc 


é ’ other words, if you cut the price 15 n a $100 sale, it 

Sales of job printing except letterheads, busi ot SIE te dalae cad van ene - endl 
ness cards, and similar items; and handise befors can make a profi 
original $ Go 


7. Sales of specialized business machinery and 
equipment, e.g., bank vaults 





By reason of these regulations, points out Reuben 
S. Haslam, attorney for the National Stationery 4 
Office Equipment Association, it is clear that any 
retail dealer not having a printing or engraving de 
partment is exempt from the wage and hour provi 
sions of the Act if not more than 25% of his annual 
sales are in the categories mentioned above 

Specific exemptions are provided for over-the 
counter and outside sales people 13. Allen Cammack, B 


Those dealers who are not sure of their status in who has proiited ho re : 
“es james ma irienasnip in capturlr 


respect to the new provisions are cautioned tc cena akin seaetie ac 
check with representatives of the Wage and Hour anit lize n the population 
Division. which is in the “kid” or teen-ace as 
The subject is well treated in a recent release Page | 22. ELLORAMA attracted keen interest at the recent 
from NSOEA headquarters Wholesalers’ and NOFA conventions. OFFICE APPLIANCES 
this month presents the concluding chapter listing aids avail 
@ “Price” is Better Term? Our editorial in the Feb- ible in sales t1 my = ng and promotion. It's not toc 
. . ] 1] . tte to senda for the material which in help th tationery 
ruary issue raising the question of selling price yon Ahan e ter M Ty 
“list price” or just “price” as the better term in sales ge 
E ~ ee Page 25. Who is your candidate f yr Office Equipment Man 
hic recenonce tram Sa" - oo i 
literature brought this 2SI ~ae - G ¥ Lipp, f the Year OFFICE APPLIAN will honor the person 
manager of purchasing for the W. H. Kistler Sta who best qualifies for this category and it will be a highlight 
tionery Company, Denver of the next NSOEA convention. Read the pre ry deta 
“Price would be the proper nomenclature in my : 
: : . - . y — ~ wo Y Oe fe a lS 
estimation. When you or I and millions of others are Page 26. “You Can't Sell What You Haven't Got" advise: 
ae . St a oe ae igene Barnes in another of his series of articles pertaining 
buying an item I’m sure the question is, ‘what to better merchandising. Month by month this successh: 
price or what will it cost me?’, not the selling or list sperator of a store services provides provocative material 
price. We naturally assume the pric: juoted is the for the stationery and office equipr 
selling price, so ‘price my vote Page 30. Electronic Confustion—Man Vs. Machine. Here’: 
: 1 discussion of what's ahead in the increasing mechaniza 
« Parking i in Limelight. re ana more men 1n oul tion of offic We're in debte 1 to Art Metal Constructior 
industry are gl ving attention t iowntown parkin J vompany for the ; pri this interestina tise 
because they know ac bility to their stores is a Page 47. 


= a 








Q) 











necessity. Allen B. Cam: k of Burlington, N.C., is snk a: gle gape 
such a man. He has labored diligently to solve the shtineeninn of ' es 


parking woes of his c ty. Me ls Going an ouist tanding oifices on display 
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O4 Editorial 





Son of Regionals’ Founder Carries On 


The first regional meetings of NSOEA, then known as 
the National Association of Stationers, Office Outfitters & 
Manufacturers, were held in the spring of 1925. They 
stemmed from the fertile mind of Ivan Allen who became 
president of the association in October, 1923. 

To Mr. Allen election to the presidency was more than 
an honor. It was an obligation to render service to the 
industry of which he was a part and a leader. Mr. Allen 
could see the value in district meetings which could serve 
many more dealers than could be brought up together 
for the national convention in the fall. Most of the re- 
gionals for the first few years were sparsely attended but 
the idea took root and grew. 

In recent years some districts have had meetings great- 
er in attendance than any national conventions held 
prior to 1936. The regionals acquainted thousands of 
dealers with the workings of the national association, 
resulting in substantial increase in membership. 

It is fitting that as the regional circuit for 1956 begins, 
the man at the head of the association is the son of the 
one who created the idea and put it into effect. Ivan 
Allen, Jr., is a successful businessman with sound ideas 
and a will to contribute of his time, effort and knowledge 
to the advancement of the office equipment industry. He 
is genial in conversation, an orator on the platform, a 
man with whom the regionals should grow in interest and 
direct benefit to all who participate. 

Mr. Allen heads up a group of speakers who will bring 
to dealers of the stationery and office equipment indus- 
try worthwhile messages on merchandising, management, 
dynamic furniture presentation and profitable relations 
with Travelers. 

Attendance at the 1956 regional conventions can be 
geared to profit at both the cash register and mind level. 





Automation Doesn't Displace Dealer 

Judson S. Sayre, president of the Norge Division of 
Borg-Warner Corporation, a man who has been out- 
standingly successful in merchandising of household ap- 
pliances, is not one who agrees with those self-appointed 
experts who declare that ‘push-button’ mechanization of 
industry is just around the corner and mass unemploy- 
ment imminent. 

Neither does Mr. Sayre hold that most dealers and 
their salesmen in areas of consumer goods perform no 
creative sales function and that all consumer goods be- 
ing more or less equal in quality, features and value, they 
could be pre-sold by advertising and the distributive 
function thus become merely mechanical. 

lt was an eloquent and thought-provoking argument 
for the important role of the dealer in distribution that 
Mr. Sayre delivered recently in an address to the Mid- 
west Conference of Associated Business Publications in 
Chicago. Said Mr. Sayre: 

‘Everyone agrees that the great challenge in our ex- 
panding economy is the challenge of distribution. The key 
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to our distribution is the retail dealer and his salesmen. 
In my Opinion, the real challenge to all of us is to find 
better methods and techniques to strengthen this dealer 
individually and collectively. 

“One expert expresses the opinion that our existing 
marketing structure is beginning to crumble around the 
edges. According to him distributive patterns, marketing 
concepts and custom-buying concepts are all of a sudden 
becoming very brittle. He says that the days of the 
franchised dealer in durable consumer goods are num- 
bered, that this dealer is already more or less obsolete 
and an exceedingly unreliable distribution medium, es- 
pecially now that the great bulk of our population lives 
in a few metropolitan areas. (He should study our mar- 
keting maps)."’ 

Mr. Sayre told of the announcement by one large 
manufacturer of consumer durables that he would elimi- 
nate all small dealers who presently account for at least 
40% of that firm's total sales. 

“This, in my opinion", said Mr. Sayre, ‘is a misguided 
move, predicted on the fallacy that this manufacturer's 
grand name is so dominant that the company can dictate 
the pricing, profit margin and the distribution policy, be- 
cause consumers will go out of their way to search out 
the selective few dealers to demand the specific brand. 
Now it so happens that, in major appliances, the inci- 
dence of brand ‘switches’ runs as high as 50% in many 
dealer stores." 


From this statement, Mr. Sayre launched into what the 
editors of OFFICE APPLIANCES believes is a most elo- 
quent defense of the dealer's role: 


“All these attitudes, reflecting the concept of the “Auto- 
mated Economy”, discount complete the human factors 
in customer relations with dealers, whose mutual respect 
and confidence have very largely proved the cornerstone 
of our business growth. 

“It happens that this antiquated distribution system of 
ours supported a gross national product of close to four 
hundred billions in 1955, and in major appliances, a gross 
product of eight billions. 

“Certainly, most of the retail dealers who moved the 
consumer products into the hands of the ultimate pur- 
chasers, were in some cases, less efficient than they might 
have been. Their average net profit picture was not too 
good but the resultant producers’ profits were very healthy. 

“How many of you believe that machines are more 
important than people . . . that customers are statistics 

. . that price is the most important consideration in the 
purchase of an appliance and, that accordingly, the dealer 
performs no useful function? (Mr. Sayre refers to the 
all-important servicing of a manufacturer’s products) 

“You might ‘Automate’ production, but you will never 
‘Automate’ merchandising! 

“We, at Norge, believe that ‘MERCHANDISING IS 
THE ART OF MOVING PEOPLE TO MOVE 
GOODS.” 


The challenge for editors of the business press, of 
which OFFICE APPLIANCES is proud to be a part, is to 
help dispel any hysteria created by the “Automation” 
threat and to help the understanding of dealers’ true 
and powerful role in distribution. 

This, we are happy to do. 









Wesiqning 
THE NEW MARKETING CONCEPT THAT CAN BUILD 
YOUR SALES OF OFFICE FURNITURE AND ACCESSORIES! 


































AF 
eke The intertwined functions of designing offices and selling the office furniture necessary t 
Rae Se complete the design—as one complete marketing operation—makes alert office furniture 
Mee am dealers especially avid for information which will help them to perform both these functions 
> Tey more effectively and economically. 


OFFICE APPLIANCES has put the exclusive resources, talent, know-how and field leader. 
ship—gained in over a half-century of service to office equipment dealers and manufacturer: 
—into promoting the concept of dealer-designing. That’s why, for ideas, the aggressive dealers 


who have added the design function to their sales tools turn first to 


THE OFFICE FURNITURE ISSUE OF OFFICE APPLIANCES 
... coming in May 


For forty-seven years the informative, practical office furniture yearbook for dealers ani 
their salesmen, the Office Funiture Issue gets year-round readership and usership. Over ani 
over again, it is referred to for ideas on office design, for buying data on types and lines o 
office furniture and accessories, in the training of dealer salesmen, and in sales meeting 
otherwise closed to manufacturer promotion. More copies are sold of the Office Furnitur 


Issue than of any other regular issue of OA throughout the year. 


TIMELY SELLING BUILDS TOP RESULTS 


The Office Furniture Issue of OFFICE APPLIANCES is timed right for sales of office furni 
ture and accessories. Reinforcing the sales efforts you've made, and capitalizing on the sale 
momentum built up at the NOFA convention, it forcefully reminds dealer designers — you 
top prospects for quality sales — of the new models and innovations you are advertising. | 
is this timeliness and resultful selling that has made OA’s Office Furniture Jssue a basic adver 


tising tool for more than 125 leading office furniture and accessory manufacturers. Why no 


z amt Sy. make your advertising plans, and reserve your space now! 
+ WATCH FOR THE MAY OFFICE FURNITURE ISSUE 
} “ * € 
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enrolled in the nation’s schools 
: for the 1955-56 term, according to the 
Department of Commerce. 
ers an 
ver an ° . 
me Allen Cammack, Burlington, N. C. stationer, 
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urnitu has found you can win this 
school market with 
i il “Cokes,” bubble gum and friendliness. 
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—_ School Kids .. . Your Market-Today and Tomorrow 


c aave 

Vhy n 
It’s a matter of promotion . . . 
what this dealer has done others can do. 
Turn the page for a 

, blueprint of the Cammack success story. 
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Allen Cammack Finds Soft Drinks, 
Bubble Gum, Friendliness Pay Off 


and TOMORROW 


by CLARENCE O. SCHLAVER 


managing editor 


LLEN B. Cammack, stationer of Burlington, N. C., 
is a man who likes children. This fondness leads 
him to: 

Give away nearly 4,000 bottles of Coca Cola annually. 
Dispense thousands of sticks of bubble gum to young- 
sters entering the store. 

—Conduct guessing games for the children. 

-Convert display windows into school art and educa- 
tional exhibits. 

Decorate the store in school colors the week before 
the “big game.” 

CRAZY ? 

Not at all. Listen to his story if you want to hear about 
a market often neglected—but not at the Cammack Of- 
fice Supply in a city of 28,000. 

Mr. Cammack’s warm welcome for children has re- 
sulted in the sale of up to 1,500 quality zipper notebooks 
a year, each bearing a written guarantee for the school 
term. The same volume business has resulted for other 
school supplies such as fountain pens. 

Even Hurricane Hazel last Fall couldn't keep the 








youngsters away from Cammack’s and 
on that Saturday of boisterous weather 
the firm had the largest cash day in 
its 11-year history 
These school ‘‘kid 
trigued by the soft drinks and bubble 
gum, have been won over by the gen- 
uine smile of the proprietor who terms 
teen-agers his friends and not mis- 
hief-makers. They are the Cammack 
Office Supply big business potential of 


customers, i1n- 


tomorrow ! 

Allen Cammack is thoroughly con- 
vinced of this fact. He says: ‘“Remem 
ber this, there isn’t a discount buyer 
in a thousand school children. Frankly, 
let me say that it is much more profit- 
able to sell school items to school chil- 
dren than it is to sell steel and wood 
items to commercial accounts where 
the fathers and mothers may work. 
The children come through your door 


with $5.00, $10.00 and $20.00 bills 
ABOVE Fresh ink display 
invites “kid’’ customers to choose a 
favorite brand Cammack’s lell 
youngsters that dregs of ink 
in old bottles clog pens. 
CENTER ...1 )p item in school 
apply business at Cammack’s is 


done in brief bags. A trade-in offer 
proves a business lure as detailed 


in accompanying story. 
pert x 


BOTTOM . 


171 4 
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scan contest gar. 
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ready to buy the things they want. 

“All that these school kids expect 
is a square deal, friendly service and 
your standing up to contracts and 
agreements. They will never ask you 
for a discount. It is a pleasure and a 
lasting one to sell to a daughter or son 
of a tough purchasing agent a leather 
zipper notebook for $7.08 in which 
you have your normal markup, know- 
ing that if you were selling a file or a 
desk or a chair to the parent you might 
be fortunate to wind up with a 10% 
or 15% profit, if any 


This Burlington stationer, whose 
business was born in 1944 in the 
midst of war scarcities and strong local 
competition, has made himself worthy 
of the respect of the children in his 
community. He has never forgotten 
that children don't forget the friendly 
people they meet at the grocery, the 
drug store the butcher shop. . .or 
the stationery store. 


A Step Ahead 


Today, Allen Cammack is a step 
ahead of his competitors who could 
not envision children of all ages 
nursery pre-school graders, high school- 
ers and finally groups 
amounting to one fourth of the na- 
tion's population—coming into the re- 
tail picture at the rate of four million 
or more each year! 


college 


Mr. Cammack realizes, as most other 
progressive dealers, that young people 
represent the largest potential cash 
market in America. 

Undeveloped market? Yes. 

Neglected market? Yes. 

Overlooked market? Yes. 

And why? The North Carolina 
dealer puts his finger on the answer, 
perhaps, when he Says: 

“Too many grownups immediately 
forget that they were once children. 
Part of the oversight could be ex- 
plained by saying our economy of 50 
back when buggy whip 
allowed 


years ago 
stock was a good investment 
the average child a penny occasionally, 
or not more than a few cents on special 
occasions for youthful mementoes, 
schoolwise or otherwise 

He continues: 

“As a_ stationery industry serving 
business we unconsciously found a 
complex that considered all business 
as having an adult status. 

Cost-Conscious 

“However, a few cost-conscious 
folks began to watch where the pay- 
roll dollars and the youthful nickels 
and dimes were being spent. Imagine 
the consternation of business folk as 
well as expert consultants when they 
discovered that 40 million children 
will cost their parents and others bil- 
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lollars annually for youthful 


is where commercial office 
red the youth market pic- 


What is the blue-print to the Allen 
Cammack story of success with the 

Kid irket 

First of all, it’s a matter of promo- 
tio 

Says Mr. Cammack, “Coupled with 
your desire to deal honestly with your 
school market should be the desire to 
maintain a long time promotional plan 
of advertising throughout your trading 
irea. The best plan we have found is 
direc nail. Second, we have used 
radio. No. 3 is window display.” 

Direct Mail Plan 

The Cammack direct mail plan starts 
with the securing of a list of all stu- 
dents in grades 1-12. These are ar- 
ranged both by grades and by schools, 

ither on 3 x 5 or 4x 6 cards. The 
main tl g 1s to get the names. 

Beg ng the first of August the 
direct mail effort is organized in prep- 
aration of a school letter. This is 
mimeographed and mailed together 
with a check list or some type of stuf- 
fer promotion fountain pens or zipper 
merchandise. The letters are sent to 
the school children at their homes, and 
even if there are five children in one 
hom five letters go to that address. 

Approximately four mailings are 
made a year—in August, at Christmas, 
Valent s Day and graduation time, 
the latter mailing being limited to 
those of high school age. 

From the first mailing, Cammack 
Office Supply goes into preparation in 
August for the school market, alloting 
a larg portion of the store area to 
zipper note books, note papers, compo- 
sition books and all types of school 
articl scattered about on tables so 
arranged as to allow the children 
plenty of room in which to roam about 
and h lle the merchandise. 

Merchandise Available 

WX iurrange the merchandise so 
that children can reach it, handle it, 
inspect it, ask questions about it, says 
Allen Cammack. “We want them to 
be able to see the prices, the quality, 
the colors, the sizes and the shapes.” 

In the store set-up, Cammack Of- 

WE HAVE yet to lose a prospec- 
ustomer walking out of the 
ith a Coca Cola in hand,’ 
i/len Cammack. He gives 

wly 4,000 bottles a year. 
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fice Supply has what it considers an 
important adjunct the electrically- 
cooled Coca Cola machine placed in 
the rear of the display area. Explains 
the North Carolina friend of Young 
America 

“We give away Coca Colas to all 
customers young and old who enter 
the store during the month of August 
and up until the 15th of September. 
Yes, we give it away, bottle after bot- 
tle. Last year we presented 159 cases 
or 3,816 bottles. 

“Does it work? Well, you try it. We 
have yet to lose a prospective custom- 
er walking out of the store with a 
Coca Cola in hand! They stay for the 
“Pause That Refreshes.”’ 

“Hundreds of times we know that 
the customer has broken down and 
purchased something because of the 
four or five soft drinks distributed to 
the parent and the children. It is a 
gesture of friendship having far more 
value than the cost of the Coca Cola.” 

In addition the Cammack firm uses 
guessing contests as a trade stimulator, 
games such as estimating the number 
of paper clips in a bottle or figuring 
out how many brass paper fasteners 
are enclosed in a glass jar. Prizes are 





given, these kept of a surprise nature 
and suitable for school use. 

Bubble gum is kept around the store 
throughout the school year, given to 
all school or pre-school age children 
who desire it. And most do! 

“You may wonder how we get paid 
for all this,” says Allen Cammack. 
“Well, it pays off, for example, in 
helping to keep a mark-up on school 
binders at from between 35% and 
75%, plus a guarantee of satisfactory 
service. 

Profit and Fun 

‘Pay? Certainly, there’s a nice profit 
and besides we have:a lot of fun.” 

This stationer suggests that the 
building of school friendships extend 
to the store decorations. He gives the 
schools window space for art exhibits, 
educational week displays. . .home- 
coming games. All of these, he consid- 
ers are important in building friendly 
attitudes among the school folk. 
“Thousands of children pass your store 
but how many of them come through 
the door. . .and why should they?” 

The Cammack experience has been 


Continued on Page 32 
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by STELLA WILLIAMS 
educational director, 


Royal Typewriter Company 


EDITOR’S NOTE—The accompan) 
ing article is addressed to parents 
Doubtless many dealers in the office 


equipment and supply field will find 


it worthwhile reading as parents. Like 


wise, as dealers they will find the dis 
cussion interesting because it reveal 
the kind of material being directed t 
parents, who are also customers for 
the typewriters and supplies recom 
mended for use by students. The 
information on how to “help your 
child to better grade s’ can al he 

mdication of how to “help your 

to more and better sales.’ Tieing 


with this logical propagand in be 
profitable. OFFICE APPLIANCES 
recommends merchandising this infor 
mation into sales by stre 
advantages of ‘making learning {un 
through typewriting. Progressive teacl 
ers, especially in the u pper grad ne 


more and more realizing the important 


role that typewriters can play in the 
educational process. 


= 





— 


Chi dren to Better Grades 


Dealers Profit Through Selling Idea 
that Machines Make Learning Fun 


OUR child's intelligence, the quality of his school, the com- 

petence and interest of his teacher—all are important in deter- 
mining how much he will learn. But there is also much that you 
can do. 

To begin with, you can increase your child's motivation. The 
livelier the interest he takes in his studies, the more he will learn. 
Here’s what you can do on this account: 

1. Encourage regular study habits. If your child gets in the 
habit of studing every day from, say, 3:30 to 5:30 p.m., he won't 
be tempted to wander off to some diversion until his homework 
is done. 

2. Make learning fun. In the evening, after the regular study 
period is over, play word games with your youngster. Give him 
words and see if he can spell them. Name geographical places and 
see if he can point them out on a globe. But don’t make the ques- 
tion too difficult, or the youngster may become ashamed and lose 
enthusiasm. 

3. Give your youngster the pride of accomplishment. If his 
report card is outstanding, congratulate him. Your praise, when 
deserved, can be a tremendous motivating force. And give your 
child access to the family typewriter. He'll feel important to be 
operating such a “grown-up” machine. If you can afford to give 
him a typewriter of his very own, his newly-won responsibility 
will be to him both a sign of your confidence and a mark of his 
maturity. 

4. Teach your child to concentrate. There's a time for study and 
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E HOUSE 
AT POO! 
\ CORNI 


A SALES IDEA . . . Learning can be fun—when it’s done 
with a typewriter. Tests have proved that children in el- 
ementary grades show improvement in spelling, reading and 
writing when they study with the typewriter. According to 
The Royal Typewriter Co., that is because typing is easy and 
makes their lessons enjoyable. 
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a time for radio. The two don’t mix 


Make sure your child has a quiet place 


to study—free from all distractions 
The sounds of a ball game in the street 
music, even the rattling of pans when 
you prepare dinner in the kitchen 
all of these sounds distract from learn 
ing. Typing will also help him to 
concentrate. Instead of laboriously 
forming one letter at a time, thinking 
about how each letter should appear, 
he'll be able simply to strike the keys 
and give all his attention to the mean 
ing of the word, the correct spelling, 
and new ways to use it. 

5. Show your youngster how to save 
time. A typewriter will help, of course, 
and so will proper preparation for 
study. Before sitting down with his 
homework, your child should have 
his pencils sharpened, his books all in 
one place, and the light properly ad- 
justed if he’s not near a window. His 
dictionary—and globe, if he has one 
should be right at hand. He should do 
everything possible to avoid having to 
get up in the midst of his studies 


Don't Help Child 


6. Don’t help your child too much. 
You don't help him by doing his 
homework—he needs the practice. Co- 
operate with the teacher, and have a 
chat with her a few wecks after school 


“WE MUST HAVI 
IT RIGHT, 


print d Vi 
»t commu) 1 ) 
f) 
are 4 j 4 
+d / NM 
/ ype 
riley 


starts. By that time, she will know 
something about your child's ability 
and attitudes, and she will be able to 
advise you on the amount and type of 
help you should give. If she asks you 
not to help in certain subjects, by all 


means follow her advice. 


Never force your child to study. 
He won't learn very much by merely 
holding a book in front of his nose, 
and force may set up a psychological 
block against study that may hinder 
him for years. If he has a typewriter 
you ll have less of a problem here, 
for study will be easier and more fun. 


Encourage Penmanship 


8. In his penmanship lessons, en- 
courage your child to write with the 
same careful spacing and straight lines 
that he produces when he’s typing. 
And in his arithmetic, urge him to 
make his straight lines as straight as 
possible Curlicues usually lead only 
to more ornate curlicues. As for his 
notebook, he'll learn more if he neatly 
types each page, rather than writing 
by hand—for one thing, his notes will 
be easier to read. 


9. Teach him to concentrate on 
words and sentences, not individual 
letters. This will be harder to do if 
he doesn't own a typewriter, but still, 
it’s very important. Thinking in terms 


of words and sentences will be a 
great aid to correct spelling and good 
composition, for his mind will then 
be able to concentrate on these things 
exclusively, instead of on letter-form- 
ing as well 


Learning Is Important 


10. Above all, impress on your 
child the fact that learning is smpor- 
tant. Explain to him it’s important, 
and what it will mean to him in the 
years ahead. If he wants to be an engi- 
neer Or business man, point out how 
important arithmetic will be to him. 
In almost any field he chooses, reading 
will be vital. Most children learn to 
type just as easily as adults, but your 
child will learn even faster if he knows 
how important typing will be to him 
in high school, and especialy college, 
where a poor typist must work doubly 
hard. And let your youngster know 
that learning is is responsibility, not 
yours or teacher's. Let him know that 
he has a job to do, just like adults 
do, and that you're interested in seeing 
how well he does his job. 

If you follow these 10 steps care- 
fully, and if you give your child all the 
friendly help, patience and understand- 
ing that only a parent can give, you'll 
be doing as much as any parent possi- 
bly can to help your child to better 


grades. 
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School Officials Can Tell You 


Stock what 








everal sharp changes in the require- 
S ments of school children in various 
age brackets have brought about 
changes in school supply merchandis- 
ing at Denver office supply stores, a 
surve y has indicated. 

Three of the Colorado capitol’s 
largest dealers have ‘“‘surveyed the 
schools themselves,’ asking for help 


from the Denver School Board, from 
principals and from the students, 
themselves, in order to shape their 
inventories more closely to the actual 
market 


Keeps Contacts 


W. H. Kistler has made this a prac- 
tice for many years, maintaining direct 
contact with purchasing agents and 
school supervisors on the staff of the 
school board, which has helped sub- 
stantially to tie down inventory ex- 
pansion in the proper channels. 

Among the most significant altera- 
tions which have manifested them- 
selves to date is the swing to five-ring 


leather bound zipper cases, in place of 
the school bags of the past. The transi- 
tion has been general, a Kistler sales- 
man indicated, with a gradual turning 
away from the traditional low cost 
pencil tablet in favor of ring binders. 
Then, as schools began to make it 
possib! their students to keep 
notes, research information and lesson 
sheets between colored dividers in the 
ring binder, students found that they 
could carry all necessary materials for 
all classes in the single book. This led 
to gradual elimination of the school 
bag with its variety of contents, and 
the adoption for both durability and 
appearat of zipper-closed leather- 
surta 1 ring binders. 

Most stores today have found a 
much ter unit sale represented in 
this it nasmuch as youthful cus- 
OA—4 /56 


students BUY 


tomers are currently asking for large 
size binders with five rings to guaran- 
tee against the filler sheets coming 
loose, and of sufficient eye-appeal and 
good appearance for gold name in- 
scription and monogramming. 

Another leading Denver store in- 
dicated that it is possible to standardize 
on five-hole filler paper in place of a 
group of two- and three-hole papers, 
now that the manufacturers have come 
out with “interchangeable” fillers. 
These slip neatly into the two-, three-, 
or five-hole binder. Much less space 
and a smaller inventory is required to 
service the back-to-school market in 
this way. 

Still another store has made a heavy 
feature of brief cases for school stu- 
dents down into the elementary grades. 
This is predicated on the fact that in 
current economics, current history, 
political science, and similar subjects, 
it has been necessary for students to 
carry large quantities of magazines and 
periodicals, as well as bulky home- 
work. 


Use Brief Cases 


Brief cases which were normally 
slanted only toward the business man 
market are now by no means unusual 
with youngsters of the 12-year-old 
bracket, it was reported. With substan- 
tial sales up to the $15 bracket, brief 
cases have thus become an important 
element in this store's school supply 
promotion. 

One of the leading suburban stores, 
located near high schools and junior 
high schools in Englewood and Little- 
ton, Colo., have found it wise to put 
approximately 15% of the school sup- 
ply inventory into bright-colored lunch 
boxes and Thetmos containers, guess- 
ing correctly that there would be a re- 


turn to the practice of carrying a lunch 
to school, due to parents ya ta to 
hold down costs. 

Even though almost all Denver 
schools, in any classification, maintain 
complete cafeterias, costs of food serv- 
ice in these brackets has risen substan- 
tially, and thus it is possible to make 
a worthwhile saving o providing the 
youngster with milk from the family 
refrigerator, home prepared  sand- 
wiches, cookies, cake, and pie. Color- 
ful school lunch kits, which contain 
compartments for pens and pencils or 
even for a book or two, are showing a 
thoroughly worthwhile turnover. 


Size No Factor 


Another pointer which has become 
evident in 1955 back-to-school selling 
is the fact that size and weight do not 
apparently concern youngsters as great- 
ly as in the past. This, the manager of 
one suburban stationery store indi- 
cated, is undoubtedly due to the fact 
that most children now are driven to 
school by their parents in automobiles 
or at least ride buses and streetcars 
which means that there is no long, 
heavy carrying job involved in getting 
to school. 

The emphasis has been on bright, 
attractive window displays, with plenty 
of emphasis on humor. A suburban 
office supply store drew many laughs 
from parents when it posted a stand- 
ard display window with all traditional 
essentials, but in the center hung a 
slate from which were suspended a 
bean shooter, a sling shot, a rubber 
snake, and a rubber toad. Lettered on 
the blackboard were the words “Back 
to School (ugh) !”. This, understand- 
ably drew good humored laughs from 
everyone who could remember the un- 
pleasant end of summer vacation in 
their own youth.—RAL 
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A Directory 
of Sales Aid 


Sources 


To help our readers plan and administer 
their selling and advertising activities, 
OFFICE APPLIANCES presents this 
directory of sources of supply for ideas 
and equipment in the fields of Sales 
Planning and Control; Selecting, Hiring 
and Stimulating; Sales, Sales Training, 
Awards and Incentives; Advertising, Sales 
Promotion and Publicity. 

Our handy “Tell Me More” coupon on 
page 24 makes it easy for you to get 
further information on any item and serv- 
ice listed. Just circle the corresponding 
code numbers following each item and 
mail the coupon. 

Parts I and II were carried in the Feb- 
ruary and March issues. They dealt re- 

















spectively with Sales Management and 
Selling. Circle No. 101 for February and 
No. 102 for March on the “Tell Me 
More” coupon if you missed them. 

Part III, herewith, is the last of the SELL- 
ORAMA series and deals with Advertis- 
ing, Sales Promotion, Publicity, Equip- 
ment and Display. 


SELLORAMA SERVICES 


PART III—ADVERTISING AND PROMOTION 


How aqood your advertising ana 
you think it could, you find help in the 
book: K y 
ne ts, direct ma 


A. Advertising 





Someone once asked John Wanamaker if his advertis 
ing paid. His answer was, “About half of it.” When 
asked why he didn’t cut out the other half, he replied, 
“We don’t know which half is which. 
Here are some aids to find out more 
that pays. 


about the kind 
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promotion? Could it be bett 


and sources listed below. You'll find 


asic strategy; magazines that bring you a constant stream 


for dist 


promot urce ay n 
BOOKS 
How to Make More Money With Your Direct Mail, by Edward 
nation on the tl ynd | 
Encyclopedia of Advertising, by 
A rly 1iphnabet 
104 
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Re Advertising & Sales Promotion, by Charles M 
Mm. Moward 
k k yet published on reta 
Profitable Retail Advertising, by eph R. Rowe & 
} nua Tr 
etail advertising and pr 


Retail Advertising for Small Stores, by Philip Ward Burt 


ea tor tne eed tT @ retailer ul juiae 


ADVERTISING MEDIA 


Ca 1 Advertising 
2 ee 3 T 
MAGAZINES 
Reporter of Direct Mail 
, pa j . r 
Printer x 
5 } eling arket 7 put 
Adve ng Age 
sper >| r act tie 1 
CHECK LIST 
Check Lists of Advertising Essentials 
— , ae 1 suick. practical and 


B. Sales Promotion 





idvertising pays best when tied in with a sound sales 
promotion program. Here are sources of ideas and 


supplies 


BOOKS 


Public Relations for Retailers, by Tom Mahoney and Rita 
tI t knowledge t the authors with many ex 
practice that have proved 


Profitable Showmanship, Dy Ker th G Ie & Zer n Kautmar 
knowr sles and advertising experts bring ba 
snd tell now t dramatize a product r st 


Successful Prize Contests, by Zenn Kaufman & Lester N. Cone 
te and practical guide to the ¢ ing ar rr 


ntact 


Showmanship in Business, by Kenneth M. Goode and Zenn Kaufmar 


ked book ; how to put ark your 
lA 
Sales Promotion, by A J % Dale Hought 
P 4 } \“\ k tor market } ex ve 
- 1 which have beer TT 
"9 
Public Relations Idea Book 
time A ce Ct K 3 be 692 
1 id elati {118 
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BOOKLETS 


Advertising for More Sales 
The 5 cardinal rules of profitable advertising and what they 
yuid acc mplish (119 
The Ad-Visor 
A “how-to” booklet covering advertising, publicity and sales 
promotion. Written expressly stationery and office equip 
ment dealers. Reprints of articles which appeared in OFFICE 
APPLIANCES, {119A) 


MISCELLANEOUS 


Advertising Novelties 
Catalog showing a wide variety of advertising novelties, 
souvenirs, gift ideas, premiums and give-aways. (120) 

Gift Certificates 
Designed for all year use, they help you capture a larger share 
of the profit in every gift-giving occasion throughout the year. 
(121). 

Check List for Prize Contests 


A list of 30 points t nsider in planning and running a prize 
contest. (122) 


Showmanship Yardstick 


You can use this 12-point rule as a check list for measuring 
the box office probabilitie f any project. (123) 


69 Ways to Improve Your Direct Mail 
A check list for planning and copy, printing and production, 
lists and mailing. (124) 


The Sales Catalog 
A complete manual to help you plan and prepare good sales 
catalogs. (125) 


Planning Calendar 
Lists all special “Days” and “Weeks” for planning special 
promotions throughout the year. (126) 


Work Book for Planning Printing 
Time and money saved through the sound planning of printed 
pieces. (127) 


Mail Lists and Regulations 
How to build a good mailing list and then how to get the 
most out of it, (128) 
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Printing, The Essential ge to ig tag tas cal 
How to plan better printing e more busine 129 


Estimator's Book 
Here the printing estimat A find a ection of reterer 
material not ordinarily available in one manua 30 


et Ft & H& F 


C. Miscellaneous Equipment & Supplies 





Equipment and supplies to help spark your promotional 
activities. 


EQUIPMENT 
Low Cost Printer 
An economical method of making positive copie 
great for sales announcement fice forn nemos-etc. (131 
Fototype 
Easy and economical way t 
direct mail pieces. (132 
SUPPLIES 
Carry-Pack Handles 
These package handles can save time and build good w 
(133) 
Printed String 
Packages tied with your name and addre sre ‘'bound 
impress. (134) 


D. Display Aids 


You pay for your windows whether you use them 
right or not. Here are sources of ideas and equipment 
to do a better job. Remember, goods shown right are 
half-sold. 





BOOKLETS 
Point of Sale Displays 
When design magic goes to work, merchandise moves out fa 
(135) 
Store Arrangement 
Modern display of goods, the store lay-out, and the 


IVA 


up-to-date equipment 


Store Front Modernization 
Mi Ww j mer are attr Tea by thé moderr | >| . 


~w 


bright ean appearance of ope n store f ts. (137) 


Display Selling 


newny a if Ww t } j 


Designs in seman 


How ft ase reta sale 3 GSK 
{139 
Moving neg 
When s3dd motion to displa you attract more people 
nexpensive turntables dramatize your products and focus at 
140) 
Animated Figures 
Continuous audio devices and point-of-purchase display 
ures That Talk, mo and | 4 


Speed Hangers 


Hundreds of window trim mbinations and displays can be 


a Catalog 
Latalog retail store display ideas and aterials tor a 
easonal selling events. (143 


Moving Window Sign 
A prestige and business-builder that te your message c 
very minute t the day and night. 44 
Banners and Streamers 
Showmanship that sells — 


with display banners. (145) 
MANUALS 
Display Manual 
A w rkir | manual in the field rT V Jai mercnana ng (146) 
MAGAZINES 
Display World 
The magazine for the display mar 14 
Display 
The magazine ua and 7 


Anyone wishing reprints of the complete SELLORAMA Directory 


of Sales Aid Sources may obtain them free of charge by writing 


to OFFICE APPLIANCES. 


“tell me more” 


Please send me more information 
on the items circled belov 


101 102 103 104 105 106 107 


108 109 110 111 112 113 114 

115 116 117 118 119 119A 120 NAME 
tee L2e 223 224 125 126 127 COMPANY 
128 129 130 131 132 133 134 

135 136 137 138 139 140 141 ADDRESS 
142 143 144 145 146 147 148 gy 


Copyright 1956 
(Coupon void after July 1) 
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eiéeaiia by OFFICE APPLIANCES 


STATE 


Mail to SELLORAMA Services, 439 Madison Ave., New York 22, N. Y. 


OA-4/56 


who is your candidate 
for Office Equipment 


OFFICE APPLIANCES is launching an annual contest to find one man 
each year who will receive the OA Award emblematic of his selection as OF- 
FICE EQUIPMENT MAN OF THE YEAR. The award will be given at the 
annual convention of the National Stationery & Office Equipment Associa- 
tion each fall. 

Anyone in the industry is eligible for the award except the trade press and 
members of association staffs. A committee of seven judges will reach a deci- 


sion on the following qualifications: 


¢ Service to industry — local. 

¢ Service to industry — national. 
* Service to community. 

* Service to nation. 

* Service to association, 


Each of the five qualifications may earn a maximum of 20 points. 

“Service to industry — local” could have to do with activities in 
chambers of commerce or one of the several service organizations, work 
through the local or district NSOEA group, or other service local in charac- 
ter. “Industry — national’ could relate to similar activities on a national 
S¢ ale. 

“Service to community” offers a wide range of possibilities. It could 
include work in service clubs, churches, schools, traffic, recreation, and 
other matters civic in nature. It might include the man’s donation of his 
time as a speaker, artist or musician. 

“Service to nation” could be work directly in government, or other 
activity affecting the nation outside the limits of the industry. 

“Service to the association” is a wide field. Naturally, it starts with 
participation in association activities. Consideration must be given to liberal 
use of time and effort in building interest in the association program or 
promoting ideas, new or old, which will make the association more valuable 
to its members. 

The committee of judges will have seven members, including three manu- 
facturers, three dealers, and one traveler. The three dealers are: Stanley H. 
Hall, Parron-Hall Corporation, San Diego, Calif.; Robert S. Jerue, McClain 
& Hedman Company, St. Paul, Minn., and Earl R. Kochheiser, The Charles 
Ritter Company, Mansfield, Ohio. Representing travelers will be F. C. 
‘Chet’? Williams, Seattle, Wash. Names of the three manufacturers will be 


announced next month. 


® Nominations For The 1956 Awards Will Be Closed on July 1! 


There is no limit on the number of nominees just so long as their names and 
statements of qualification are received at OA headquarters by July 1, 1956. 
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Sixth in a 
Series of 


12 Articles 














You Cant Sell... 








What You Haven't Got! 


@ The lady’s stole unconsciously 
dropped to that casual, off-the- 
shoulder position, as she hastened 
through the rows of furniture. 

“That’s the perfect desk, — the 
aqua one with the large top. But, 
really, the chairs have me in a 
quandry,” she _ hesitatingly said, 
pausing for a moment, then adding, 

“It would be so nice if I could 
see just the right thing..... and | 
need lamps and accessories to go 
with it, too. Do you have anything 
I can use?” 

“No”, reticently stated, provoked 
the ensuing Boss to Salesman con- 
versation: 

Boss: Nice desk sale, Frank. Who 
was she? 
Frank: She, Mr. Jones, was the 
wife of Mr. John Jacobson 
Van Astor in my books, but 
whoever she was, we 
goofed again. 
What happened? 
Same old thing. I sweat it 
out selling her a desk, and 
then tell her we haven't 
anything else for her. Boy, 
it hurts! Did you see that 
mink? Husband just opened 
an office here and I get one 
lousy $402.50 desk out of 
the whole deal. 
What do you mean? What 
did she want? 
Listen, Boss, just skip it. 
I’ve said it time and again, 
— it doesn’t do any good. 
Come on, boy, tell me 
what’s troubling you? May- 
be I'll listen this time. What 
is it? 


Boss: 
Frank: 


Boss: 


Frank: 


Boss: 
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Frank: Mr. Jones, it’s simple. YOU 
CAN’T SELL WHAT 
YOU HAVEN'T GOT! 

The curtain falls with this show- 
stopping punch line, leaving the 
audience to draw their own con- 
clusions. 

Constant repetition of this con- 
versation throughout our industry 
proves by each enactment that the 
young salesman’s point has not 
been made. The gentlemen of 
authority are still refusing to accept 
this situation as one of reality. 

Look Around 


Looking about us in our town, or 
any other, examples of diversifica- 
tion providing progress are abun- 
dant. Selling what we have keeps us 
“open for business”, but “getting 
what we haven’t got and selling it” 
would healthily innovate any stocks, 
and increase volume. Putting all the 
eggs in one basket is never wise! 

San Juan, Puerto Rico, is rather 
remote to most of us. It is not 
visualized as being progressive ter- 
ritory. On a recent trip there I 
shopped the department stores. In 
the largest store in the heart of San 
Juan’s shopping district, I came up- 
on an office furniture department 
sandwiched in between the men’s 
wear and children’s wear depart- 
ments. 

Startled by its presence, I asked a 
salesman standing nearby for a brief 
history of the department. Briefly 
his story followed the pattern, 
“Necessity is the mother of inven- 
tion.” 


“Puerto Rico’s boom after the 


war and the great influx of manu- 
facturing concerns seeking new 
Savings means,” he said, “created 
the necessity.” 

In this biography he explained so 
much business had been turned away 
with the remark, “No, sir, we only 
have household furniture”, they 
found in order to continue ac- 
commodating their community, the 
office furniture department was a 
necessity. 

Here in this remote community 
they realized you can’t sell what 
you haven’t got; by not having it 
they stood a chance of losing what 
they had. 

The majority of us refuse to 
realize we're now handling style 
merchandise as compared to our 
former staple stock. If our stock was 
adequate in general categories of 
desks and chairs a few years back, 
it was enough. 


Controls Needed 


Today the categories are divided, 
requiring us to have metal desks, 
Chippendale desks, executive over- 
hang, and so on down the line. 
Further, we must have the best 
seller in each of these types. In- 
stallation of proper controls is our 
only means of ever arriving at this 
correct stock. 

Style merchandise unit control 
shows date of receipt, color, style 
number, manufacturer, date of sale, 
and balance in stock. Installing this 
system, with an alert department 
manager, instructed by you to ex- 
amine the controls daily, rather than 
monthly, quarterly, or half-yearly 
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for re-order merchandise, immedi- 
ately places you at the vantage 
point of having what the customer 
wants, when he wants it. 

Those of us who have incor- 
porated office interiors and planning 
departments, or arranged our stock 
to create a gift nook, have found 
unit control systems are paramount 
to the success of these ventures. 

[he lady in mink’s taste differs 
from your crocheted shawl cus- 
tomer’s taste, only price-wise. Tele- 
vision, together with all the other 
means of communication in the 
world today, makes “follow-the- 
leader” a national pastime. Trends 
are picked up from these unit con- 
trol systems. 


Get the Picture 


Harper Brothers, Inc., in Green- 
ville, South Carolina, installed a gift 
department in conjunction with an 
office interiors and planning depart- 
ment. Their buyer was instructed to 
buy inexpensive ash-trays and gadg- 
ets for the gift department and to 
buy a few better priced pieces of 
merchandise for display. 

This, they felt, would establish 
the store in the quality merchandise 
field, while the cheaper merchandise 
would be the bread and butter. The 
unit control system proved after the 
first three months this thinking was 
erroneous. 

[he cheap merchandise did not 
move, but all of the expensive mer- 
chandise had to be re-ordered. This 
important finding, which so greatly 
affected their future operation was 
come upon only by close observance 
of the control sheets. 

Missing business is a thing of the 
past or it should be! Color 
trends can be read from control 
sheets. All colors as they appear in 
your stock should be assigned a 
number. The control sheet lists 
separate columns for colors and the 
perforated tickets allow a space for 
the same number. 

Checking these stubs off, you are 
bound to notice a preponderance of 
certain colors against a scarcity of 
others 


Must Be New 


With business leaping and bound- 
ing in the direction of color and 
home atmosphere for work sur- 
roundings, it is incongruous to ex- 
pect these advanced thinkers to con- 
tent themselves with a desk shown 
in a setting that looks for all the 
world like the office they desperate- 
ly want to rid themselves of. Pre- 
sentation must be top drawer and 
Current 
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Lamps, accessories, desk sets, 
and vases are not necessities; how- 
ever, we are living in a world where 
luxuries are a necessity. No longer 
are we satisfied being furnished with 
necessities only. The economic 
world has made luxuries and con- 
veniences dominant in our thinking 
of a well rounded life. 


Not Frivolous 


Business men today do not do 
penance eight hours a day. They 
have learned to pleasantly enjoy the 
hours required to earn the money 
that affords a nice home to go home 
to. 

Merchandise, unrelated to our 
former mode of operation, does not 
mean by its existence on our floors, 
we have lost our sincerity in regard 
to office furniture business. Nor 
should we feel we have allowed 
frivolities to enter our sane busi- 
nesses in place of staples. That we 
have decided to cope with the think- 
ing of America today should be our 


by Eugene Barnes 
Merchandising 

Advisory Service 
Washington, D.C. 





only concern. 

The lady in mink bought what 
she needed someplace. Picayune 
thinking on our part is responsible 
for this daily happening. Our atti- 
tude, sloughing off her request as an 
isolated case, is proven false think- 
ing. We need only a small stock of 
frivolities to test our clients vulner- 
ability. As little as a $500.00 stock 
would prove the point — that of 
need. 

We neglect to listen to the people 
outside who are in contact with 
outside thinking. The trend of the 
day is completely lost by our in- 
volvement in work-a-day routines. 

Tendency to discount suggestions 
of the traveling men who come 
through to sell us merchandise is 
notoriously prevalent. Few of us 
take these men to task about modes 
of operation in other locations; we 
could so easily better ourselves in 
this manner. Seldom are our sales- 
men querried on the needs of their 
routes. 

Constant grousing in our circles 
is attributable to lack of good sales- 


men in our organizations, The truth 
is available salesmen have sought 
positions in operations affording a 
chance to exercise their talents rath- 
er than restraining them when they 
should be flourished. 


A re-order number, the salesman 
knows is good, is plugged by him. 
Recently, in a city in the South, en- 
joying an influx of new businesses, 
a store received request after re- 
quest for an executive chair a man 
could relax in comfortably during 
the day. Any number of manufac- 
turers were contacted; the perfect 
chair turned up at Milwaukee Chair 
Company. 


Serve the Need 


A high-back posture chair, adver- 
tised as the Relaxator-Posture Chair, 
designed to complement contempo- 
rary furniture yet as comfortable as 
the judge’s chair, affords the ex- 
ecutive a chance to catch the forty- 
winks required to keep the pace he 
must. 

Big industry has found the years 
it takes developing a man to the 
point of executive capacity are too 
costly to lose him with a coronary 
or other such ailments at the peak 
of his usefulness. 


Another dealer told me he had 
been missing business on sofas and 
chairs less severe looking than the 
usual overstuffed office furniture. 
Hearing this over and over again, he 
shopped the market and discovered 
Selig Manufacturing Company, in 
Leominster, Massachusetts. When it 
went on display, he found it perfect- 
ly complemented the contemporary 
groupings. 

His re-orders were overwhelm- 
ing. He had found what the cus- 
tomer wanted; sending them to a 
department store for the merchan- 
dise they described was a thing of 
the past. He realized he couldn’t 
sell what he didn’t have, and the 
customer didn’t want what he did 
have. A change is always invigorat- 
ing. 


Avoid Lost Sale 


This, he said, proved to him the 
truth of the old adage, “you can’t 
sell what you haven’t got.” His 
business has been flourishing since 
he no longer says: 

“NO, we don’t have that.” 


This was a wise dealer. We would 
be a wise industry if we would in- 
corporate into our by-laws the rule 
of merchandising which is the pri- 
mary must: 

YOU CAN’T SELL WHAT 
YOU HAVEN'T GOT! 
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Some columns of selling ideas based on the experience of smart 
salesmen both in and out of the office appliance field. 


@ A NEW TWIST in consumer 
contest prizes was introduced on a 
New York radio pragram recent- 
ly in the offer of a day off from 
work for the lucky winner. Spon- 
sors of the program contact the 
winner’s boss, arrange for the day 
off, and give the employer a free 
commercial in exchange for the free 
time to the employee. 
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Everybody Works Here 

When Tom Beck was president 
of the great Crowell-Collier Pub- 
lishing Company and some speak- 
ers mentioned, “its president and 














employees,” he interrupted with: 

“ “just say employees’. Somebody 
has to take the responsibility for 
giving the orders so then I have to 
be president. Outside of that, all of 
us are employees eagetier. 


w 


lls Fair Trade 


We ventured the thought several 
months ago that Fair Trade was on 
the way out. Recent events would 
confirm this, i.e., the abandonment 
of Fair Trade by two of its most 
fanatic advocates, namely the W 
A. Shaeffer Pen Company and the 
Electric Housewares Division of 
Westinghouse. 
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A Break For The Boss 


Sometimes humor goes further 
than a command. At least that’s 
what Harold Jones, a Greeley, 
Colo., retailer, found when he used 
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the light touch to plead with his em- 
ployees against the abuse of their 
coffee break privilege. He posted a 
notice reading as follows: 


“Due to increased competition and 
the desire to stay in business, we 
find it necessary to institute a new 
policy. We are asking that some 
time between starting and quitting 
time, and without interfering too 
much on the time usually devoted 
to lunch periods, coffee breaks, rest 
periods, ball games, story telling, 
vacation planning, and the rehashing 
of yesterday’s TV programs, each 
employee endeavor to find some 
time which can be set aside and 
known as the ‘work break’” 


According to Jones, his notice 
got good results. 
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Looks like a fight to the finish be- 
tween Davy Crockett and Robin 
Hood. 
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Are Salesmen Extroverts? 

Not necessarily. One of the great- 
est myths ever foisted on the busi- 
ness world is the popular assump- 
tion that all good salesmen are 
extroverts. 

King Whitney, who heads the 
Personnel Laboratory in New York, 
has made some extensive analyses 
of the personality traits of thou- 
sands of good salesmen and has 
found that many good salesmen are 
highly introverted. 

“How come?” you say. 

The answer is that many sales- 
men are introverts who have learned 
to act like extroverts. While not 
basically interested in 
they've mastered the art of seem- 
ing interested. They've mastered 
self-control in handling customers, 
or more accurately, in handling 
themselves in their customer rela- 
tions. 

. rT Tr Fr r 
Old Sales Manual 
A man’s attire 


—Ecclesiastes 


others, 


— shew what he 


by ZENN KAUFMAN 


Story With A Moral 


The oldest story in the hosiery 
business is the one about the sales 
gal who said to the male customers, 
“are these for your wife, or would 
you like to see something better?” 

It’s fine to get a chuckle out of 
this oldie but after all is said and 
done the girl does get one point for 
trying. And that, admittedly, is just 
a bit more than most of our girls 
do most of the time. 

You can eat your heart out 
watching them — you stand there 
and see them give the customer 
what she asks for, take her money, 
count out the change and then let 
extra profits walk right out of the 
store. The National Cash Register 
Company, we hear, has a new ma- 
chine that not only rings up the 
amount of the sale but also figures 
out the change. It’s just too bad, we 
sometimes think, that there isn’t 
another key that would automatical- 
ly ring up the amount of money the 
customer would have spent if only 
someone had asked her to spend it. 

* * * *& & 
Armour's Formula 

The following Ten Command- 
ments For Salesmen were written 
by Jack Thompson of Armour & 
Co.: 


1. Thou shalt be optimistic, Don’t 
tell me your troubles. Tell me 
how to increase my sales and 
profits by selling your products. 

. Thou’ shalt be enthusiastic. 
“Sell” me on the products you 
want me to buy. 

3. Thou shalt be informed. Know 
your items. Know your prices. 
Know your weights and packs. 
Know Your shipping schedules, 
delivery rates. 

4. Thou shalt be low pressure. 

High binders are my pet peeve. 
Tell your sales story sincerely 

and honestly. 

Thou shalt value my time. De- 

scribe your wares briefly. Don’t 

shower me with small talk. Flat- 
tery will get you nowhere. 

6. Thou shalt be truthful. Don’t 
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promise me the world. Do 
promise me a telephone call 
when you can’t make delivery. 
Thou shalt be agreeable. Don’t 
argue with me. Don’t anger me. 

8. Thou shalt tell me about your 
advertising. Tip me off when to 
Help me build mass and 


shelf displays — reinforced with 
point of sale materials. 

9. Thou shalt check my inventory 
Don’t let me run short of prod- 


ict. Know which items sell in 
my store. Don’t sell me “shelf- 
warmers” and “dust-gatherers.” 
10. Thou shalt»show me samples 
and tell me first how much [ll 
make selling your item — then 
me what it costs. 
Sign in the lobby of the famous 
Mayo Clinic in Rochester, Muinn., 





“Patients are requested not to talk 
about their operation in the lobby.” 

This, of course, is just another 
symptom of the fierce interest that 
people have in themselves. And it 
carries a bit of a moral in reminding 
us that in our own advertising and 
selling, it is 101% important to 
talk constantly in terms of buyer 
benefits 





What the Courts Say 


CASE HISTORIES REPORTED BY 


ALBERT WOODRUFF GRAY 








ELECTION TO REPOSSESS 
CASH REGISTER 


Two cash registers were sold a 
purchaser in the state of Washington 
under a conditional sale agreement. 
The agreement provided, ‘Please 
ship two cash registers, numbers 
3,844,400 and 3,843,606, for which 
undersigned agrees to pay $842.18. 
Terms: thirty dollars cash and the 
following amount to be paid, evi- 
denced by note: $812.18, 23 month- 
ly payments of $45. The purchase 
price shall at your option become 
due and payable upon refusal to 
make any payment provided for and 
you may sue therefor, thereby vesting 
the absolute title in the undersigned, 
or you, if you so elect, may im- 
mediately repossess the chattel and 
retain a rental all payments made. 
The chattel shall remain your prop- 
erty until price is paid in full." 

Later the purchaser became in- 
solvent and the creditors’ assignee 
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refused to surrender the registers to 
the seller, contending that the agree- 
ment under which they had been sold 
was a chattel mortgage. In award- 
ing the registers to the seller in the 
suit brought for their repossession 
the court said of the contract, 

‘The seller is given an unambigu- 
ous election to pursue one and only 
one of the two remedies provided. 
He may sue for the stipulated pay- 
ments in which event the title, which 
heretofore had been retained or re- 
served in the seller, passes uncon- 
ditionally or as the contract reads, 
‘absolutely to the vendee,’ or if the 
other election is pursued the seller 
could repossess in which event the 
contract gives him but one right, the 
right to retain the payments thus far 
received — not the right to collect 
the remainder." 
National Cash Register Co. v. Seattle 
Assn'n. of Credit Men, 

137 Pac. 2d 503, Washington 


A “LOST SALE” Quiz 
Hfot-air Harry ... He loses sales because... 


‘THE BOASTING BLUEJAY’’ 


wastes precious minutes of the inter- 


view boring his prospects with small talk. a) ... he stays too long. 





b) ... he doesn’t succeed in sufficiently 
interesting the prospect. 


c) ... he talks instead of asking leading 
questions. 


He wouldn't have overstayed his visits if he 
wasn't (c) so busy talking. 


As you and every other experienced salesman 
knows, a little more listening to what the pros- 
pect has to say often means a lot more selling. 
By the judicious use of questions you can get the 
prospect to discuss his needs. You then have 
conserved that valuable talking time to tell the 
i. prospect how your product can help to fill his 
¢ 1955 William G. Damroth & Co. needs. 
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By WILLIAM WELP 


Assistant Personnel Director, 

Blue Cross-Blue Shield, Chicago 
(Reprinted by permission The 

Office Economist—Copyright 1956— 
Art Metal Construction Company) 


@ “THESE ELECTRONIC brains 
are human” .. . “2000 calculations 
a second”. . . “technological change 
is good for the country”. . . “it’s 
going to cause widespread unem- 
ployment” “what’s going to 
happen to my job?” . . . “memory 
units—magnetic cores” . “com- 
petition will force Automation upon 
us.” 

These are some of the comments 
which appear in the newspapers and 
magazines and which are uttered by 
many employees these days. What 
causes this confusion? It there any 
solution to these questions? 

The answer is . that there is 
such a thing as a clear understand- 
ing of Office Electronic Automa- 
tion, which holds the key to all of 
these questions. But the answer 
can’t be found until two major 
blocks or misconceptions are first 
defined and then eliminated. And 
it is through an understanding of 
these two blocks that the tremen- 
dous potential of Automation can 
be realized. 
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AUTON ATION 


Before we can discuss these two 
blocks, however, it might be well 
to consider what we mean by Of- 
fice Electronic Automation. A ma- 
chine is an application of power, 
other than human, to perform work. 
That machine is automatic when 
there is a control device of some 
sort placed on the machine which 
determines how and when the pow- 
er should be utilized. (A good ex- 
ample is the “automatic washing 
machine”’). 


Mechanical Control 


The control device on a machine 
can be mechanical, hydraulic, pneu- 
matic, electrical, or electronic. Au- 
tomation has been with us for hun- 
dreds of years; the first automatic 
mill was devised in 1783 in New 
England. There is automation in the 
office you are sitting in right now. 
All IBM card equipment is auto- 
matic; the telephone on your desk 
is part of an automatic set-up; a 
desk calculator is automatic. 


All these things and many more 
have been with us for quite some 
time without causing any furor. 


Now Electronic Automation 
comes into the picture in the 
utilization of electronic computers 


UNIVAC . 


. by Remington Rand 





Electronic Confusion 
Machine 


(IBM 705, UNIVAC, etc.) True, 
it is the highest degree of controlled 
operation of a machine, but it is 
still the same basic principle of con- 
trol of the machine actions. 

When we speak of electronic 
computers in the office we must al- 
so speak of integrated data proc- 
essing, which is as necessary to the 
effective use of electronic comput- 
ers as electricity itself. Electronic 
computers fused into the office 
routine through integrated data 
processing, or the common language 
concept, is the star of this real-life 
play called Office Automation. 

With this definition in mind, let’s 
look at the history that gave birth 
to the first major block to Auto- 
mation today. Electronic computers 
came into their own during World 
War II, to handle specific engineer- 
ing problems of the armed services 
where mass calculations of scientific 
data were handled. 

Farseeing management people 
saw the end possibility of utilizing 
these machines, just as scientists 
pictured space travel in terms of 


See editorial on “Automation 
Doesn't Displace Dealer”, page 11 
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atomic power and jet principles. 
In both instances the tremendous 
work and years of experience be- 
tween this envisioning stage and the 
point of full realization was, and 
still is, not publicized. 


We are now in the first stages of 
this working period, although many 


writers are still capitalizing on the 
sensational aspects of this envision- 
ing era. The confusion, then, arises 
in the difference of what is fact to- 
day and theory of years to come. 

rhe jumping from the envisioning 
stage to the final application, with- 


out the ensuing years of evolution 
and understanding, causes fear. It 
causes the president of a large com- 
pany to order a $30,000-a-month 
computer “because our competitors 
have ordered one.” It causes the 
file clerk to worry about a myste- 
rious push-button office . . . aid 
her place in it. 


Second Block 


his leads to the second major 
block to effecting Electronic Auto- 
mation in the office today. Too 
much of the conversation and plan- 
ning about Automation has not tak- 
en into consideration the obvious 
fact that people are involved . 
people—an element not reducible 
to scientific prognostication. 

In talking about people we are 
not climbing upon a soap box to 
lull you with vague terms concern- 
ing “human relations.” Instead, let’s 
look at realistic, provable facts. 

For centuries man has been clas- 
sified above the animal level for his 
ability to reason. In the minds of 
people, reason, decision-making 
ability, and thinking are one and 
the same thing. 

[o suggest that these inanimate 
objects designed by man have these 
human characteristics is degrading 
and impossible for people to accept. 
[he inventors of these machines 
never intended the characteristics of 
these machines to be so described. 

Electronic Data Processing ma- 
chines operate on a simple premise 
that of counting and storing 
electrical impulses. These impulses 
are the language of the machine. 
Any problem being put into the ma- 
chine has to first be translated by a 
person into this language. This per- 
son, then, has to feed into the ma- 
chine every minute detail of how to 
handle this problem. 

In planning the progress of elec- 
tronic automation, which is impos- 
sible without people and their fears, 
emotions, dreams, and hopes—re- 
sistance to change plays an impor- 
tant rol 
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To belabor this point would be a 
waste of time, for the dramatic part 
it has played in the progress of all 
science is history. It is important to 
note, however, that it is not always 
the ignorant who resist change. It 
was the medical profession itself 
who stoned William Harvey when 
he was bold enough to advance the 
theory of the circulation of the 
blood, and condemned Louis 
Pasteur when he led the way out of 
darkness of ignorance with his 
theory of germs. 


Resist Change 


Managers and people of respon- 
sibility are as adament in their re- 
sistance to an innovation in routine 
that affects their control and pre- 
rogatives. 

Security is another observable 
human attribute which has its de- 
cisive effect upon progress. Psychia- 
trists tell us that each man is in 
constant conflict within himself, a 
conflict between independence and 
dependence, and that anyone of us 
will make a decision based on which 
one of these two forces dominates 
at a given time. 

Parents know the importance of 
security; rulers of nations do also; 
and business . well, there’s the 
guaranteed annual wage, pensions, 
health plans, social security, work- 
men’s compensation, lost time cov- 
erage, and of course, socialized 
everything. 

With the end potential of elec- 
tronic automation being dramatized, 
is not security a force which must 
be dealt with in this unpredictable 





element called man? 

Personal dignity is a potent force 
which must be reckoned with in 
establishing anything new, no matter 
how useful. The following idea 
could make a very good cartoon 
if the impact were not so disturbing: 

An executive was on his vacation 
when he received a telegram from 
the president of the company which 
read as follows: “Don't bother to 
come back—we hired an ape to 
take your place, and he does your 
job very efficiently!” 

Ape or machine, no one likes to 
feel that this is all his contribution 
to the world is worth. 

All three of these motivating fac- 
tors of man can be used to bring 
about a smooth successful, and 
much-needed office of the future as 
a part of our higher standard of 
living, if their importance is recog- 
nized by management. 


Reality Now 


Electronic Office Automation is a 
reality now. It is essential to prog- 
ress and it is good for us all. But 
it is in its infancy. Millions of man 
years have yet to be spent to iron 
out all the wrinkles. Even then it 
will only be one more tool to help 
man. 

Realize that all of this can only 
be accomplished by and through 
people, whose motivations deter- 
mine what is possible. 

As Thomas Alva Edison said, 
“Whatever the human mind can 
create can also be controlled by 
that mind, given enough time and 
encouragement. 


IBM .. . Electronic Data Processing Machine—a “giant brain”. 


31 








School Kids . . 


that the youngsters buy schoo! 


amar paper, drawing inks, pencils 
rushes, pens, C repe paper, ty ping 
paper, drawing supplies, compasses, 


protractors, report book covers, index 
cards, alphabs tical cards, constructior 
paper, bookkeeping supplies, greeting 
cards, ring beok sheets, alphabetical 
guides and hundreds of other items 
that can be classified as school market 
merchandize. 

But, the selling of zipper notebooks 
has been the largest single item in 
numerical and dollar volume for the 
Burlington firm. Let the proprietos 
explain: 

“We are now selling between 1,000 
and 1,500 of these zipper not books 
throughout the school year. We sell 
them with a written guarantee, guar 
anteeing their service throughout the 
school year with an ending date on 
June 1 of the following year. Most 
important is the having of the guar 
antee in writing, such as, “The rings 
and the zipper are guaranteed until 


June 1 of the following school year.’ 


Back Guarantee 


Before beginning to guarantee a 
school bag or a school binder, Allen 
Cammack advises dealers to be reason 
ably certain the article is a dependable 
piece of merchandise and is made to 
serve the purchaser with satisfaction 
during the period covered by the guar 
antee. His experience teaches that it 
there is a weak place in the construc 
tion, or if second grade material is 
used, a child purchaser will soon find 
it. 

Cammack Office Supply suggests a 
35% to 75% markup on zipper note 
books, claiming that a guaranteed not¢ 
book selling for around $3.50 to $5.95 
is really worth two notebooks of $1.98 
to $2.95 value, without a guarante« 

"You can sell this idea to parents” 
says Allen Cammack. ‘They know that 
they have in the past been buying two 
or three notebooks of the paper and 


imitation leather variety. When you 
convince them to pay a little mor 
and thus get an article guaranteed to 
serve the school year the child and th 
parents are usually convinced. Just 
push the word ‘guarante: 

Cammack's uses the idea of $ 
trade-in allowance on old zipper ring 
binders, giving this sum on a new one 
priced at $5.95 including tax. The 


plans is based upon genuine desire o 
the dealer to learn the types of binders 
being used in his territory and the 
nature of the wear and t 
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. Your Market Today 


(Continued from page 17) 


When no trad 


$5.95 binder 


hoo] ycat or ser 
in is brought, then the 
ells for $5.95 

The use of signs has been found to 
be an integral part of the Cammack 
Back to School promotion. For ex 
imple, a large sign heralds “Fresh 
Ink over the display of the dime 
bottles. Thus, the Cammack personnel 
has the pleasure of telling the cus 
tomer what is ‘fresh ink 


is advisable to buy a new bottle rather 


and why it 


than pour the dregs from one bottle 
into another, saving 


old ink. 


every drop of the 


Signs Sells 


Over 
tapes and masting tapes is placed a 
sign, ‘Stuff That Sticks.’’ Children 
like it. So do other customers. 


cellophang tapes, drafting 


Crepe paper is displayed with a 


sign “Ten Long Feet in Each Pack- 
truth inas- 
Dennison's 


age,” which is literally th 
much as any 10 feet of 
paper will stretch another two or three 
feet. This paper idea can be extended 
by the use of signs proc laiming “Gym 
Trim Papet May Day Paper’, 
‘Junior Prom Decorations’. Any 
school girl or boy knows what it is 
to trim a gym for a dance or a ban 
qguct. 

Allen Cammiack invites other dealers 
to try his ideas for developing the 
school market, but he warns 

“Offer something the child likes. 
Never quit promoting as the seasons 
change and require a different type of 
presentation. If you want to expert 
school trade in a half- 


ment with the 
hearted way than I suggest that you 
don't start 


The “kid market” is yours, Mr. 
Dealer, but what you do with it is 


up to you alter sensing the profit 


potential that is here today and can 


become greater tomorrow 
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MONTHLY MUSINGS ON SALESMEN | 
AND THEIR PROBLEMS | 


by L. R. ADDINGTON, vice-president 
stock sales, Art Metal Construction Co. 


@ ANY SALESMAN who makes 
progress in the field of sales — and 
he must progress if he is to fulfill his 
responsibilities —- must distinguish 
himself, his product, or his company, 
on every sales call. 

To distinguish himself as salesman 
he must be sure that first the individ- 
val on whom he calls has the au- 
thority to make the decisions on the 
purchases for his company. 

How may a salesman distinguish 
himself: 

1. He 
groomed. 

2. He must have planned his call. 

3. He should clearly state the pur- 
pose of his call. 

4. He must know his product and 
its application. 

5. He must be loyal to his com- 
pany. 

He may distinguish his product by: 

1. Establishing its utility. 

2. Establishing its styling. 

3. Establishing its improvements. 

4. Establishing its superiority over 
competition. 

He may distinguish his company 
by: 


should be conservatively 






1. Pointing out its length of serv- 
ice. 

2. Its pattern of growth. 

3. The extent of product develop- 
ment. 

4. Its record of service. 

5. The companies who use _ its 
products. 

6. Its financial success. 

7. That it stands behind its prod- 
ucts and fulfills all claims. 

A salesman who earns one dis- 
tinction with his customer may get by 
by maintaining a low standard of liv- 
ing for his family and be able to 
have the bare necessities of his life. 

The salesman who gains distinction 
in two categories will be above aver- 
age on the records of his company 
and given some recognition among 
his fellow salesmen. 

The man who qualifies as having 
distinguished himself, his product and 
his company will find himself in the 
upper 5% of successful salesmen. 
He will find himself marked for pro- 
motion to better and better positions 
and greater responsibilities, for he 
has also distinguished himself with 
his own company as possessing the 
attributes of leadership. 
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All-around steel frame, for strength and durability ... sturdy, cast 
sublever segment for further reinforcement ... widely spaced rub- 
ber feet for stability. Smith-Corona portables are engineered for 
performance — and they require less service than any other type- 
writer in America! 


Smith-Corona 
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Shadowbox Display 
Replaces Wall 


SHADOWBOX 
in display limelight 
instead of blank 
wall at Ziegler’s. 








@ A BLANK WALL area between 
two staircases at Ziegler’s Norris- 
town, Pa., has been converted into a 
very attractive shadowbox display. 
Displays are changed periodically 
here and they have attracted con- 
siderable attention from incoming 
shoppers. 

The display is directly above the 
ceiling height of the main floor and 


faces all customers as they come in- 
to the store. The shadowbox has its 
own illumination so that everything 
featured here stands out. During 
evening hours, when the entire store 
is darkened, the shadowbox is il- 
luminated. 

Shadowbox display merchandise 
is changed often. At one time, an 
office furniture display here at- 


Huge Sign Boosts Typewriter Sales 


@ SETTING ASIDE a permanent 
section of his display window area 
to reconditioned typewriters, and 
utilizing a huge sign readily visible 
100 yards away to call attention to 
them, has increased sales for the 
Typewriter Supply Company, oper- 
ated by Liston Jackson in Fort 
Worth, Tex. 

It is at the extreme left side of 
the store window at which recon- 
ditioned typewriters, repaired and 
refinished in the store’s shop, are 
shown. There are usually a dozen 
models, covering all popular type- 
writer brands, and a price scale 


which Mr. Jackson has found to be 


irresistible to many prospects. 

To attract their attention, the 
“blurb” shaped sign has been partic- 
ularly effective. Towering four feet 
high, it is lettered in red and black 
on a white background “For School 
Work, Practice Work, Extra Work, 
Or Office Work—Bargain-priced, 
reconditioned Typewriters, $52.50 
Up.” The copy below points out 
that Typewriter Supply Company 
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offers a new machine guarantee and 
low down payments of $5, plus pay- 
ments of $1.50 per week. Four top 
lines of reconditioned machines are 
likewise mentioned. 

Using assembly-line methods in 
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or Schoolwo K 
Practice work 
Extra Work « 
Office Work 
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EFFECTIVE .. 
reconditioned typewriter sales for 
Fort Worth firm. 


. sign promotes 


tracted considerable attention and 
helpéd to indentify the upper level 
as the floor with this type of mer- 
chandise. 

An electric clock and loud speak- 
er have been attached to the lower 
portion of the shadowbox adding to 
the attention value of this display 


PL 





area. 


one of the largest typewriter repair 
shops in the southwest, Typewriter 
Supply Company performs a uni- 
form top quality reconditioning job 
on old machines accepted as trade- 
ins ON new typewriters. 

In addition to a “performance 
renovation’, Mr. Jackson insists 
that each machine likewise undergo 
an appearance transformation, with 
the result that every rebuilt type- 
writer is handsome enough to be 
added to any office without the least 
detraction from its impression upon 
visitors. 

Net results are that every rebuilt 
machine carries heavy eye-appeal, 
as well as “buy-appeal”. 

A particularly open market for 
reconditioned typewriters, and one 
which requires the best possible ap- 
pearance, is the “second typewriter” 
user, according to Mr. Jackson. A 
low-cost standby typewriter, capable 
of taking over part of the work load, 
has been the ideal “out” for busi- 
nessmen who shy away from the 
cost of a new typewriter.—RAL 
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for lowest cost 
record storage 
Since 1918 


UNIFORM QUALITY. You can be sure that every 
shipment of Liberty Boxes to you and your customers 
will be consistently of the same high quality. Uni- 
formly standardized materials, carefully controlled 
production methods and rigid -inspection routine 


maintain the Liberty standard of excellence. 


FIELD SERVICE. Bankers Box Sales and Service 
Representatives actually cover every area in the 
United States. They are readily available to ad- 
vise dealers with special problems, assist in sales 


meetings, help stimulate sales for you. 


Liberty Boxes sell best because of these basic reasons. 


Take advantage of this profitable line. 


ORDER YOUR DEALER PACKET TODAY... Write to: 
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“FOUR REASONS 
for Liberty’s Success 


DISTRIBUTION. Liberty Boxes are stocked in strategi- 
cally located wholesaler warehouses throughout the 
country to provide fast, economical service to dealers. 
There's a source for rapid delivery of Liberty Boxes 
near you which can provide an unlimited supply and 


eliminate maintenance of excessive inventory. 


ADVERTISING. Liberty advertising is directed to key 
businessmen . . . and inquiries received are passed on to 
you. These high quality leads are business producers 
when backed up by circulars, point of purchase materials 
and the other advertising and promotional aids available. 


BANKERS BOX COMPANY 


720 S. Dearborn Street, Chicago 5, Illinois 
Telephone: HArrison 7—3577 
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Jessup Becomes Bank 
Director in California 


Edear B. Jes 


sup, president ol 
Marchant Calcu 
lators. Inc.. was 
recently elected 


a member of the 
board of direc 
tors ol First 
Western Bank & 
Trust 
in San Francis 


co. Calif Mi 


Jessup fills a va 


{ ompany 





EDGAR JESSUP 


cancy on the board due to the re- 
tirement of Philip F. Landis. 

Mr. Jessup is a well known Califor 
nia executive and is active in civic 
and community affairs. In addition 
to Marchant and First Western Bank 
he is a director of Soule Steel Com 
pany, Western Die Casting Company, 
the American Red Cross, the Nation 
al Safety Council, the California 
Traffic Safety Foundation, and he is 
a vice-president and director of the 
San Francisco Bay Area Council. 


Left-Handed Pens 
No Longer A Joke 


Developments in writing instru 
ments have deprived office wags of 
one stunt in their practical joke 
repertoire. Sending the new office 
boy to hunt for a left-handed foun- 
tain pen no longer provokes laughs. 
He probably can find one at th 
desk of the nearest southpaw. 

Left-handed pens can be obtained 
easily nowadays. Sales of 
pens by the W. A. Sheaffer Pen 
Company in 1955 were 500% great- 
er than in 1954, according to E. F. 
Troy, the pen eeneral 
sales manager. 

One out of every 16 Americans is 
left-handed. And the proportion of 
left-handers is rising as teachers and 
parents permit southpaw youngsters 
to write naturally instead of convert 
ing them to right-handedness, 
cording to Mr. Troy. 

W. A. Sheaffer makes two kinds 
of left-handed nibs. One, the “left 


portside 


company *s 


oblique,” is ground from the right 
part of the tip to the left. It makes 
writing easier for portsiders who 
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Here and There 


twist their hands around so they 


seem to be writing backward. 

The other, the “right 
which is ground from the left part 
of the tip to the right, is for lefties 
who write normal, the way a right 


oblique,” 


hander does. 

Both points are broad. to permit 
a free flow of ink and prevent the 
annoying to 


paper “stabbing” so 


lefties using regular points. 


Cram Helps to Change 


The Face of the Globe 


Globes still have same shape 
round and firm and somewhat fully 
packed—but there have been changes 
in style. That was the conclusion of a 
writer for the Indianapolis (Ind.) 
Star after a recent visit to the George 
F. Cram Company, Inc., in Indianap- 
olis. 

For centuries the ocean was blue 
on the globe but now it is also done 
in other colors, including white and 
cranberry, and there are decorative 
mountings to harmonize with modern- 
istic furniture in the home. They 
range from 7-inch to 16-inch diam- 
eters, but other plants have made 
them four feet in diameter and weigh- 
ing 750 pounds 

Draftsmen do nearly all the work 
on the maps by hand. The maps are 
then sent to the department where the 
olobes are turned out by machine and 
by hand. The map is printed in two 
hemispheres, applied to heavy card- 
board and cut into semi-spheres. The 
latter are pressed down hydraulically 
and trimmed so that they will fit 
evenly. They are pul together and 
glued with metal clips at the equator. 
After they've set, an equator case is 
placed over the seam. The hand 
process is much more intricate, the 
map being put on the strong, smooth 
olobes in gores and stretched to fit 
perfectly. 
its 89th 


vear. The late George F. Cram found- 


The Cram company is in 


ed it in Chicago on his return from 
the Civil War. The business was 
moved to Indianapolis in 1926. E. 
A. Peterson, president, and J. W. 
Taylor, treasurer, have been with the 
company more than 30 years. 


Nathan, Levy Head 
April Cancer Crusade 


Seymour L. Nathan. ‘president ol 
Charles S. Nathan. Inc.. and Irving 
M. Levy. president of Art Steel Com- 
been appointed co-chair- 
office furniture division 


pany, hav 
men of the 


j FIGHT 
CANCER 


& i . 
AMERICAN 
CANCER SOCIETY 


at Cancer with a 


STRIKE BACK 
Checkup and a Check 


of the New York City Cancer Com- 
April Crusade, John 
of the 


mittee’s 1956 
Reed Kilpatrick, 
committee, has announced. 

Accepting the chairmanship for 
himself and Mr. Levy, Mr. Nathan 
said: 

“The New York City Cancer Com- 
mittee’s activities are bringing hope 


president 


to cancer victims, and educating the 
public to cancers seven danger sig- 
nals. We must enable the committee 
to meet its Crusade quota this year.” 

The slogan this year, “Fight Can- 
cer with a Checkup and a Check” 
indicates the need for regular physi- 
cal checkups to combat cancer, and 
the continuing need for funds which 
make research possible. More than 
1,000 scientists. supported by the So- 
ciety, are working to bring cancet 
under control. 


Retirement Haven 
for Stan Hanssen 


The Kenilworth. Ill.. 


haven of Stan Hanssen, 


suburban 
retirement 
Hanson Scale Company, was featured 
recently in the Magazine section of 
the Chicago Sunday Tribune. 

The arti le and pictures described 
the home Mr. Hanssen has had con- 
structed for his retirement living, de- 
signed to make his living easier and 


more enjoy able. 
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Burroughs 
0) E-lek-s- water. 


This trademark identifies a 


leading business machine dealer 


OR 
Gq. e 


“OK..Im sold 


on Burroughs! 


Especially since 


youre sending us a... 


trained representative who knows 


sales promotion inside and out!” 


It’s a deal! The kind of deal it 
will certainly pay you to investi- 
gate, too. 


For when a Burroughs representa- 
tive pitches in, he’s even more than 
a Johnny-on-the-spot with ma- 
chines and product information. 
He’s a real merchandising pro! 


He’ll help you with all kinds of 
hard-selling promotions. He’ll 
advise you just when and where 
to hit your customers with direct 
mail, newspaper mats, radio com- 
mercials. And when it comes to 


sales training and demonstrations, 
he’s your right-hand man. 


Yes, a Burroughs representative 
has just one job: to help make your 
business grow! He has the finest 
adding machines in the business to 
work with, plus plenty of national 
advertising support to sew up this 
profit-building program. 


How about you? There’s a 
Burroughs representative in your 
area right now. Want to see him? 
Just write to Burroughs Corpora- 
tion, Detroit 32, Michigan. 
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«In Other Lands 


NOTES AND NEWS FROM BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, March 1 


The second annual Stationery Trade Fair promoted by the 
Stationers Association of Great Britain & Ireland, opened in 
Blackpool on February 6 and closed on the 10th. During that 
period a great amount of business was done and according to 
L. Pagliero, the general secretary, it was a Fair which was 
more successful than that held a year earlier at Harrogate 

Exhibitors generally reported good business done. Already, 
plans are being laid for next year. Twice as much space has 
been taken, and arrangements, I understand, made to house 
the Fair under one roof at Blackpool. Bookings are now being 
made and it is expected that exhibitors will number twice those 
exhibiting this year. 

A pleasing feature was the influx of overseas’ visitors. On 
the first day, visitors from the United States of America, Can 
ada, Holland, Germany, Scandinavia, and Switzerland had 
been reported. 

Prior to the actual opening of the Fair, there was a press 
conference at which J. Ogilvie Lennon of Douglas & Douglas 
Ltd., Glasgow, and president of the Stationers’ Association, 
presided. 

H. H. Brookes, (Esterbrook Pen Company, Ltd.,) chairman 
of the council, referred to developments which would be ob 
served as compared with a year ago. There was, he said, a 
growing improvement in the quality of writing paper and 
stationery generally, and this meant that the quality was prac 
tically up to the level of pre-war. There was no reason for 
thinking other than that over the next few months the quality 
would have reached the pre-war standard 

As compared with pre-war, big advancements had been 
made in respect of packaging. Probably this was something 
which we had “caught on” from the U. S. A. British manu 
facturers seem conscious now of the value of good packaging 
and this was probably the most important feature to be noted 
at the Stationery Fair—the extent to which manufacturers 
were relying not only on quality to sell their products, but a 
modern and appealing pack, too, which, Mr. Brookes observed 
was of great value to retailers 

“Indeed,” he said, “I think that an attractive packing helps 
the retailer sell a product probably as much as anything 
There is every encouragement for a dealer to stock those 
goods and lines which are attractively packed, because they 
help his sales force do their job.” 


s 


n 


The quality of pens, too, was again improved and L. Pag 
liero said that he felt that the emphasis of this year’s Stationery 
Fair was on quality, appearance and packaging generally. 

It is, of course, impossible to include a reference to all the 
exhibitors or, indeed, of all their products. The following 
firms exhibited new lines, and the reference is to new prod 
ucts: — 

Bowler Products Ltd 
and six-color propelling pencils 

Croid Ltd., Displayed a Latex adhesiv 
called Fabrex. 

Thos De La Rue and Co., Ltd., showed a new range of 
“Onoto” fountain pens. The new luxury packaging for Basker 
ville, Weald of Kent, Delphinia and Silver Mist, personal sta 
tionery, was also seen for the first time. There was, too 
addition to the range of plastic-bound diaries and several nove 
features werc noted. For example, the new ink pencil diary 
has a pocket inside the front cover for a season ticket holde1 


Captive pencils and two, three, fou 


a polythene bottle 
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Stationery Trade Fair Picture Notes... 
l € A, 


Odhner adding and ting hir are F. N. W 
f British Typewrit : 
region ' & 


Ltd., Manchester 





holds up the new Brit 
available—the B 
th guide for all siz 
lights up’’ with 
arranger ent 


for hanging 


(commuter) or similar document and a note pad inside the 
back cover which may be replaced. 

There was, too, a very good leather and fancy goods section 
embracing desk sets, blotters, zip writing cases, desk and five 
year diaries, letter and treasury note cases and visitors’ address 
and note books. 


Dennison Manufacturing Co., Ltd.—showed new designs of 
gift wrapping paper for Christmas and everyday. A new publi 
cation, “How to Wrap the Dennison Way”, is well worth read 
ing from a sales point of view. 

Some newly designed Basildon Bond gift packs were shown 
by John Dickinson and Co., Ltd., A new Pliacraft writing case 
and many additional designs to the existing range were seen 

English Numbering Machines Ltd.—Displayed a new lever 
action numbering machine. 

Gutteridge, Sampson, Ltd.—Showed a revolutionary brief 


Representatives of office equipment concerns 
abroad, visiting in the United States, are cordially 
invited to make the offices of this journal their 
headquarters. The staff at the main office, 600 W. 
Jackson Blvd., Chicago, and the staff at the branch 
headed by G. C. Wheeler at 1023 Pershing 
Square Bldg., Pershing Square, 42nd St. and Park 
Ave., New York, will be happy to be of any pos- 
sible service. While the facilities at New York are 
not so many as at Chicago, there will be found 
the same desire to serve. 
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No. 1900-WGR Bel Air 
" WALL GARMENT RACK 





No. 18-GR Silent Butler 
GARMENT RACK 








No. 75-S Modurn 


SAND URN 
No. 56-S Regal 
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i ' See Our Modern Line 


specially designed for 
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ra _ For big profits, display the entire line of smart, 
el new VALCO accessories. Each piece is the result 
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No. 408 of years of research and development, and is made No. 265-7 
Statesman of the highest quality aluminum... will not rust! Cosmopolitan 
COSTUMER The unbeatable VALCO combination of gleaming COCKTAIL SMOKER 


























No. 17-C P,. beauty, modern styling and economical upkeep : 
Monarch ¢ s means extra sales for you to an almost unlimited No. 60-S - 
COSTUMER re market. Contemporary — = bh 
SMOKING STAND ; ‘ 
No. 1500 No. 260 wy 
= 


Nobility WRITE FOR PRICE LISTS & COMPLETE DETAILS New Yorker 
COSTUMER SMOKING STAND 


VAEEO COMPANY+1311 ANN AVE.+ST. LOUIS 4, MO. 
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case show unit. From all accounts, this has sold very well in 
deed, both home trade and export markets 

An interesting development from Insley (London) Ltd., for 
decorative effects was fluorescent tinsel 

Percy Jones (Twinlock) Ltd.—Displayed a new Vetro Lateral 
suspension filing system. 

For those dealers who specialize in greeting cards, th: 
wedding mascots of novel design by Mayflower Greetings 
(Burton) Ltd., will do doubt be of interest. There was a wide 
range available. 

Perry and Co., (Pens) Ltd.—Exhibited a “Meet Mr. Perry” 
new style boxes for the Vidura range of stationers’ sundries 
another example of sales aids for the dealer 

Remington Rand, Ltd.—Showed their Travel-riter machines 
and Quiet-riter. 

Settin & Durward, Ltd.—Exhibited a new lever arch file 
and W. A. Sheaffer Pen Co., (England) Ltd., new desk sets 
Waterman Pen Co., Ltd., showed a new C/F cartridge fountain 
pen in two-color combination of teal blue and gray, Burning 
Sand and gray, as well as in Jet. Sales units and point-of-sale 
displays were also seen. 

As well as Remington Rand, British Olivetti Ltd., British 
Typewriters, Ltd., and Office Machinery, Ltd., all displayed 
typewriters, and the office equipment section generally was a 
good and comprehensive one 


K 
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The National Stationery & Book Trades Fair, (organized by 
the National Newsagent, Bookseller & Stationer the well 
known weekly trade paper) was also held at the same time as 
the Stationers’ Fair, but in London, at the Horticultural Halls 
It is doubtful if there has been such an array of manufactured 
color for a very long time at any exhibition. The effect was 
probably due in the main to the general use of display cabinets 
and racks. An outstanding display was that of Rust Craft. The 
main feature of this display was “Rusty”, a country girl dressed 
in a frock, printed with designs of Rust Craft cards. In view 
of the fact that this range was introduced only recently into 
the English market, the extent and variety was surprising. 

ee & HF HF 

On the Rutland Greeting Card Co.’s stand were some very 
fine padded silk panel boxed cards. These are the forerunners 
of a new series. 

Biro Swan, Ltd., displayed a wide range of ball pens as well 
as Blackbird and Swan fountain pens 

Wm. Collins showed a wide range of commercial stationery, 
L. and C. Hardtmuth (Gt. Britain, Ltd.,) scholastic materials 
and Oscott Paper Converters, Ltd., albums for all purposes 
New products included autograph books, recipe books, garden 
ers’ books and personal loose-leaf index books. 

Lane & Potton, Ltd., showed what could be done with 
wooden showcases. These ranged from greeting card display 
cabinets to bookshelves for retailers, and a feature of the 
greeting card cabinets was the underneath set of drawers for 
holding appropriate ranges of greeting cards 


Meilink Names Representative in Colombia 


Alberto Blackburn of Medillin, Co- 
lombia, South America has been named 





Latin American sales representative for y 
the Meilink Steel Safe Company, accord 
ing to a joint announcement by C. ¢ ~~ 
. J - 
.. 


Penske, Meilink Sales Manager, and 
Alfred Berk, export manager of Aetna ’ 
Safe Company, New York. Aetna Safe ; 
directs all of Meilink’s export opera ee 
tions. ce: Q 
Mr. Blackburn has had many years 
experience in foreign representation for A. BLACKBURN 
office supply and equipment firms, M1 
Penske said. His area will include all of Latin America. 
Besides the Meilink and Hercules lines, Mr. Blackburn 
will continue to represent the Eberhard-Faber Pencil Company 
and the Old Town Corporation, both leading firms in the 
office supply field. 
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Seen at the Stationery Trade Fair. . . 
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Material Technico Escolar, C. A. 
is Formed in Caracas, Venezuela 

Announcement has been made of the organization of the 
firm Material Tecnico Escolar, C.A., P. O. Box 3326, Caracas, 
Venezuela. 

[he purpose of the company is the preparation, importation 
and distribution of teaching material, textbooks and reference 
books, school furniture and other articles and materials re- 









lating to schools. 
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IT’S A BIG, WIDE, WONITISQRFUL LINE! 


A wide line is a profit line—and that’s exactly why 
the wonderful Clary line of business machines 
is so profitable for so many Clary dealers. 





For here in the Clary line is a choice of 13 adding 
machines—hand and electric, 10-key and Full Key, choice 

of 5 colors. Plus 9 cash registers, hand and electric, single- 

total, and two-total receipt-printing. 

It’s the perfect-size line for dealers to handle and make 
money on...with the right kind of adding machine for 

every office...the right kind of register for every retail business. 





yf the For information concerning Clary products or dealer euswuss MACHINES Bryer" 
racas franchises, please write: Dealer Division, Dept. A46, CLARY CORPORATION 


Clary Corporation, San Gabriel, California. SAN GABRIEL, CALIFORNIA 
tation 
erence 


ils re 
manufacturer of business machines, electronic data-handling equipment and aircraft and missile components...for America and the world. 











NOMDA News 


National Office Machine Dealers Association 
Harold W. Mann, Executive Secretary, 1542 Hillhurst Ave., Los Angeles 27, California 








































NOMDA Executive Secretary 
Reports on [rip to Locals 


Enthusiasm and nothing but enthusiasm. 

That was the impression gained by NOMDA’s executive 
secretary, Harold Mann, on a recent trip to several local asso- 
ciations where a visit had not been made for some time. 

At Houston, everyone was bubbling over with anticipation 
of the NOMDA Convention and Trade Exhibit being held 
there July 8-11 this year. A large turnout was present at the 
meeting and all expressed great desire to work for the success 
of the annual event. Four new members were signed up after 
the evening's festivities. 

In New Orleans, all dealers were pleased and enthused 
to be part of a local association. With the affiliation of the 
New Orleans OMDA, 11 new members were added to Na- 
tional’s roster. 

One of the largest crowds ever to attend a gathering of 
Atlanta area dealers came out for their meeting. There was 
an air of buoyancy and optimism throughout the evening. 
Three new members signed here. The possibility of entertain- 
ing a future National convention struck a very responsive 
note with the Atlantans. 

Charleston dealers were just as earnest as the others. A 
fine crowd was on hand. So enthusiastic did they become that 
machinery was put in motion to organize a state association. 
A date in April was set for the organizational meeting in 


Columbia. One new member was added. 
Miami turned out an excellent group. One new member 
signed. The freeze had just ended and all were in a 


happy mood to see it go. The members joined very actively 
in the discussion of the meeting with rapid fire questions. 

Philadelphia had just held its January Jamboree two nights 
before so no meeting was planned. Several of the members 
had dinner together to hear a report on the latest happenings 
in National. 

In Pittsburgh an excellent crowd was present. Enthusiasm 
was very apparent here as they heard the story of National’s 
convention to be held there in 1957. Three new members 
joined. After several expressions of opinions, the date for 
the next meeting was set and a program for the event sched 


FRONT—Russe!! Brewington, Housto Irwin Ritchie, New York City; James Bush- 
man, Oklahoma City Harry ' , Ha y x é 
secretary; David ve 
dent, Dallas; Harold 
legal counsel, New York 

SECOND ROW—Fred Jot 
Pa.; Robert Randazzo 


Angeles 


Foxcroft, Lo 
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NOMDA’s Board of Directors Holds Mid-Winter Meeting in New Orleans 


uled. No one wanted to go home after the adjournment. The 
members stood around in small groups for more than an hour 
—always a sign that a meeting is a success. 

Cincinnati gave the biggest surprise of the trip. A fine 
crowd sat down to dinner. The result of the evening’s discus- 
sion Was a unanimous vote by the dealers present to organize 
a Greater Cincinnati OMDA. Officers were elected, dues set 
and an immediate petition to affiliate with the National group 
was voted. If enthusiasm counts for anything, and it does, 
this new association will be one of the most successful of 
NOMDA’s affiliates. The dealers were not to be denied. They 
wanted their local and they wanted to be a part of the Na- 
tional picture. This they accomplished. 

The planning committee of Chicago OMDA held a meeting 
to make plans for the balance of the year. Again all present 
were full of enthusiasm for the 1956 prospects. A most active 
year for this local is assured. 


‘‘Who’s Who”’ to be Published 
Later this Year by NOMDA 

NOMDA will publish this year the eighth biennial edition 
of its “Who’s Who in the Office Machine Industry.” This 
publication lists more than 200 manufacturers with their names 
and addresses. The book contains a cross reference from 
trade names to the manufacturer of the product 

The retail dealers listed in the “Who’s Who” are those 
who are current members of the National Office Machine 
Dealers Association. Each member’s listing includes complete 
information regarding his franchises, authorized dealerships, 
what he sells new, what he sells used, what he repairs, what 
sidelines he carries, his phone number and what local asso- 
ciation he belongs to. Of course, the name and address of 
his company are No. 1 in the information compiled along 
with the owner’s name and partners, if any. 

To point up the value of the book to the members, many 
have described how they look at its pages when they need 
the co-operation of a fellow member to locate “skips”. Each 
one makes a special effort to assist in picking up a machine 
or to collect a balance. 

Publication date is expected to be in September. 
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Cole’s DESK COMPANION 

A desk height office piece used by most top executives. Contains: A Secret 

Vault for personal records or other valuables, plus a ball-bearing letter 
™ file drawer both protected by an outer door under lock and key. High grade 
on ° ° . ° ° ° . 
his linoleum top with a fine aluminum edging. 19” wide, 301” high, 19° deep. 
nes Olive green or Cole gray baked enamel finish. 
om 
Ose $5995 
a. No. 20X 
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Same as above but with two storage > 





compartments for personal use, pro- 
Contains: A Secret Vault for personal re- 
cords or other valuables, a drawer for 3x5 
or 4x6 cards (3200 capacity), also used 
for cancelled checks, plus an extra com- 
partment for books or records. All pro- 
tected by an outer door under lock and 
key. Green or gray. 


No. 30X $5995 


tected by an outer door under lock and 
key. Green or gray. 


No. 10X $4995 





Cabinets listed above available in Grained Walnut, Mahogany or Knotty Pine finish at $12.50 additional. 


SEND FOR OUR LATEST CATALOG 


OLE steet equipmMENT CO., INC. 


NEW YORK 285 MADISON AVENUE *» CANADA “°° STEEL INTERNAT! 





ADD-A-SECTION 


These handy units may be stacked one 
above the other to any desired height. 
An ideal method for storing small parts. 






Pric 
car 














cas 


Equ 
hec 
Oli 
File 






112 
54 Adjustable Compartme115 
110 


® No. 2740 $94°° 


“MULTI-DRAWER” STEEL CABINETS 


Ideal for small parts, tools, etc. Keeps them neat, orderly and easily accessib 























Each drawer has two dividers adjustable on 2” centers. Label holders on each drayMac 
front and each divider. Interlock them into solid units as illustrated to the left out. 


use them as inserts under the counter or in shelves. Heavy steel, green or gnwhe 














Oliv 
UNIT PRICE LIST 
| | INSIDE No 
| Drawers | CABINET SIZE DRAWER DIMENSIONS | Shipping | Additie 
No. | Per ane Wide High Deep Wide High Deep Price Weight Divide] 200 
v = | 
® 2740 | 18 | 33% 10% Wy! 4% 2% 11 | $24.50 | soins. | 25ce°0° 
2742 | 12 | 33% 10% Wy] 7% 2% 23.95 | 56 Ibs. 30ceePre 
© 2720 9 | 33% 10% WY) | WY, 2% WW | 23.95 | 55 Ibs | 35C tile 
illustrated above .. . © 2721 6 | 33% 10% 11), | 155% 2% 1 | 23.85 | sotbs. | 40c¢ 
The above consists of 39 drawers hav- 
ing 117 adjustable compartments, 59” 
high. Drawer sizes are listed under @® No. 275012 DRAWER UNIT ® No. 278 STEEL SANITARY BASE 
“Unit Price List.’’ 36 Adjustable Compartments, cabinet Lower drawers are easily acces 
$4150 size 3338" x 1078" x 1112”. when Cole’s Sanitary Base is us ; 
No. 2777 Base included Inside Drawer Dimensions Ruggedly constructed of heavy go —~< 
Shipping weight 234 Ibs, 6 Drawers 434" x 298 x 11” steel, 3358’ wide, 15 high, 112" de 
4 Drawers 7\2" x 2%" x i olive green finish 
2 Drawers 1558” x 258” x sa ; 
iANITI 
$24.25 $17.50 
F for LET] 
or LEG) 
or CHE( 





y 
* 
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(oles 33 DRAWER STEEL CABINET 
10% MORE for 10% LESS! 


360 Compartment Capacity 








Lia207234 


Will pay for itself many times over in locating and 
guarding important matter. For hardware, tools, cata 
printed matter, cancelled checks, artwork, cuts, etc. | 
drawer dimensions: 858” wide, 234” high, 12’ deep. Ca 
size: 305s” wide, 372" high, 13%” deep. Heavy duty # 
olive green or Cole gray baked enamel finish. 





DIVIDER PARTITIONS... 

with label holders on them, 

adjustable on 1” centers. 1 / $39 

set divides a drawer into 3 No. 3312 only 

eigen The above cabinet, each drawer equipped with two No. 133 adijusi 

BASES FOR ABOVE =o. 133 65c sah dividers, as illustrated, making 99 compartments .. No. 3312D $4 

woto o se 

14%” high... No.12B $12.95 Shipping weight 

Shipping wt LOCKS: Lock which will lock all 33 drawers of the above cabinets... $1 
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CUT RAPHS Of iL COLE PRODUCTS A\ BLE ON REQUEST 


COLE steer EQquipMENT CO., INC. 





NEW YORK 285 MADISON AVENUE e CANADA [30 Oofiiin cteect TosONTO. ON 





(he’s STEEL TRANSFER CASES 


Priced so you now can afford to use steel files instead of 


cardboard. Can be used as an active file as well as a transfer 


case. Heavy gauge steel, electrically welded throughout. 


Equipped with brass card holder and wide steel handle. Extra 
heavy formed forced channels run full length of case inside. 


Olive green e gray baked enamel finish. 





Files can be interlocked into solid batteries. Will last a lifetime. 
ENSIONS ked Shpg Packed Shpg 
Deep Singly wt. 2 to a carton Wt 
12 letter | 13 10%” 24”| $8.95 ea. 20 lbs.| $8.75 ea. 39 Ibs. 
rt 5 leg 0" 24”| 10.75 ea. 24 lbs.| 10.45 ea. 48 lbs 
cl 4 24”| 8.25 ea. 14l|lbs.'! 7.95 ea. 28 lbs. 


TS STEEL FILING CABINETS Roller Bearing 


-qwMade of heavy gauge furniture steel, electrically welded through- 


. lef out. Smooth gliding ball-bearing rollers for easy action even 


when heavily loaded. Files can be interlocked into solid batteries. 


or go 


Olive green or Cole gray baked enamel finish. 
SIONS Packe Shps Packed Shpg. 
Deep Sinaly 2 to a carton wt 
Addit 
Divite] 200 letter | 12 1012” ng png ea. 20 lbs.| $9.95 ea. 40 lbs. 
95¢¢1500 legal] 15 10%” 24”| 12.95 ea. 23 Ibs.| 12.50ea. 46 lbs. 

20 S ompre ow block for Nos. 112, 115, 1200 or 1500.... No. C888 $1.90 

S; cor Wy GEE a: i iciiaircndinciccveciccnnsbeeniaianies No. 10FB $1.90 
SiC tile equipped wit cks add $2.25 to above 
40c 





ivy 
ANITARY BASES... without casters SANITARY BASES... 
ETTER No. 456B $4.99 with Roller Bearing Casters 
or LEGAL ' No. 458B 5.99 Add $4.75 to prices listed to the left 
Or CHECK ' No. 459B 4.99 When ordering bases with casters put the 





letters CA after the number. 





No. 110 


$7795 


(Two to a carton) 


Single units $8.25 ea 


























$975 


(Two to a carton) 





Single units $8.95 ea. 


(Two to a carton) 


Single units $10.50 ea. 
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LEGAL SIZE—Same as above but legal size, with lock, 17°4"’ 
hanging folders . 


Cole’s “EFFICIENCY” File 


A roller bearing, letter size file protected by lock and key. Equipped with 25 
angular, metal tabbed, hanging folders with A to Z inserts. Heavy gauge steel, 


14%" wide, 1212" high, 16’’ deep. Olive green or Cole gray baked enamel finish. 


$16” 
LETTER SIZE No. 111HF 


$195° 
No. 11 1HFLO WITH LOCK 


Shpg. wt. 30 Ibs. Shpg. wt. 31 Ibs. 


wide, with 25 legal size 


No. 222-HFLO $21.50 


Shipping weight 34 Ibs 


SEND FOR OUR LATEST CATALOG 


LE stEEL EQUIPMENT CO., INC. 






NEW YORK 285 MADISON AVENUE ° 


CANADA 





FOLLOW 
BLOCKS 
95¢ ADDITIONAL 

Made for any size file 











LETTER SIZE $370 
LEGAL SIZE $455 


CHECK SIZE $4950 
Prices slightly highe 
Colorado, West of t! 
and outside of U.S.A 


1255 


CANADA; CC 








wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and in a jiffy...stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 


SANITARY BASES 


for all size files 395 


There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 
steel on the shell and the four corners of the drawers as well. 
They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 
last a lifetime. 


STORAGE FILES 

















PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 


NTERNATIONAL, LTD. @ 329 DUFFERIN ST., TORONTO, ONTARIO 














NOFA 
Sets Record 
at St. Louis 


All Attendance Marks 
Broken in Turnout by 
Industry's Dealers 


@ ANY MISGIVINGS the National Office Furniture 
Association “high command” had about acceptance of 
the streamlined convention idea were swept away 
March 3-5 at the Jefferson Hotel and Keil Auditorium 
in St. Louis, Mo. 

This was a 10th annual convention which: 

*Attracted attendance of approximately 2,200 to 
exceed previous high established in 1952 in Cleve- 
land. Numbered among the attendants were dealers in 
record number, representing outstanding firms from 
every section of the United States and some areas of 
Canada. 

eGave evidence of dealers’ peak interest in the 
“complete office”. The thirst for product knowledge 
extended to the lamps, floor coverings and pictures on 
walls of the model offices. 

*Provided an outlet in workshops for the dealers’ 
search for more profitable management, the manufac- 
turer representatives’ desire for better service to NOFA 
clients and the manufacturers’ appraisal of dealers’ 
needs 

In Saturday, Sunday and Monday exhibit daytime viewing 
hours at Kiel Auditorium along with business session and 





Newly-Elected . . . 


From Left: W. H. Bretzlaff, Jr., Detroit Office Equipment Mart, Activities and Publications’ director; 
Floyd Fenn, California Desk Co., Los Angeles, Calif., vice-president; B. H. Nemlich, Regan Furniture 
Co., New York City, retiring president and director; E. A. Tyre, Mead and Wheeler, Chicago, 
treasurer; John E. Mossman, Desks, Inc., New York City, president; Roger W. Young, manufacturers’ 
representative, Detroit, vice-president; John R. Gray, executive secretary. Absent from picture were 
Vice-Presidents Melvin Levin, Business Equipment Corp., Boston, and M. G. Wheeler, Sight-Light. 


New NOFA President is Veteran 
of Office Furniture Industry 


(See picture on front cover) 

John E. Mossman, new president of the National Office 
Furniture Association, is executive vice-president of 
Desks, Inc., New York City, specialists in office furniture 
planning and equipment. He has been a member of 
NOFA since its inception 20 years ago and for the past 
four years served as Activities’ director and as editor of 
the NOFA Bulletin, a monthly publication. 

Mr. Mossman has been in the office furniture business 
for 30 years and was one of the founders of Desks, Inc. 
in 1936. 

A resident of Rahway, N.J., Mr. Mossman is director 
of the Rahway National Bank and of the Industrial 
Building & Loan Association in that city. He is a direc- 
tor of the Colonia Conutry Club, Colonia, N.J., having 
been president from 1950 to 1953. 


workshop sessions at the Jefferson Hotel, the convention 
moved along to peak interest of its history. The program in- 
cluded for the first time no closing banquet and “big name” 
speakers were eliminated. The one formal speech on the pro- 
gram was delivered by an outstanding dealer, Richard A. Nel- 
son, Nelson-Thomas Co., San Diego, Calif. Mr. Nelson elo- 


Plaque Presented at OA Luncheon... 





LEFT—Roger W. Young, manufacturers’ representative, Detroit, 

cepts OFFICE APPLIANCES' plaque for most service to 
NOFA from Publisher John Gilbert. This plaque was given 
to Young in recognition of his outstanding work in securing 
new members. A special luncheon on Saturday noon at 
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which OFFICE APPLIANCES was host was made the occa- 
sion for this presentation. 

RIGHT—At the head table: NOFA President B. H. Nemlich and 
Mrs. Nemlich; John Gilbert, publisher, and Walter Len- 
nartson, editorial director of OFFICE APPLIANCES; Mrs. 
John Gray; John Gray, executive secretary of NOFA. 
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NOFA at Work... 
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1. Registration line forms 
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quently addressed the Monday noon luncheon session. 

Response to this type of program was heartening to Presi- 
dent Bernard H. Nemlich, Executive Secretary John R. Gray 
and others in NOFA leadership. Thus, the association looks 
ahead with enthusiasm to its 1957 convention to be held 
March 28, 29 and 30 in New Orleans 

Peak subjects of interest to the convention included sales- 
mens’ compensation, freight rates, how to recruit salesmen 
and cost of doing business. 

Leaders of the workshop sessions were Melvin Levin, Busi- 
ness Equipment Corp., Boston, for the dealers; Roger W. 
Young, Detroit, for the manufacturers’ representatives; and 
Mrs. Moselle T. Meals, Taylor Chair Company, for the manu- 
facturers. 

A Dixie Jamboree in the Gold Room of the Hotel Jefferson 
was a highlight of the entertainment program. Many attended 
the evening of quartet singing and refreshments at which Orna 
Metal Products Company was host on Sunday 

Convention visitors availed themselves of the opportunity to 
visit St. Louis office furniture and stationery firms. Two buffet 
dinner receptions were held on Sunday at the Clark-Peepet 
Company. 


Caldwell Chairman 


General chairman of the convention was V. L. Caldwell, 
John Wanamaker Company, Philadelphia and co-chairmen 
were R. P. Adams, S. G. Adams Company, St. Louis and M. 
G. Wheeler, M. G. Wheeler Company. Convention committee 
chairmen included: ladies hospitality, Mrs. B. H. Nemlich; 
reception, Joseph F. Duddy; program, Dale Wernig; attend- 
ance, Charles Peeper; registration, James W. Miller; prizes, 
Edward Hirsch; exhibits, W. J. Wiehe; publicity, John E. 
Mossman; finance, Edward Tyre; and entertainment, Dale 
Wernig. 

Elected to head NOFA for a new year were: 

President—John E. Mossman, Desks, Inc. New York City. 

Vice-presidents—Melvin Levin, Business Equipment Cor- 
poration, Boston, Mass.; M. G. Wheeler, M. G. Wheeler Co.; 
Floyd A. Fenn, California Desk Co., Los Angeles, Calif., and 
Roger W. Young, manufacturers’ representative, Detroit, Mich. 
On the Opposite Page... 
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Directors—R. Powell Adams, S. G. Adams Co., St. Louis; 
V. L. Caldwell, John Wanamaker Co., Philadelphia; John 
Hansen, Hansen Co., New Orleans, La.; David G. Miles, 
Scuthwest Office Furniture-Warehouse, Houston, Tex.; Ber- 
nard H. Nemlich, New York City; D. M. Ogilvie, Ogilvie 
Co., Pittsburgh, Pa.; Moe Turman, Metwood Office Equip- 
ment Corp., New York City; Raphael Blessinger, Jasper Desk 
Co.; Leon Grossman, Grossman’s, San Jose, Calif.; Harry 
Hofherr, Kendrick Furniture Co., Chicago; Daniel Waldner, 
D. Waldner Co., New York City; Elmer F. Newstrum, Farn- 
ham’s, Minneapolis, Minn.; Joseph Pritchard, Wells Chair 
Corp.; and Claude G. Wilcox, Jr., Martin Staty. Co., Balti 
more, Md. 

Activities and publications’ director—W. H. Bretzlaff, De- 
troit Office Equipment Mart, Detroit, Mich 

Treasurer—Edward Tyre, Mead & Wheeler, Chicago. 


Nemlich Reports 


Addressing the opening business meeting, President Nemlich 
declared, “As one reviews the growth of NOFA in member 
ship and activities in the past 10 years, a most fascinating 
story unfolds. The tremendous amount of time and effort put 
in by the early founders of this association is now beginning to 
pay dividends. . .The close co-operation of our manufacturer 
members on all NOFA projects has resulted in a forward 
march to better understanding of the dealers’ problems and a 
sincere desire on the part of the manufacturers to correct 
existing conditions.” 

President Nemlich asserted that “the trade magazines have 
been unstinting in their contributions of space to tell the story 
of NOFA and its numerous activities.” Likewise, he pointed 
to the co-operation of the Wood Office Furniture Institute 
and the Upholstery Leather Group. 

In recounting the growth of NOFA, president Nemlich 
listed such activities as the insurance program now embracing 
six million dollars of coverage, sales training, expansion of 
chapters to number 24, and extension of area conferences. 

Treasurer Ed Tyre presented the NOFA financial report 
and the new budget was approved. 

Membership chairman Roger Young stated that as of De- 
cember 31 NOFA had a paid-up membership of 1325, this 
representing a net gain of 243 over the previous year, and an 
all-time membership high. The goal, Mr. Young stated, is 
1500 members by the end of 1956. 


Change By-Laws 


“NOFA’s legal counsel, Howard Newman, then presented pro- 
posed changes in by-laws. These changes embraced repeal of 
complicated procedure for non-chapter members to become 
delegates to the national convention and the setting of a new 
dues schedule as follows: 

Retail dealers and manufacturers’ representatives, $17.50 a 
year. 

Manufacturer members, $100 a year 

Associate members, $3 a year. 

In addition, the by-laws changes included abolition of the 


The Clark-Peeper Co. office furniture store in St. Louis was the 
scene of two buffet luncheons and receptions as Charles Peeper 
proved a gracious host to his suppliers and their dealers in attend- 
ance at the NOFA convention. 

1. Seated: Mrs. John Gray t 
Raphael Blessinger 
Joseph, Jasper Desk 


A 


Jasper Seating C H 
City. 

2. Robert L. Cody; Elmer } 
La Fone, all of Borr 

3. Jim Raub, Murray Feldn 
Feldman-Seliie Corr 


4. Charles Peeper, the 
Book Co., Lexingt 
Corp. 
. Front: Sterling Reine 
Larson, Corry-Jamestowr ; 
D.C.; Rear: John How he ti; W 
Supply & Equip. C f é j rk-Peer 
6. D. Armour Hillstror y Andre 
Smith Co., San Antor T wort rry-Ja W Vifg 
7. Roy Edgren and James Ferg town Mfg rf Ed Erick 
Hibbing Office Supply, Hit r District 7 NSOQEA; Larry 
Johnson, Corry-Jamestown Mf 
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Seen at Clark-Peeper’s... 
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advisory committee and the reduction of number of vice- 
presidents from nine to four in the interests of smoother ad- 
ministration. The membership of the board of directors was 
revised to consist of all living past presidents and the seven 


officers of the association (president, four vice-presidents, ac- 
tivities secretary and treasurer), plus 10 members to be elected 
at the annual national convention, and the president and sec- 
retary of each chapter. Twelve members of the board shall 
now constitute a quorum. 

Future changes in the by-laws may now be initiated by the 
board of directors, to be voted upon by the membership at 


the annual convention. 


Insurance Mounts 


Danie! Waldner, chairman of the insurance committee, then 
presented his report showing a total of 1,953 office furniture 
people insured for $5,802,000 as of December 31, 1955. 

Following the individual workshop sessions on Monday 
forenoon, the chairmen made their reports to joint assembly. 

Mrs. Moselle T. Means reported for the manufacturers, 
telling of their desire to have the final day of the convention 
exhibit perhaps open to the public and the provision of more 
entertainment on the program. Co-operation on matters of 
mutual interest to NOFA member was pledged. 

Roger W. Young reviewed the findings of the manufacturer 
representatives, telling of their appraisal of current upward 
trend in travel expense and the need for revised compensation 
opportunity 

In addition, it was stated that the manufacturers’ represent- 
atives desire close adherence to the NOFA definition of what 
consititutes a dealer, that the representatives should encourage 
store modernization and especially the private offices of dealers 
and that every representative maintain membership in NOFA. 

Speaking for the dealers, Melvin Levin declared that the 


Fred Waring Joins the Industry 





A FAMILIAR FACE at the NOFA exhibit on Saturday afternoon 
was that of Fred Waring of radio, TV, stage and recording fame. 
Waring, in St. Louis for a public performance with his Pennsyl- 
vanians, expressed an interest in the office furniture exhibit. His 
headquarters at Shawnee-on-the-Delaware, Pa., incurred considerable 
flood damage last Fall and new furnishings are being selected for 
the reconditioned offices. Jim Boling, Alma Desk Co. and Boling 
Chair Co., made it possible for Waring to view the NOFA exhibit. 
After a hasty telephone conference with other company directors, 
Waring was placed on the Boling payroll for the day. Proudly show- 
ing his convention badge, Waring visited most of the booths and 
discussed furniture and accessories with manufacturers and their 
salesmen. Above, he is shown examining an Alma sales presentation 
with Jim Boling (left) and an old acquaintance, Ben Itkin, Itkin 
Brothers, New York City. 
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Presentation Time... 





1. President Nemlich presents trophy from The Office magazine to Fred Fogg, 
representing Rhode Island Chapter of NOFA 

2. Gift certificate for 16 mm. movie camera, in appreciation of his two years 
service to NOFA, is presented to B. H. Nemlich (right) by John Mossman, his 
successor as president. 

3. Vaughn Howard addresses luncheon audience after Southern California Chapter 
is announced as winner for the third time of the Geyer’s Dealer Topics trophy. 
Donald McAllister of Geyer-McAllister Publications announces trophy winner. 


emphasis was being placed on discussion of problems as busi- 
nessmen rather than as furniture dealers in order to raise the 
profit level. 

“Every dealer should sit back and review his personal posi- 
tion in relation to how he can increase gross profit,” declared 
Mr. Levin. “Such thinking must concern possible concentra- 
tion on fewer lines, improving of customer service and the 
elimination of conflicting lines.” 

Mr. Levin told of the importance of a good bank connection, 
“whether you need it or not now—for when the time comes 
to use this financing it will be ready.” 


Discuss Freight Rates 


One of the subjects which the dealers discussed at length 
was the matter of increasinng freight rates. Good ideas on 
this subject, embracing the extension of pool car shipments, 
was brought to the session by qualified NOFA representatives. 

V. L. Caldwell of John Wanamaker’s, Philadelphia, gave 
the NOFA convention a detailed explanation of his salesmen 
compensation plan. He told fellow dealers, “You must give 
the salesman either business or salary. We have no such thing 


$1 








as a house account. All sales accure to the salesman and we 
buy our loyalty that way. We have no disloyal salesman. In 
return for good compensation they are required to make 
numerous Calls.” 

Basic rates of compensation were explained and many ques 
tions were answered by Mr. Caldwell in his talk, which proved 
a highlight of the convention 


OA Luncheon Host 


The first annual OFFICE APPLIANCES award luncheon 
was held on Saturday noon with Walter Lennartson, editorial 
director, serving as chairman. The guest list of 50 included 
NOFA officers and directors, Executive Vice-President Paul 
Burbank of NOFA; Raphael Blessinger, new president of 
Wood Office Furniture Institute, Inc., and executive secretary 
Robert Spelman; John R. Gray, executive secretary of NOFA: 
retiring president B. H. Nemlich and new president John 
Mossman of NOFA. Many of these dignitaries were accom 
panied by their wives. 

For his loyal service to NOFA as exemplified by the ad 
dition of new members, Roger Young, manufacturers’ repre 
sentatives from Detroit, was presented with the OFFICE AP 
PLIANCES plaque by Publisher John Gilbert. Mr. Young 
responded in all modesty, declaring that the plaque was a 
symbol of an industry which has provided him with a good 
living over a period of years 





The exhibits at Kiel Auditorium attracted large throngs 
Saturday, Sunday and Monday afternoons. Interest in the 
model offices and attractive accessories was keen. Hunderds 
visited the SELLORAMA booth conducted by OFFICE AP- 
PLIANCES in joint sponsorship with NOFA. New products 
in the office furniture and equipment field were viewed with 
interest by the dealers representing outstanding firms through 
out the United States and Canada. 

Many firms co-operated in equipping the beautiful and util- 
itarian Offices in metal. These featured departments for pur- 
chasing, accounting, filing, stenographic, orders, sales corre- 


spondence, service and reception. 


Hear Coast Dealer 


A challenging close to the convention program was the 
luncheon address by Richard A. Nelson, San Diego, Calif., 
dealer, who admonished the industry members who elevate 
their standards and to realize that their market is a personal- 
ized one. The task of the office furniture dealer, he said, is 
to create a good office atmosphere where a man can work. 


Exhibit Visitors... 
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@ EXECUTIVE . . . model office by Desks, Inc., 
New York City, was highlighted by furnishings 
in gunstock walnut from Standard Furniture 
Co., chairs in Bolivian peacock color from W. 
H. Gunlocke Chair Co., and sectional sofa 
and side chairs from Rialto Furniture Co. 
Several companies furnished the accessories. 
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NOFA Lens — Notes... 









A Gunlocke chair has place of | r in lobby flower shor 
Jefferson Hotel, St. Louis. Note miniature chair of | ms in 


it 










Miss § 


TOP—Bennie Pritchard, 







president of Orna Metal Products C host t jay evening reception for 
NOFA conventionities, After a delightful program of tertainment by outstand 
quartets, the guests were served refreshment 





BOTTOM—tTune Toppers of Sweet Adeline, Inc -proof that women are invading Henry Otto, Office Furniture Clearing House hicag Mr. & Mrs, Henry Hofherr 
man’s domain of quartet harm 1g on the ( Meta Kendrick Furniture Co., Chicago; Jim Ly Imperial Desk ( 
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Closed Circuit I'V Speeds Bank Operation 


































A single file for signatures and records does the work of presents a withdrawal check at the motor bank, the teller asks 
four such files at Houston’s Texas National Bank, all because the bookeeping department in the main building two blocks 
of newly installed closed-circuit television. away for the signature card kept in the files, and the customer’s 

By using TV, the bank has successfully avoided duplicating signature is then checked against the image on the TV screen. 
more than 17,000 signature cards four times—one for each 
teller in its new motor bank located two blocks away from the : 

| main bank building. 


In addition, the closed-circuit TV system speeds up balance 
and interest statement checking and makes “stop-payment” 
order processing a matter of seconds. 

According to bank vice-president John N. Hunt, the bank 
decided to install closed-circuit TY when it found that no 
other method would work so quickly and efficiently. “‘And 
now I don’t know how we would operate without it,” he said. 

In two days, a television camera and five television receivers 
made by Dage Television Division, Thompson Products, Inc., 
were installed under the supervision of Robert A. Spain, Jr., 
president of Industrial Television, Inc., Houston. 

Basically, the system provides a TV hook-up between the 
main bookeeping department located in the 2l-story Texas 
National Bank building and the new motor bank two blocks 
away. 

A camera next to main files in the bookeeping department 
transmits signatures and records to TV receivers in each of 
the four teller booths at the motor bank. A fifth receiver in 








MOTOR BANK ... operation pictured above is in constant 
touch with the Texas National Bank's bookkeeping department 





ceepi lep: nt is > camera operator. The Pee é 
the bookeeping org is for the camera operatc r e by moons 6f cleced elventt TV, The comers, insert upper steht 
tellers talk to clerks in the records department through a sep- transmits pictures of customer signatures and other information 
arate intercom system. instantly to the motor bank tellers, avoiding duplication of records 






In operation, the system works simply: when a customer for branches. 
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Gor 11 
staplers 


have taken the 
modern office by storm! 


Bates new Stapler 








ct+ant 
































erformance; mot 


world’s most 


modern stapler ed 
ee is 
modeeEomige —— 
decor! noone 


Bates “56” Staplers 
can be imprinted 
in quantity with 
user’s own imprint 
or insignia. 

Write for details. 


This display is available 
to dealers at no cost 
except for the actual 
staplers which go 

with it. Write our 

New York Office. 


the BATES manufacturing company 
Orange, N. J. » New York Office, 30 Vesey St., N.¥. 7 
‘ Makers of Bates Numbering Machines, Staplers, Eyeleters, List Finders, Stamp Pads, Perferators, etc. Os 
‘Sales Rep.: W. Lee Game! S5 North Hills Terrace, Don Mills, Ontaria - Stapler Rep. for Eastern Canada: McFarlane Son & Hodgson Ltd., P. 0. Box 1839, Montreal, P. @. 





Star Is 
Born! 



























This page is part of the exciting color-spread now appearing 
in U. S. NEWS & WORLD REPORT and BUSINESS WEEK 
announcing the sensational new Johnston Adding Machine. 
it is the first of a series of advertisements scheduled to 
appear in leading national magazines throughout 1956. 


The Johnston is sold and serviced exclusively by Office 
Machine Dealers. If you are interested in becoming an 
Authorized Johnston Dealer write, wire or phone immedi- 
ately to the address below for full details. 
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ADDING MACHINE COMPANY 





13343 SHERMAN WAY, NORTH HOLLYWOOD, CALIFORNIA 
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Gvoubody watts this Une... 


The shortest line between sales is the line 
which includes customer-winning Miami Systems, 
the complete line of printed forms for every 


business need. 


Miami Systems make sales and friends right 
from the start. Businessmen really go for 
their time-saving efhiciency and convenient, 
easy to mail and file size. They are 

delighted, too, with their sensible cost, 

our prompt delivery and dependable service. 
Miami Systems dealers enjoy Bonded Dealer 
Protection. This means that dealers never 
compete for business against their source 

of supply—Miami Systems Corporation. 

If you are looking for a line with a real 

sales wallop . . . one which brings in large 
volume sales and steady repeat order profits, 
look no farther than Miami Systems. For 
complete information and our new low prices, 


write today. 








qaacay MIAMI SYSTEMS CORPORATION 
Systems / 1NCINNATI 9, OHIO 





MSC Business Aids include—Autographic Registers 
and Forms, Continuous Forms, Continuous 


Interleaved Sets, Rite-Type-Snap Carbon Forms. 












di 


wie 
——- 


OA—4/5¢ OA 


— 
a 
step t 
free 


-4/5¢ OA-4/56 





FREE BOOK! Take thevfirst 

developing a really profitable carbon 
and ribbon volume now! Send for the 
book, “Carbon and Ribbon Reference 
Manual’”’. Mail coupon attaehed to 


your letterhead for your eopy. 


“CLASSIC CARBON PAPER 


AND COLUMBIA'S 


SALES COOPERATION 


PLAN BOOSTED OUR 


1955 SALES 20%!" 


sAys W. E. MELIOR 
SALES MANAGER 
KERSHAW'S, INC. 
SPOKANE, WASH. 





















a a a a a ee oy 
i COLUMBIA RIBBON AND CARBON MPG. CO., INC. ~ | 
, 264 Herb Hill Road, Glen Cove, N. Y. y, @ ' 

Send the booklet / 

I “Carbon and Ribbon Reference Manual.” / ! 
i ! 
I l 
{ Name | 
| Company | 
J Address | 
| City Zone State ] 
fe ee coe cee ee es es ss es es es 0 0 0s es es 


RIBBONS + CARBONS + DUPLICATING SUPPLIES 
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“. New Products 





TYPEWRITER 
Remington Rand 
Division of Sperry Rand Corp. 
315 Fourth Ave. 

New York 10, N.Y. 


r 





DESK 

Despres Bros. Wood Products 
440 36th St., S.W. 

Grand Rapids 8, Mich. 





Company is now ¢ 

Turniture tor ex 5] 

Un + hown |} 4 
two storade 

drawer Jesk } p A t at 
veneer with Ff tor {For more information LOCKER t 


Aurora Equipment Co. 

Equipto Division 

612 Prairie Ave. f 
Avrora, Ill. , ! ; 


write manufacturer, or circle No. 8 on inquir 
card). — 


,i¢ 2 2 t € } (For 
more information write manufacturer, or 
circle No. 37 on inquiry card). 


1é 


ADDING MACHINE 
Regna Cash Registers, Inc. 
175 Fifth Ave. 

New York 10, N.Y. 


(For 











more information write 
manufacturer, or circle : 
No. 25 on __ inquiry : 
card). 
7 
t 
New Norwegian-mads a 
adding machine ha | 
signed to cut d ( 
en single : DESK TRAYS c 
mits rate f ieth All-Steel Equipment, Inc, S¢ 
versal Electr 44 Griffith Ave. be 
made of Swed Avrora, Ill. Z 
automati keyboard pany 
oe ng iy te alte PHONE MEMO ye 
ber rollers give it portability. (For Accessory-Makers, Inc. re ni 
more information write manufac- 15829 James Couzens Hghwy. 
turer, or circle No. | on inquiry Detroit 38, Mich. . yc 
card). p-on "Phone H t+ r tabbed wi 
A r king ¢ 
> W . (For more 
Ballteed aste pener a , information write manufacturer, of 
if (For more information write man- circle No. 32 on inquiry card). 
ufacturer, or circle No. 27 on 
card). 
Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers Ci 
OA-4/56 PF 
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OrMm 


gives you Miss Secretary’s favorite chair 


A smart ebony-anodized aluminum chair with five adjustments to assure comfort to any individual 


This G chair has everything it 
takes t a working girl happy 
at her 

Comfort? It has her sitting pretty and 
comfortal all day long thanks to 
scientific n and restful foam rub- 


ber seat. ( ooking? There's a lot 


of secretarial morale built into the 
graceful black anodized alumi- 
num frame d rich red upholstery 
you see al Safety? The solidly- 


welded an itin-smooth frame can 


GF Co. | 


OA—4 /56 


never splinter and snag nylons or 
scratch delicate skin. Popular? It’s the 
most widely used stenographic and 


clerical chair in the world. 


Economical? Now that’s a sensible 
question. This Goodform secretarial 
chair will outlast a string of secretaries 
and, years from now, it will have lost 
none of its strength, efficiency, comfort 
or beauty! 

Consult your classified phone book for 


the location of your nearest GF Dealer 


metal business furniture is @ good investment 


. or write The General Fireproofing 
Company, Dept. X-54, Youngstown 1, 
Ohio, for his name and an interesting 
booklet on Goodform office seating. 


GENERAL 


FIREPROOFING 


Foremost in Metal Busines f 





MODE-MAKER DESKS « GOODFORWM 


ALUMIN a HAIRS « SUPER-FILER 
MECHANIZ NG EQUIPMENT « 


GF At AB STEEL SHELVING 
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YOU AND YOUR 
SALESMEN WILL 
HAVE MORE 
"GOOD DAYS’ TOO 


when you sell the 
complete Harter Line 


Consumer ads like the one reproduc- 
ed on the right are pre-selling your 
best prospects on the quality and 
comfort they'll find in Harter chairs. 


Now, as through the years, con- 
sumer advertising on a broad scale is 
a continuous program with Harter; 
not just an “in again, out again” 
proposition. It makes selling easier 
for the Harter dealer and his sales- 
men. Along with the integrity of the 
product, this consistent advertising 
is one of the important reasons why 
dealers have found that a Harter 
franchise is a profitable piece of 
property through lean years as well 
as boom times. 

Harter makes the complete line of 
chairs, backs it with sales promotion 
and catalogs it superbly. That’s why, 
with Harter, you’re prepared for 
every chair sales opportunity. 


If there’s no Harter dealer in your area, drop 


us a line and let’s talk it over. 
The Harter dealership is 
protected; not “‘footballed”’ 
all over the street. You 
s . . . 

won’t find Harter chairs in 
mail order or discount 
house catalogs. 


ASK ANY DEALER WHO 
HAS A HARTER FRANCHISE 
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Gives 


tT: 425 Prairie, Sturgis, Michigan 





ou MoragGood Days 


t the Office 






HARTER 67-T 
EXECUTIVE 
POSTURE CHAIR 


This chair helps you work, comfortably. New, compact design 
lets you move about freely without bumping your desk. Puts 
you close to your work without straining or sitting on edge. 
And the Harter 67-T gives you the same kind of comfort 
you ll find in large chairs—seat and back tilt together in 
perfect synchronization. You can lean back and relax without 
your feet leaving the floor. 

You'll find, too, 5 adjustments that are essential for the chair 
to fit you personally. This chair encourages good posture 

to help you resist fatigue. 

Seat and back provide the cool comfort of foam rubber and, 
yet, the compact overall dimensions give you a chair that makes 
working a pleasure. A free trial of the Harter 67-T in your 
own office will prove it. 


Write for informative booklet, “Posture Seating Makes 


Sense.” We'll send name of your nearest Harter dealer. 


HARTER CORPORATION 


In Canada: Harter Metal Furniture Ltd., Guelph, Ontario 


IARI ER cuss 


7~T UR ECTS, Mie BIG AN : 
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BUY AND SELL THE BEST TO KEEP YOUR BUSINESS GROWING 


OLUMBIA 


Steel Office Equipment 


A FILING CABINET FOR EVERY NEED « DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


5 DRAWER HEIGHT FILES TABULATING CARD FILES | - SPECIAL PURPOSE 
DESK TOPS 
‘a ik: 





a 


DESK HEIGHT FILES CROSS FILES 2 CARD INDEX FILES 


ONE DRAWER AND APEX GRADE B FILES & 3 ; COUNTERS 
SHORT LINE FILES : , 4 


| 
| 


LaJhete 

| fs Ei 
(—_ . 
| i} Ve te 


LEDGER, MICROFILM & COUNTER HEIGHT FILES HALF ANI BASES FOR 


FINGERPRINT FILES — BLUEPRINT FILES WIDE SECTION UPRIGHT FILES 
—= = . 


SS 
_ 





COLUMBIA STEEL EQUIPMENT COMPANY 


ESTABLISHED 1919 
OFFICE —- SHOWROOM — PLANT 


FORT WASHINGTON, PENNSYLVANIA 
2 E CHESTNUT HILL 8-2200 


4, THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 
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NEW PRODUCTS continued 





DESK 
Bentson Manufacturing Co. 
Avrora, Ill. 





POSTURE CHAIR 


Milwaukee Metal Furniture Co. New de 

101 N. Campbell Ave. haped Jesiqned 
Chicago 12, til. : Je 
New executive rc iat 
M-9000 will be ind ea yning. Legs are evga, 
N n OH ie. f aoie wit Tt Jara ped T esk 
se : : {For more information write manufacturer, 
Avaitishle in fir or circle No. 31 on inquiry card). 
standard steel desk 

choice of I5 ut 

in Naugahyde and 3 

top grain leather. (For more in- 


CALCULATOR 
Burroughs Corp. 
6071 Second Ave. 
Detroit 32, Mich. 


formation write manufacturer, or 
circle No. 10 on the inquiry 


card). 





SHELVING 

Frontier Manufacturing 
Co. 

P.O. Box 13266 

10600 Harry Hines Bivd. 
Dallas, Tex. 





Master Addresser Co. 

6500 W. Lake St. 

Minneapolis 26, Ill. 

New desk e Mode! 60 Master Ad 


shown here, a c¢ 

table and corner table 

are of FiberRe 

tern. Tubular stee 

Bonderized and 

baked-on enamel finist t ta rer reperit 167S r > wid riery 
Brass boots include |: (For more t ard tat t snd tt torr 
information write manufacturer, or circle pt O times fr a single 
No. 5 on inquiry card). ten paper mast sste 


A 42. 8 4 
¢ ' Ser G 
w ie na I } 
(For more information Pend 
write manufacturer, or cir- k k 
cle No. 26 on_ inquiry Availal adding 
card). 7 (For more information write 
manufacturer, or circle No. 4 on in- 
TABLES quiry card). 
Hamilton Mfg. Corp. 
Columbus, Ind. 
Company has added fou asior 
tables to it ne of ( fice fy 
ables to its Cosco office furni ADDRESS-DATA IMPRINTER 


5+ Approximate retail will be $60 
(For more information write manufac- 
turer, or circle No. 18 on inquiry card). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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- mellé nibtocnot 


set a new standard in office chair beauty, comfort and durability 





‘urer 





Aristocrat “Comptroller” No. 244 : 
. 4 e i a te ” > 
wave anar cae hate Aristocrat ““Guest’’ No. 222 


Illustrated in Newport & Deep Buff Illustrated in Naugahyde 


$62.40 list, in zone 1 $48.90 list, in zone 1 


in Elastic Naugahyde 





write 
on in- 





: eo ‘ 
ot OM apste WHE es and don’t forget, WELLS 
gs OO eg Grote, Wale int still pays the freight on 
: x 7 eS © “ yi‘ e yo ss 
FF grind * sires Show fo Acie shipments of 100 pounds or more! 
\ bp 1% god a a Se eS Lm 
2h ond petition presi? oc, os * of —. 7 


_ - " > 
= _— 


Chay pr irene aston ~ =, Bs 


\) : w.- yk co ; sie 
ose one an 5B == a: me ee 


z - 


WELLS CHAIR CORPORATION, Michigan City, Indiana 
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another 
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Lit-NING 


factory 





Service 





now...fast 4/v-ni 


wherever you are from 
your nearby Lit-Ning factory. 


East, west, north, south... wherever you are...there’s a Lit-Ning factory 
nearby for fast, efficient service. It's been a hard (but pleasant) job keeping 
pace with the flood of Lit-Ning orders pouring in from all over America. Our 
new factory in Fremont, Ohio, now allows us to provide Lit-Ning fast service 
to every point in the East, South and Midwest. Our Fresno factory continues 
to serve the West in the same manner that’s made Lit-Ning so famous for 
service. All of which proves what everyone's been saying... é 


more of everything with................ M4°T-INIIN 


1 ied, 


it | 


a 
Lit-MING PRODUCTS COMPANY 


FACTORIES: FRESNO, CALIFORNIA FREMONT, OHIO 
SALES OFFICE: BOX 142, CULVER CITY, CALIFORNIA 
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Standard 
BaP 


Blank Rooks 











Loose Leal Dewces 





























Lvery Record-A Way to Keep i- 









Standard || 


BaP 


Blank Rooks 
end 
Lome Lee! Dewees 





Over 112 Years of Leadership 


in Record-Keeping Forms and Devices 


Lede 


Manife 


Memo Be 


Expense Book 
Book 

soks 

Reaks 

c fers 
aves 

Id Order Books 
oks 


afts and Receipt 


Order Registers 
Miniature Account Books 
Payroll Records 

Post Binders 

Post Binder Indexes 
Price Books 

Price Book Indexes 
Price Book Sheets 
Prong Binders 
Punch Presses 

Ring Books 

Rings (Loose) 


Ruled and Folded Paper 


Sold through Stationers exclusively 


School Goods 
Scrap Books 
Scratch Pads 

Sheet Holders 
Steno Note Books 
Tally Books 
Telephone Binders 
Time Books 

Trial Balance Books 
Utility Folders 
Visible Equipment Supplies 


Zipper Ring Books 


General Offices: 84 Hudson Ave., Brooklyn 1,N. Y. * Boston 10: 80 Summer Street © St. Louis 2: 115 So. 8th St. * Chicago 7: 310 W. Polk St. 


New York City Salesroom: 349 Broadway, New York 13 * Chicogo Salesroom: 1519 Merchandise Mart Plaza, Chicago 54 


4/56 OA-4/56 


67 











MODULAR FURNITURE 
Peerless Steel Equipment Co. 
6604 Hasbrook Ave. 


Philadelphia 11, Pa. 
LIST FINDER 


it~ shenun hes 
aa dulette” lir Zephyr American Corp. 
Fits with desk and 95 Morton St. 
rangement. Gla New York 14, N.Y. 

tee 

Work top and cent: 

features. (For more information write manu 


facturer, or circle No. 36 on inquiry card) 





LABEL HOLDER 
Office Products Inc. 
9925 Freeland 
Detroit 27, Mich. 
New | p f labe 


$ 95. (For 


post. TI 
der eat Sti . - 

more information write manufac- 

an ¢€ Y | . 
turer, or circle No. 6 on inquiry 

er 5 j 

3 card). 

, 4 a 

tandard (For more information 

write manufacturer, or circle No. 7 


inquiry card). 


PORTABLE DICTATING MACHINE 


SoundScriber Corp. 
146 Munson St. 
New Haven 9, Conn. 





JFac 
( ; yuit {For more in- 
formation write manufacturer, or circle No. 


20 on inquiry card). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct 
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PRODUCTS continued 





BRIEF CASE 

Keep Klean Products Co., Inc, 
4077 Park Ave. 

New York 57, N.Y. 


v 


" f } ) ta 

(For more information write manu- 
facturer, No. 33 on inquiry 
card) 


or circle 
































SALES BOOK 
T. Green, Inc. 
11 W, 30th S?. 
New York 1, N.Y. 


ase orde 
j edit ok 
a Juplicat ang 
nd used in @ 

Boxed 
eT € c rrorateq ang 
{For more informatio® 


write manufacturer, or circle No. 34 of 


inquiry card). 


to Manufacturers 
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AY kxecutive 
Conference DESKS 





No. 6692 gt Bey ee 
Top size — 9134” x 42” ae Better Built 
for Better Business 





Beautiful and Distinctive 
in Styling 


Here it is! The new, modern, beautifully styled 
executive desk by All-Steel. Introduces an air of 
distinction to any office. Top has 
. gracefully contoured to’ provide 


pleasing lines. . No. 6692 Desk Top Size 
the functional overhang. 
No. 6683 has smaller top size 


Enables the busy executive to hold 5 or 6 man 83” x 39” 


conferences right at his own desk. Colorful Textolite 

or Linoleum tops with protective dent-free 
Styledge moulding. Available in tw acious antares Teles ee ee 
ae &: 7 ee ae Stylite Tan, Mist Green and Green. 


top sizes to suit executive needs. 


Write for complete information... Franchise may be open in your community. 


AURORA, ILLINOIS 








DUPLICATOR CABINET 


Heyer Corporation 
1856 S. Kostner Ave. 
Chicago 23, Ill. 








Designed to function as a pit 
furniture or as a Heyer Duplicator: 
inet. This model is gray meta! with 
grain doors on nylon 
adjustable inside shelf 
adjustable and self-leveling ; 
to be alcohol resistant. (For more infor- 
mation write manufacturer, or circle No. 
23 on inquiry card). 


Tar 


SCHOOL TYPING TABLE 
Orna-Metal, Inc. 

2412 S$. 7th St. 

St. Louis, Mo. 





School typing table 
inches wide and 2 

30!/p inches hig 

construction witt 

platform featurin 

nism, Standard x beia 
with matching top. (For more informa- 
tion write manufacturer, or circle No. || 
on inquiry card). 


NEW DUPLICATOR FEATURES 
Ditto, Inc. 

2243 W. Harrison St. 

Chicago 12, til. 
Positive margin adju 
ment and a slotted drun 

out work are new feature 

1! electric duplicator. By turning a 
wheel om the duplicat 
can be raised or lower 
ment. The slotted drun 
maanetic blockout 
mation write manufacturer, or circle No. 16 
on inquiry card). 


try 


{For more infor- 


—NEW PRODUCTS continued 


DESK 
Taylor Chair Co. 
Bedford, Ohio 


+r 





ranstormatior Iroup 5 4&4 new ne 
x ut a ariai Gesk uring 
c é pecesta na 3D 
n ast nad Ty tor 
flexibility. Desk tox taced on both sides 
and banded with walnut grain plastic. Legs 
De arracned ]U Kly T eirner Ie and 
ane pane detachable tor quick 6 n 
(For more information write manufacturer, 
or circle No. 21 on inquiry card). 
8 
POSTURE CHAIR 
Aluminum Seating Corp. 
17 S. Cherry St. 
Akron 8, Ohio 
aT padd 
04 } 2aT a 
Foam 
ut, Ur 
IVGIIAC S wide wriery 
materials and rs. (For more 
information write manufacturer, 
or circle No. 15 on inquiry card). 
BINDING MACHINE 
Plastic Binding Corp. 
732 S$. Sherman St. 
Chicago 5, lil. 
Plast binding machine, portable size, 
& plast binding tor 
a nuals, p tations, sample 
ther literature. Machine is 
ay hammerloid heavy guage 
1a mmodate neets or covers 
hes long. Books up to 1% 


nche be bound by a push of the 


~ 


eve ed at $79. (For more infor- 
mation write manufacturér, or cricle No. 
35 on inquiry card). 





PRICE TAG MARKER 
Vietor Adding Machine Co. 
3900 N. Rockwell St. 
Chicago 18, Iil. 





) De irnea ut n 

y desired quantity. (For more 

information write manufacturer, or 
circle No. 12 on inquiry card). 








Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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a Rekheetion of 
QUALITY 











tL, 


ml ee 





OF KANSAS CITY 


(od 





Bi Shown, Aluminease Series “A” secre- 
tarial posture chair, Model A-22, reveal- 
ing some of the many Cramer engineer- 
ing features which assure the longer 
service that ONLY quality can bring. 








CRAMER POSTURE CHAIR CO., INC. 
1205 CHARLOTTE, KANSAS CITY 6, MISSOURI 
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The ORIGINAL Hand Stam Stencil Duplicator 


WAAAY IEN7/2 


STENCIL DUPLICATOR 


Manufactured only by The MULTISTAMP Company . . Norfolk, Virginia 


Quick Accurate Way 
to Mark Cartons 


PRINT DI ro 


i 
. 
. 











i! 


: 
t 
i 


' 
i 
he 
a 








) ? _ a fe! saa) 
PRINT DIRECT! Now.. print shipping form and identification PRINT DIRECT! Now..save the cost of shipping labels and of 
data directly on cartons. FORM-CUT® stencil has facsimile of attaching labels to cartons. Address 1,000 or more cartons from 
your own label or shipping form die-impressed into the stencil. one low-cost stencil without re-inking. Model 1A shown in use at 
No, 3 Multistamp duplicator shown in use at left. Complete No. 3 right above. Complete No. 1A outfit, $12.50. Also available in 
outfit, $19.50. Write for sample FORM-CUT stencil and imprint. smaller size, Model No, 1 outfit, $9.50. 





MGS] AMD 


The MULTISTAMP* Hand Stamp Stencil Duplicator eliminates 
double operation of preparing labels and then pasting them on the 
containers. Prints shipping data direct on cartons, boxes, packages. 
Handy as a rubber stamp.. fully portable, non-mechanical, no mov- 
ing parts to wear. Get 1,000 or more clear sharp impressions from 
one typewritten or handwritten inexpensive stencil without re-ink- 
ing. In photo at right above, shipper’s name, address and “Ship To” —riere is a size for every duplicating need. 8 complete outfits, $9.50 to $99.50, 


f.o.b. factory. Write for descriptive literature or see your Office or Shipping 


label frame were pre-printed by carton manufacturer. Room Supply Dealer. The popular “No. 3" outfit, pictured above, is of 
suitable size for printing postcards and large shipping tags; and includes 
the duplicator, 12 stencils, ink, ink brush, writing board, stylus pen, type 
cleaner, correction varnish and complete illustrated instructions in a handy 
durable case . . . $19.50. 


Pacaiatraro teank marx Orese, m. c. 


LABEL ADDRESSING .@@ : TAG ADDRESSING 


PACKAGE MARKING 
with “‘Form-Cut"’ Stencil 
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Does Your 
Calculator 


Print- 
And do all this besides ? 





Does your Calculator 
Multiply mm three lines 
LIKE THIS - ? 


Can your Calculator multiply 
12 = 13 «14 without transposing 
LIKE THIS. ? 





Can your Calculator carry 
2 additions simultaneously and 


get 2 distinct totals 










LIKE THIS ? 
356 
3+ 3400 xX 
1.46 % ® 
ie ~¢: : 7 °F 1. MULTIPLIER: CLAS 
C 28200*x %. plice gg RE 
e j es _ af , 
a Fae 2. DUPLEX =: The two wiies CLASSIC operate from a - on 7 
: single keyboard and produce separate and dis- 
tinct totals (Example: Units & Prices; Debits & 





Or give Grand Totals of Credits.) 


individual additions 


subtractions and multiply 3. GRAND 








—— TOTALIZER : Grand totals of many groups of additions and ‘ 
ee s subtractions may be obtained on the CLASSIC ak! 
250- P’ Printing Calculator without resetting i 6 
125 Q : diate results. Thus, it eliminates trartspostelgle fe 
First Total S375 R s which is the greatest menace for errors. . 
50 6000 e 
- .0 
Pe : 2 ; - - Ask for a Free Demonstration 
nay en ee St eee of this Multi-purpose Printing Calelator.. 
75.00 ,< 
‘j 2 ¢o* 
tzeé- N 
Third Total 69.0 OR 
; a 
Gr Total 8&5 0R a | 
3 = 
% fF. 59]506 AFFILIATED WITH REX-ROTARY DISTRIBUTING CORPORATION BING. 
987 FOURTH AVENUE, NEW YORK 16, N. Y. - 
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STEEL DESK 

Western Mfg. Co. 

532-544 N. Highland Ave. 

Avrora, Ili. 

Full molded linoleum tor 

added to company's Fashionaire line 
desks. Added features include a aen 
al automatic lock and detachat 

to facilitate shipment and 

in movement. Available 

green, Desert Sage and Pearl gra 
Special colors also available. (For more 
information write manufacturer, or circle 
No. 2 on inquiry card). 





BOOKCASE 
Maine Mfg. Co. 
Nashua, N.H. 


New model! t the Whit 

tain stee! b okcase be 
duced to meet specia 
mands of executives f 
business libraries. Model No. 4 


BK is finished in aray 

green. Three adjustable 

and fixed bottom 

stands 48 inches higt 

wide and 1!2 inches deer 

be aligned in continuou ' 
(For more information write man 
ufacturer, or circle No. 3 on in 
quiry card). 





NEW PRODUCTS continued 


TYPEWRITER STAND 
Hardware Engineering Co., Inc. 
Metal Furniture Division 
Garrett, Ind, 





FILE BOX 
Lit-Ning Products Co. 
3907 Duquesne Ave. 
Culver City, Calif. 
P , uli 
é. re 
we j A a , 
. . g 2 at A 
J-away K t nat yauGde sté } j r iGe aesert 
» % ear tr tront c sn. ‘ fica a n and ham- 
- — nertone gray. (For more information 
a write manufacturer, or circle No. 9 on 
: inquiry card). 
od + 
JIIGE r aster IValI'albe (For 
more information write manufac- 
turer, or circle No. !7 in inquiry 
card). 
PAPER CUTTER 
Michael Lith, Inc. 
145 W. 45th St. 
TELEPHONE DICTATING New York 36, N.Y. 
INSTRUMENT 
Thomas A. Edison, Inc. an ae 
West Orange, N.J. ye 
+ Te ‘ 4 r 
J Made 
er fea 
» alters 


{For more infor- 
mation write manufacturer, or 
circle No. 29 on inquiry card). 


(For more information write manufacturer 
or circle No. 38 on inquiry card) 


ELECTRIC STAPLER j 
Bates Mfg. Co. ! 
Orange, N.J. 


Set ae ee laa 
$14.50 each. (For more information write 
manufacturer or circle No. 39 on inquiry 


card). 





Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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Most people “Remember the Alamo,” but... 


do they know where to locate the adding 
machines, calculators or other office appliances 
you carry? Give them the information they want 
to know—your name, address, telephone number 
and other essential facts of your business — 
through the ‘Yellow Pages’ of the telephone 
directory. 


The “Yellow Pages’ are America’s most used 
buying guide—have been for more than 60 years. 
And millions of messages in 17 leading national 
magazines are reminding men and women at 
home and in business year after year to find you 
fast in the ‘Yellow Pages.’ 

That’s why it pays to advertise under the 
‘Yellow Pages’ headings that can mean more 
phone-in or walk-in sales for you. 


NI 
Find Your 
Nearest Dealer 
In The 


‘Yellow Pages’ 














Advertisers of branded products are using this 
emblem to tell prospects how to find their dealers. 


ASK THE “CLASSIFIED” MAN FOR DOLLARS-AND-CENTS DATA ON ‘YELLOW PAGES 
ADVERTISING. HE CAN BE REACHED THROUGH YOUR TELEPHONE BUSINESS OFFICE. 





OA—4 /56 75 








FOR OVER 30 YEARS 
FRITZ-CROSS HAS 
MEANT FINER CHAIRS 
FOR BUSINESS! 





MODEL 850 [ 
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MODEL 900 





IN THOUSANDS OF OFFICES across the 
country, the name FRITZ-CROSS means “business 


seating’ of the most reliable kind. 


AND TO HUNDREDS OF DEALERS, FRITZ- 
CROSS means “business’’ of a steady, stable kind... . 
for Fritz-Cross chairs have always been made to make 
customers and to keep them. 


1(@) DY.) Arn 1-17. ae 
CROSS means business with the finest chair-line in its 
long history. Beautiful models to fit every purpose, from 
luxurious executive styles to the newest single-strut 
chairs. Modern, smarter styling .... the sturdiest steel 
structures. ... a full range of colors and upholster- 


ings. ... that's the 1956 FRITZ-CROSS line, ready to 


mean more business for you. 


FRITZ-CROSS CO. - 300 East Fourth Street - St. Paul 1, Minn. 


GET THE FRITZ-CROSS ‘‘DEALER STORY.” 

To: Fritz-Cross Co. 
300 E. 4th St., St. Paul 1, Minnesota 

| | Please send us your 1956 ‘‘Correct-Seating”’ 
catalog 

|_| Without obligation, tell the F-C man to call 

DEALER: 

ADDRESS: 
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Steel deal 


Get the 
Republic 





Sell the only equipment line 
that’s planned, built and pre-sold by one of 
America’s biggest steelmakers 


You'll have a powerful sales advantage you 
can profit by ... thanks, in part, to Republic’s 
diversification. Maker of the world’s widest 
range of standard steels and steel products, 
Republic Steel is a name well-known to people 
everywhere—in business, in industry, in educa- 
tion—many of whom need and want smart, 
new office equipment. 

If they’ve used Republic products, they’re 
familiar with Republic’s high standards of 
quality. Sell the fact that every unit in Republic’s 
big line is Republic-designed, Republic-built 
at the Berger Division (from Republic steel, of 


REPUBLIC STEEL 


Berger Division 
Canton 5, Ohio 


course) and pre-sold by Republic advertising. 


The modern design of the filing cabinets 
above makes them perfect companion units 
for Republic’s big line of handsome desks for 
executive, secretarial and clerical uses. Beautiful 
matching tables and desk-high cabinets help 
complete any office arrangement. 

Be sure to send in coupon for illustrated 
literature giving facts and prices. Please indi- 
cate on the coupon if you want the latest 
information on available dealerships. You 
will find the Republic Steel Deal is a good 
deal for you. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

1058 Belden Ave., Canton 5, Ohio 
Please send: 


C Illustrated booklet on Republic Office Equipment 
0 Information on available dealerships 

















——---------- 4 
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TYPEWRITER PAD 
Romaine Mfg. Co. 
P.O. Box 345 

Fond Du Lac, Wis. 





Sta Put typewriter pad is mad 
Plastic, a new material w 
pany claims will deaden 
not creep under any 
Sizes range from portable 
and are priced from 79c to $2.25. Add 
ing machine size is $2. Colors are gres 
gray and brown. (For more information 
write manufacturer, or circle No. !4 on 
inquiry card). 


TAPE FOLDER 

Dresser Products, Inc. 
Providence 5, R.I. 

"Tape-File’ electric tape 

been designed for use with pur 
paper tape. Motor driven ur 
weight and portable perating 
any /110-115 volt circuit. Tape may be 
stopped at any desired point, and any 
channel size tape can be folded r 
may be operated as a dir 
from automatic equipment. Rotating a 
winds at 22 feet per minute. (For more 
information write manufacturer, or circle 
No. 13 on inquiry card). 


+ tab, 


rm 





LETTER SORTER —_— 
Currier Mfg. Co. 

2448 W. Larpenteur 

St. Paul 8, Minn. 

t etter sorter features ping bot 


nm acts @s extra tray. Cxecufive 


Jel shown here has five trays. eact 
nt edge cut it. Available 
eaa ze rang 3 trom tw 


f > | 4 , 4 f \ 
ve trays. (For more information write 
manufacturer, or circle No. 19 on in- 
quiry card). 


PROJECTOR 
DuKane Corporation 
St. Charles, iil. 


Micromatic’ sound slidetilm pr 
use In ffice aesk saies presenta 
the usual ma arger scre 
busine meetin Unit tits int 3 
Zé brie 3 ang teatures 4u 
which rolls film after use to elim 
ate rewinding. Appature opens slow 
ses rapidly. Sound unit built 
or plays standard or long play 
rds, three speeds sil sizes, e 


35 mm. single trame m. (For more 
information write manufacturer, or cir- 
cle No. 24 on inquiry card). 





DISPLAY ALBUM 
Amberg File & Index Co. 
Kankakee, Ill. 





Ww M" display album teatur 

“ teria 3a WIT 3 

Ps 

>| *] 1 Keagwo inside 

7 Jate §8 nch d . 

a n Ww eiTne +0 
ain black sheet 2 double-wing 
tate will 2 biack ana IZ white 


mou Cove ed. (For more 
information write manufacturer, or circle 
No. 22 on inquiry card). 


n+ ( - mr 
\ e 


NEW 


PRODUCTS continued 





PAPER SHREDDER 
industrial Shredder & Cutter Co. 
707 S. Elisworth Ave. 

Salem, Ohio 


The "Silver cxecutive Aut Bi paper 
shredder Teature auromar?r eed ana 
instant shredding of papers int 4-inct 
strips. The mode typewriter size and 
portable, opera 7 with ; 2 horse 
power mot (For more information 


write manufacturer, or circle No. 30 on 
inquiry card). 


FOLDER 

Universal Paper Goods Co. 
3510 $. Garfield Ave. 

Los Angeles 22, Calif. 





New T ger TTé€ suTOmMAT mnaing by 
having month and date Jule nted 
in large type d by a strif 
which als hold ibject Sliding 
-olored 7nd t T NTS Tne desired 
dates. Used ?¢ tollow rchase 
orders, production schedule sles order 
and the |ik : nd st al size 


available. (For more information write 
manufacturer, or circle No. 28 on in- 
quiry card). 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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COMFORT vies with 
the “WELL-DRESSED LOOK"’... 


for Today’s Business and 
Professional Offices 


This impressive leg chair No. 1940 has that 


touch of dignity and importance, blended got HB 17!/." 


with a look of luxury, which ideally qualifies OW 25" . WA 20" = SD 20" 


it as a fine boardroom or reception room 






chair, — in addition to being a flattering 


addition to any business office. 


No. 1940 and its companion swivel chair 
No. 1939 reflect a conscientious, well-con- 
structed character that is summed up in 
the word "'Sikesmanship" . . . experienced, 
quality-plus craftsmanship that promises 


long-life and complete user satisfaction. 


1939 
SF 17" to 20%" HB 17'/2" 
OW 25" WA 20" SD 20" 





Standard Walnut Finish #1, 


able, two exciting NEW FIN- 
extra charge . . . Sikestone Walnut 
Frosted Walnut Finish #3... 

a a oe 


THE SIKES COMPANY, INC. 
20 Churchill Street Buffalo 7, N.Y. 
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WHAT’S BETTER THAN A MYRTLE DESK SALE? 








































INCREASE | # DESKS 

SALES... | # LAMPS 
BUILD + PICTURES 

PROFITS | SASH TRAYS 


, Your unit sales, volume, and me LIGHTERS 
most important, profits will increase 





q 6 when you can suggest properly selected . 
Accessories . . . the key to the desk sale. DESK 
These unique style-and-color coordinated . ACCESSORIES 


office accessories will compliment any room 
setting. That means they sell year ‘round, 


as gifts for the office or the home! You e DRAPERY 
will realize higher profits, too. MATERIALS 


No matter what needs or tastes are 
involved, Myrtle accessories can complete 


any office. e UPHOLSTERED 
You'll be surprised to find that a small FURNITURE 
accessory can stimulate the sale of a 
iM | complete packaged office. Myrtle Package . 
| Plan selling is your guide to increased sales ¢ TABLES 
I 


and profits. And you'll save time and 


money with the all-in-one source buying e CARPETS 


convenience of the Myrtle 
Package Plan. 


| Only a few of Myrtle’s 
many coordinated acces- 
sories are shown here. 
To see the complete line 
of these contemporary 
accessories, from the na- 
- tien’s primary sources of 
supply, send today for 
your illustrated “Acces- 
sory Kit.” You'll make 
sales easier, when you 
have a whole display 











: room appointed with 
- - a a Pa aa Sed 
i ae et - smart accessories. Send 


(RTLE DESK COMPANY “™""™™ 


HIGH POINT + NORTH CAROLINA 
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For reception room conference room 


leeekss | 





ARy - 


. 


private office and mass seating 








re’s the newest addition to Cosco’s fast- 
fast-selling line of “Office fashioned” 
\ll-steel, saddle-shaped seat is cushioned 
resilient Tufflex. Backrest is contour-curved 
rm to natural shape of the back. Legs are 
led in rear to prevent backrest from marring 


Rubber-cushioned steel glides protect floors 


Model 22-L 


List F 


and carpets. Bonderized metal frame—in smart, 
new square tubing—has chip-resistant, baked-on 
enamel finish in five smart colors. Choice of wash- 
able, wearable plastic upholstery fabrics and 
colors. Ideal for office and institutional use. Stock 


this new, all-purpose Cosco Chair now. . . and 


push it for all it’s worth. It’s worth plenty ! 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 


Model 60-Y 
Space-Maker Folding Chair 
List Price, $10.50 
($11.95 in Zone 2) 


Model 20-LA 
Conference Arm Chair 
List Price, $28.95 
($30.95 in Zone 2) 


Model 15-F 
Secretarial Chair 
List Price, $29.95 

($31.95 in Zone 2) 





ACCO PRODUCTS, INC., 
Riverside Drive, Ogdensburg, N. 


Y.—has begun distribut : 
new packaging for the No. 12 
and No. 22 Acco Fasteners. Ten 
tastener are unted - o 
ma ard and ha peen named 
the TENPAK Ter aras are 
packed to a box. The cards have 
oeer Ggesigqned Tor elt-serv 


(Inquiry Card No. 125) 





ALL-RITE PEN, INC., 241 Hudson St., 
Hackensack, N. J—Has developed a pack- 
; ard that holds two ball pens mounted 
AL pom tore within a transparent acetate blister. Card is 
and white and b ld 
- . - tyr alls attention to price of pens. Card 
hanging on rack. (Inquiry 


GC" Steamline 


ME MOST ADVANCED DESK OW AmencA + 
Dts or ea n oO J eda 





THE GLOBE-WERNICKE CO., Nor- Card No. ‘124) 


wood, Cincinnati 12, Ohio—!s mak 
available to their dealers a point 
purchase display sign made of plast 
with a red background and : 
printed in white and gold. [ 

use on top of Streamliner rm 


(Inquiry Card No. 123) 





MEILINK STEEL SAFE CO. Toledo 6, 


Ohio—Offers a new ser KOL, INC., 2323 Ellis Ave., St. Paul 14, 


ad mats prepared for its dealers. Each ad Minn.—Offers a new catalog, No. 155, for 

— ene by 5 inches deep, features dealers’ use with custome Also provides 
i+ n aA . 

different Hercules vault, and « @ separate price sheet f Jealers. (Inquiry 


quality headlines, such 


Tou Card No. 106) 
A Shoebox?" (Inquiry Card No. “102) 


a | l 
WEIS MFG. CO., Monroe, Mich.—Hs ig ay Reagent Shag Boag 


Walnut St., Denver 5, Colo.—Firm has 








prepared the first in a serie t rcular eased its new Sure-Rite duplicating supplies 
which can be utilized by deals n selling catalog featuring a full line of products 
company's _ Products Circula ma ustrated and described. Charts list over 
enough to fit in envelope, in , and ha e 1,250 diff tenci y the products 
ae ten” dealer imprint. (Inquiry Card a offered. ie Card 101) 
AMERICAN PENCIL 
CO., 500 Willow Ave., BERT M. MORRIS CO., 8651 W. Third 
CENTRAL CAN CO., INC., 2415 W. Hoboken, N. J.—New St., Los Angeles 48, Calif —Has prepared 
19th St., aa 8, M—OF fers a specia Venus pe elector a four-color catalog featuring the com 
display package of « dozen a ted cast tands 2 feet high pany’'s full line of desk set equipment. New 
bond and utility boxes in varied and and takes up less than | items include a ‘'Ball P +t Pen Set" offer 
sizes, which includes a IL yette } juare toot of counte ing cushioned writing Catalog will e 
play card on an easel for window or r pace. Offers a selec distributed Marck (Inquiry Card No. 
ter use. Company also has catalog descrit tion of eight types of 104) 
ing full line of steel boxes. (Inquiry Card pen styles including bal 
point fountain per 
cacti and fluid lead per EZYINDEX PRODUCTS CORP., 153-13 
Has { display sides Northern Blvd., Flushing 54, N.Y.—Is now 
EQUIPTO DIVISION OF oye ery (Inquiry ‘Card No. 12!) making available a new Student Looseleaf 
EQUIPMENT CO., Aurora, Ill—Has d: divider set and "Do It Yourself” plast 
oped a sales booklet, "H a om tab de ption sheet tor dealers on 
Clothes Storace Problen “a Sheet printed in three rs and 
fully illustrated, and a ha ed a cCluges specitications and various quant 
entintive two-color cateloa + eae net prices. (Inquiry Card No. 105) 
pictures, prices and specificat (Inquiry ROCHESTER RIBBON & CARBON CO., 
Card No. 107) P.O. Box 1212, Rochester 3, N.Y.—H as pre- 
na a brochure entitied ne orTrory o 
Carbon Ribbon which presents back 
nd and general information and two fu 
sqe T Ty pew e ustrarior nowing 
nodels using cart bbons. (Inquiry Card 
No. 109) 
LABELON TAPE CO., INC., 450 
EBERHARD FABER PENCIL Atlantic Ave., Rochester 9, N.Y.— 
CO., 37 Greenpoint Ave., Brook- Tapes are packed in above box 
lyn 22, N. Y.—Has developed a which, upon removal of top 
‘ Pa Jisplay N omes a display that simulates ¢ 
C ard file. Each box contains 
hers and sct packets of tabs and is oniy 7 
ay offers pack 3'/> x 3'%4 inches. Non- a 
shed per 3+ boxe ntein 12 packets. (In- 
tlageley Card No. 122) quiry Card No. 127). 





Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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all Borroughs fei 
BOOKCASES and STORAGE UNITS 


have an extra feature... sliding shelves 


Units available in 4 heights—29”", 42”, 78", 84”— 
depths of 12” and 18”—outside width 38%”. Your 
choice of 5 colors. All units, except 29”, are obtain- 
able with closed or open backs, single or double-faced. 





>, 
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“all Borroughs sliding shelves pay 
adjustable without bolting | 


y RS sc 


| 
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Sure, there are many steel bookcases and storage cabinets on the market— ae 
but there is only one Borroughs line . . . a most complete line that’s bringing 29" 42" 78" 84” 
extra dollars and extra customers into dealers’ showrooms from coast to 
coast. If you are a Borroughs dealer, you have experienced the acceptance 
of this excellent line of money makers. If you haven’t lined up with the 





Borroughs line, write our sales department today and get all the facts. 


if , lI 
Or, order a cabinet and examine its quality .. see how quickly and easily i a {~ | 


you can adjust the Borroughs sliding shelves . . no bolts, nuts or tools are | 




















| 


spring green dark green, fall tan or brown. Look at the sketches above ..see how versatile these 
cabinets are. You can put a 29” x 12” cabinet on top 
of a 42” x 18” cabinet..or you can place two 29” 
cabinets side by side. Regardless of the combination, 


sen d f or cata | og you create a good looking piece of office furniture. 








————L 


needed .. just your hands. Let us know what color to send you—gray, 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3004 NORTH BURDICK amy KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Tex Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 


OA—4 /56 83 








Ps 


“ 


2 
» 


a aA es’ si 4 r ‘ 
“ Industry Meetings 
7 ys ; ¥,. : Se) 


. 
ra 


Wood Office Furniture Institute 
Incorporated at St. Louis Meet 


A new industry organization was born March 3 with the 
incorporation of the Wood Office Furniture Institute at the 
Jefferson Hotel, St. Louis, while the national convention of 
the National Office Furniture Association was in session 





Raphael Blessinger (left), new 
president of Wood Office Furniture Institute, Inc., presents 
silver tray to retiring president, Sterling Lord. 


IN APPRECIATION 


Announcing the incorporation, officials said, “This means 
for the first time manufacturers of wood office furniture will 
have an organization which will serve as the voice of the in 
dustry. About 75% of the volume of wood office furniture 
manufacture is represented among the incorporating members 

Chairman and counsel for the Institute is Douglas Whitlock 
of Washington, D.C. Officers elected are 

President—Raphael Blessinger, Jasper Desk Co 

Vice-president—Charles L. Pettibone, B. | 
Co. 

Treasurer—Moselle Meals, The Taylor Chair Co 

Directors—Tom R. Pitts, Myrtle Desk Co.; Sterling Lord, 
The Leopold Co.; Ralph Schneider, Indiana Chair Co.; and 
V. L. Gutzweiler, the Hoosier Desk Co 

Executive Director—Robert A. Spelln 

National headquarters of the Institute are located at 730 
Eleventh St., N.W., Washington, D.< 

President Blessinger said that the organization will devote 
its efforts primarily to the promotion of sales, and to providing 
help for distributors and dealers. He said that another principal 
function of the Institute will be the setting of standards for the 
industry and the dissemination of technical information 

According to Mr. Blessinger, the industry has long recog 
nized the need for standards as a material help, not only to th 
dealer but also the ultimate consumer of the furniture 

“The new organization,” he said, “cannot fail to be of great 
help to everybody interested in wood furniture, from the 
manufacturer right straight through to the man who is using 
it—and that means just about every businessman.” The In 
stitute will also provide the industry with research, market 
analysis, merchandising help, promotion and public relations 

While the Institute has existed for some years, it has never 
represented an industry-wide effort and its activities have been 
materially restricted by this fact, the sponsors assert. They feel 
that they can look forward to greatly increased co-operation 
among the manufacturers in the future 


Marble Chair 
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OMAC Business Show Held with 


Annual Seminar in Chicago 





[he annual business show sponsored by the Office Manage- 
ment Association of Chicago was held in conjunction with the 
14th annual seminar at the Conrad Hilton Hotel in Chicago 
February 12, 13, 14 and 15. 

This exhibit of office equipment staged under general direc- 
tion of Paul Holly, president of OMAC, was viewed by thou- 
sands. So extensive were the exhibits that this year it was nec- 
essary to expand to the fifth floor of the hotel 

Both the seminar and the business show afforded the office 
executive an opportunity to learn the newest and most ad- 
vanced techniques of “administrative management.” 

More than 120 companies co-operated in the exhibit of the 
latest in office equipment, furniture, forms and supplies. 


Division Pays Tribute to Joseph Wallace 

The Office Furniture & Equipment Division of the Federa- 
tion of Jewish Philanthropies paid tribute to the memory of 
the late Joseph Wallace at a dinner held on January 31 at 
the Savoy Plaza Hotel, New York City. 

In the eulogy, presented by Moe Turman, Metwood Office 
Furniture Corporation, New York City, he emphasized the 
basic goodness and wholesome spirit that prevailed whenever 
the late Joseph Wallace came in contact with his colleagues, 
whether on business matters or on the many missions of good 
will which he fulfilled as his community responsibility. Mr. 
Turman also read a memorial scroll which the committee 
will present to Mrs. Wallace 

[The speaker, Nathan Math, Tax Commissioner of New 
York, revealed that the Federation’s campaign goal is 
$18,100,000 this year—$2,600,000 more than was raised last 
year 

Co-chairmen of the drive are Ben Itkin, Itkin Bros., Inc., 
New York City, and Milton Stone, Newman-Stone Associates 


Boston Stationers Hold 68th Annual Banquet 


ie Boston Stationers Associa 


rhe 68th annual banquet of t 
tion was held on February 11 in the Imperial Room of the 





Seen at Boston Stationers’ Banquet... 

Shown in attendance at 68th annual banquet of the Boston Station- 
ers’ Assn. at the Statler Hotel in Boston on February I! are (left 
to right): REAR—Thomas Groom IV; Max L. Smith, president, New 
England Travelers Club; Harley J. Lewis, secretary-treasurer, Boston 
Stationers Assn.; Henry Rosnosky, banquet chairman; FRONT— 
John W. Murray, NSOEA District governor; Paul E. Burbank 
NSOEA executive vice-president; James W. Hayes, president Boston 
Stationers Assn. 


Hotel Statler, Boston. Henry Rosnosky, vice-president, served 
as chairman of the affair attended by 324. 

Cocktail hour was sponsored by the New England Travelers 
Club. Baron Hugo and orchestra provided music and enter- 


tainment 
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Premium Quality 
at Moderate Cost? 


Matchless Beauty? 
Modern Styling? 
Long Life Service? 


You get all these * 
and more in 


LUXCO — the outstanding complete line of modern office equipment fea- 
turing Steel Chairs, Office and Business Machine Stands and Personal Files. 


All items are designed and manufactured with utmost skill and care gained 


from years of experience in this industry—makes them easy to sell every time. 








LUXCO is your assurance of highest quality, nationally advertised merchan- 


dise at attractive prices. Prompt shipments are made from large factory stocks. 


Many desirable territories are open. 
Write for complete information today. 





A) IX vee 
Manufacturers of Quality Office Equipment SINCE 1946 


\ 


2 
SQ7rxs 


ADGER,, imc., kine at FRONT STREET, LACROSSE, WISCONSIN 
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K.C. Allen ......-.... 


104 you Lint vale! 
Sg You , 
Ultimate Value in Service, as well as in efficiency, is an important 

consideration in choosing an adding machine. The R. C. Allen is known for 

lasting dependability, and a full measure of value in performance features which 

are exclusive at the very low R. C. Allen price. Dealers find these machines a 


most profitable line... with both electric and hand-operated full keyboard 


and ten key models to satisfy a variety of requirements. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, Grand Rapids 4, Michigan 





TYPEWRITERS + CASH REGISTERS » ADDING MACHINES «- SAFES: FILES - BOOKKEEPING MACHINES TY 
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TYPEWRITERS - CASH 
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R.C.Allen ....-..... 
alas gies fia 


You'd Expect a VisOmatic Typewriter to Cost More... yet, with all its 
exclusive features for speed, accuracy and efficiency, this fine machine actually 
sells for less than many standard machines. The R. C. Allen policy of giving the 
utmost in value at a practical price is one of the reasons why more and more 
dealers look to R. C. Allen for consistent profits. If you are interested in an 


exclusive R. C. Allen Typewriter or Cash Register Franchise, write us for details. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, Grand Rapids 4, Michigan 


: pacts 
SABRE SIIS i ceesb pe»; 


REGISTERS - ADDING MACHINES + SAFES: FILES - BOOKKEEPING MACHINES 
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NSOEA Convention Chairman 
Named for Chicago Session 


Chairmen and co-chairmen of convention committees al- 
ready planning for the 1956 annual meeting of the National 
Stationery & Office Equipment Association have been ap- 
pointed by President Ivan Allen, Jr. To serve for the Septem- 
ber 29-October 3 sessions are 

General chairman—Norbert Burgess, Sanford Ink Company 
Co-Chairman—Art Replogle, Replogle Globes 

Ladies Hospital—Chairman, Mrs. Ivan 
chairman, Mrs. Paul E. Burbank 

Ladies Entertainment—Chairman, Ralph Lowe, Minnesota 
Mining & Mfg. Co.; co-chairman, John Fellowes, Bankers 
Box Company. 

Exhibit Hall—Chairman, Douglas I. Allen, American Pad 
& Paper Co.; co-chairman, Alfred F. Cote, Reyburn Mfg. Co 

Hotel—Chairman, Walter Bryzek, Johnson Chair Co.; co 
chairman, John R. Hill, Eberhard Faber Pencil Co. 

Reception—Chairman, Hugh Reeves, Jacquin & Co., Peoria, 
Ill.; co-chairman, Harry Hoffman, Joseph Dixon Crucible Co 

Publicity—Chairman, Robert Heck, Eaton Paper Corpora 
tion; co-chairman, William Murray, Geyer Publications. 

Entertainment and Hospitality—Chairman, Herb Johnston, 
Ace Fastener Corp.; co-chairman, Frank Lazowski, Automatic 
Pencil Sharpener Co. 

Banquet—Chairman, Kemp Huber, Weber Costello Co.; 
co-chairman, Arthur Jansky, The Carter’s Ink Co. 

Prizes—Chairman, J. L. Mann, Sturgis Posture Chair Co.; 
co-chairman, Ben Philbrick, Pelouze Mfg. Co 

More than 90% of the space available for exhibits has al 
ready been contracted for. Annually, an audience of approxi- 
mately 10,000 stationery and office equipment retailers and 
manufacturers, together with their representatives, go to Chi 
cago for the largest showing of industry products held any 
where in the world. 

Headquarters hotel is the Conrad Hilton, already filled to 
capacity for September 29-October 3 period. In addition, the 
hotel committee has blocks of rooms available at adjoining 
hotels—the Congress, Palmer House, Morrison and Harrison 

The business program includes some of the nation’s most 
prominent speakers, workshop sessions for retailers and manu 
facturers and general convention sessions designed to bring 
valuable marketing and selling information to those in attend 
ance. 

Ladies are invited to attend and for them an entertaining 


Allen, Jr.; co- 





program is also planned. More than 500 ladies are “regular” 
attendants at NSDEA conventions. 

Full details on the meeting may be secured by writing to 
Paul E. Burbank, executive vice-president, National Stationery 
& Office Equipment Association, 740 Investment Building, 
Washington 5, D.C. ———_—— ————— 


80 Years Young, Treasurer of 
Cram Company Feted on Birthday 

Employees and of 
ficers of the George 
F. Cram Company, 
Indianapolis, Ind., re- 
cently gave a surprise 
party for James W. 
Taylor, treasurer of 
the company, to cele- 
brate his 80th birth- 
day. Mr. Taylor is 
shown here cutting his 
beautifully decorated 
cake 

Mr. Taylor's serv- 
ice with the Company 
dates back to 1902, 
when he entered the 
map-making business 
as a bookkeeper. Dur- 
ing his 54 years with 
the Cram organization he has been active in both the sales and 
financial departments. Mr. Taylor recalls in his pioneer days 
when only flat maps were made. Later the maps were trans- 
ferred to worid globes which was a great forward step in serv- 
ing the educational field. Mr. Taylor is very proud of his long 
active service with an organization having a background of 89 
years devoted exclusively to map making and world globes, 
known and sold the world over. —____—— 


Washington Stationers Enjoy 
Seventh Annual Dinner-Dance 

The seventh annual dinner-dance of the Washington Sta- 
tioners took place February 16, in the Shoreham Hotel, 
Washington, D. C. About 250 guests were in attendance. 

A group of Penn-Mar-Va Travelers sponsored a cocktail 
party before the event. 

James Bryan, E. M. Bryan Company, president of the 
Washington Stationers Association, was host, with Walter 
Mallorey, Mallorey Office Supply, chairman of the affair 





At the Head Table, Washington Stationers Dinner-Dance 


Seated: left to right 

Silver Spring V 

James C. Bryan, E. M. Bry ‘ f Wast 
tioners; Paul E. Burbank é 

Rose Cushman, NSOEA 

Standing: left to right, W A f y ( Wast 
D.C.; Mrs. Mallorey; F € 
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To get ahead with your work... 


Put some of your gear behind you 


A need you share with others who must do _ visitors, conferring with associates. 

much swiftly and well—a need for method And, you have a more handsome office! 

and order—is inspiration for the “Y and E” _ Psychologists tell us this is important. You 

office Credenza. are happier, work better, in a neat, or- 
A Credenza can hold your telephone, ganized office. 

dictating equipment, books, reports, and There are countless combinations of 

other tools you want within reach, but out Credenzas, all are desk high . . . available 

of the way in 3 soft decorator colors. One is just right 
With your desk clear of clutter and dis- for your tastes and your office needs. The 

traction you'll find your work flows more “Y and E” representative in your city will 

lreely—writing, planning, meeting with _ be glad to help with your selection. 












In its 75th year... 


"Y and E”’ looks to the future 





YAWMANA’? FRBE MFG. 1015 Jay Street, Rochester 3, N.Y. 


A time-honored name, a quality line, dependable dealers everywhere 
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How many of 
these items are 
on your desk? 


telephone 
dictaphone 

letter tray 

calendar 
appointment pad 
books 

picture of wife 

and kids 

ash tray 

cigarette lighter 
pen and stand 
water jug and glass 
stapler 

list finder 

More than two or 
three mean clutter. 
You would work 
more efficiently, in a 
neater office, if most 
of them were behind 
you on a Credenza. 
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“Profitable Selling” 
Theme of Coast Rally 


Reported by J. Dick Kirkpatrick 


The Golden State Travelers Club on January 26 held most 
successful sales rally with the theme ‘Profitable Selling in a 
Competitive Market.” 

This was the fifth annual effort of the Golden State Travel- 
ers to build a more profitable stationery industry in Southern 
California and Arizona. More than 450 attended. 

Joe M. Davis, the general chairman for the Traveler’s 1956 
Sales Rally, deserves a great deal of credit for managing a 
most successful meeting. Stanley H. Hall and Herman A 
Hirdler were co-chairmen 

The Mr. Dealer-Salesman of the Year award was presented 
to Bill Garvai of Southern California Stationers. The $250.00 
and a plaque, signifying his success, was awarded by Ivan 
Allen, Jr., who alone held the name of the salesman of his 
choice until the end of the Sales Rally for a fitting climax 
George Hatten, chairman of the “Dealer-Salesman” contest 
committee, reports that many dealers will enter the contest 
with renewed enthusiasm in °57 

Ivan Allen, Jr., president of the National Stationery & Office 
Equipment Association and head of his own company in At- 
lanta, Ga. gave a very effective talk on “I Manage My Own 
Business.” “To preserve the Dignity of Man” was a most 
thought provoking subject, beautifully and effectively elabo- 
rated upon by Mr. Allen. 

Rev. Alex Gerald Nichols, Pastor of the Trinity Methodist 
Church, Los Angeles, talked on “What Makes the Difference.” 
The pastor asked a very interesting question: “How can a 
salesman make a sale unless he can use words?” He further 
emphasized the importance of reading and learning the mean- 
ing and use of words. 

Robert Hemmings, partner in the firm of Smith & Hem- 
mings, sales promotion and direct advertising, was an effec- 
tive enthusiast. One hour out of the emergency hospital, with 
three broken fingers, didn’t slow up his presentation or lessen 
his message to any degree. Mr. Hemmings gave salesmen a 
thought to remember: “Keep Your Sales Talk Razor Sharp.” 

It’s a good thing the Statler Hotel is on high ground and 
was accessible during one of the worst rain storms in the his- 
tory of Los Angeles. 

The usual cocktail hour preceded an unusually fine dinner 
in the beautiful surroundings of the Hotel Statler. 

The Golden State Travelers Club is very optimistic and 
hopeful that its plan to “spotlight outstanding sales ability” 
among “Dealer Salesmen” will make stationery and office 
equipment salesmen more conscious of their sales ability 
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Scene at 1956 Sales Rally of the Golden State Travelers Club 
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in Los Angeles 


Southern California Business Show 
Slated for April 24 
The ninth annual 
Southern California 
Business Show will be 
held in the new con- 
vention center of the 


Ambassador Hotel, 
Los Angeles, Calif., 
April 24 _ through 
April 27 

[The Los Angeles 


chapter of the Na- 
tional Association of 
Cost Accountants, 
sponsor of the affair, 
estimates that 9,000 
businesses and indus- 
trial firms will send 
representatives to 
view the office equipment. 

Roy E. McRann, office manager for Kittell-Lacy, Inc., vice- 
president of the chapter and general chairman of the show, 
and Jack W. B. Stanley, district manager of the American 
Appraisal Company, chapter president, both expect the show’s 
attendance to be high because of the interest on the part of 
business and industry in the many new facets of office equip- 
ment and automation. 

Miss Doris Ruddick, secretary to Fred G. Olson, Jr., vice- 
president of Olson Baking Company, Los Angeles, has been 
named Queen of the Business Show. She is pictured here with 
Mr. McRann. 





Washington OEMA Honors Ormonde Kieb 

The Washington Office Equipment Managers Association 
has announced the selection of the Honorable Ormonde A 
Kieb, Assistant Postmaster General, Bureau of Facilities, Post 
Office Department, to receive its “Award of Achievement” 
This award is being presented to Mr. Kieb at the associa- 
tion’s dinner meeting, March 23, at the Statler Hotel. 

The “Award of Achievement is presented each spring to 
an outstanding business executive in the Washington area in 
recognition of his outstanding accomplishments through the 
introduction of efficiency and economy into business admin- 
istration. 

The Washington Office Equipment Managers Association 
is composed of highly qualified office engineers and adminis 
trative management experts representing most major office 
equipment companies in the country. Nominations for this 
award are submitted to the members, along with a review 
of each candidate’s accomplishments, and election is by the 
entire membership. 
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FOR EXTRA SALES APPEAL 
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there’s no 
vinyl upholstery like 
Du Pont breathable FABRILITE® 





Now ... you can attract extra furniture 
sales with a beautiful elastic vinyl upholstery 
that’s both breathable and durable. The new 

‘“Fabrilite’’ * Castleton pattern breathes through 


thousands of invisible pores for air-soft comfort 





. and is complétely coated with rugged vinyl for 
heavy-duty service. With an exclusive Du Pont 


finish that resists soil and hard wear, ‘‘Fabrilite” 

















vice- 
W ° 
now, washes clean as new with a damp, soapy sponge. 
ican 
ow’s For beauty and comfort in furniture that 
. yf ° o “Ln eye 9 
. ip gets heaviest use—even abuse—specify ‘‘Fabrilite” 
Juip- ; 
Castleton the next time you order. Available 
vice- . z 
be ‘ in 15 deep-tone and pastel decorator colors. 
= = : “ > 3 Breath-taking “Fabrilite” Castleton 
with Write for swatches: E. I. du Pont de Nemours t; 
pattern! in Grandville Chartreuse 
- & Co. (Inc.), Fabrics Division, Dept. OA-64, forsian Parent 178,017 
ne a . Wilmington 98, Delaware. 
ation 
PA 
Post REG. U.S. PAT. OFF 
wor BETTER THINGS FOR BETTER LIVING 
OC1a- ** Fabrilite’’ 1s Du Pont’s registered trademark .. THROUGH CHEMISTRY 
for its elastic-supported vinyl upholstery. 
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Griswold Green . roton Charcoa 
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Globe-Wernicke Dealers Attend 
Sales School at Plant 

A group of Globe-Wernicke dealers and members of their 
sales staffs from the territory covered by district representative 
Ralph Blackburn, attended a three-day sales school in the 
Globe-Wernicke executive offices recently. They were joined 
by several dealers from the eastern part of the country. 

The program included tours of the paper and steel divisions 
and demonstrations of products in use as well as a presenta 
tion of national consumer advertising and dealer aids. 

Those attending the school are shown in the photograph 
below, and include: 


Seated, left to right 
Kenneth Riedel, Fidlar 


Elmer G. Rahe, vice-president re MR 
Pulaski, Ill Jack Markelz, 7 ‘ 


Egyptian Stationery C 

Standing, left to right 
sales promotion manager 
Aylward, manager, sy nT y jlow, M 
Fielder, Office Service f g 
Ill.; Elwin Black 
Nonenkamp, Com 
M. Rogers Co., Mt. Pula 
port, la; Arch Wottow 
Comfort Prin F 


fort 


Daugherty Chosen President of 
Business Forms Institute 
Business Forms Institute 
“Outlook for Paper Supply” by M. ¢ 
retary of the Writing Paper Manufacturers’ Association, on 
the second day of their annual meeting held at the Park Lane 

in New York City February 9 and 10 

New officers for 1956 are R. S. Daugherty, The Shelby 
Salesbook Co., president; W. C. Lamprechter, Stephen Greene 
Co., Philadelphia, Pa., first vice-president; Thomas A. Taylor, 
Schwabacher-Frey Co., San Francisco, second vice-president 
and H. M. Meloney, Greenwich Co., 
retary. 

The program for the coming year will include a statistical 
program, industrial relations information, consolidated report 
on balance sheet and operating ratios, and study of produc 
tivity survey. 

W. N. Ryan, American Register Co 
two years, was commended by the members for the service 


nembers heard a talk on _ the 
Dobrow, executive sec 


re-elected executive sec- 


who had presided for 
given as president. 


National Business Show Catalog Issued 

A huge bound catalog “of the newest and best products 
and services for modern management” has been made avail 
able by the National Business Show. This volume is a compila 
tion of material furnished by manufacturers who displayed at 
the 1955 Show in New York City 
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GLOBE-WERNICKE dealers and their 
salesmen from the territory covered by 
Ralph Blackburn met recently for a sales 
school in The Globe-Wernicke Co. plant. 


Waterman Re-elected Head 


Pen, Pencil Manufacturers 


Frank D. Waterman, chairman of the 
board of directors of the Waterman Pen 
Co., Inc. of New York City, and Charles 
K. Lovejoy, executive vice-president of 
Scripto, Inc., of Atlanta, Ga., on Feb- 
ruary 2 were re-elected to serve as presi- 
dent and vice-president, respectively, of 
the Fountain Pen & Mechanical Pencil 
Manufacturers’ Association, Inc., accord- 
ing to Frank L. King, the Association’s 
executive vice-president. ss 

Association members, holding their —¢ p WATERMAN 
14th annual meeting at the Hotel Roose- 
velt in New York City, unanimously elected these two indus- 
try leaders and other officers and executive committee members 
to head the association during the fiscal year beginning July 
1, 1956. They have headed the group since July 1, 1955. 

A graduate of Princeton University, Mr. Waterman literally 





grew up in the pen industry. His great-uncle, Lewis Edson 
Waterman, invented the first practical fountain pen and in 
1884 founded the company that still bears his name. When 
L. E. Waterman died in 1901, he was succeeded as president 
by Frank D. Waterman, Sr., the father of the association’s 
new president. 

Mr. Waterman has worked in every department of the family 
business, commencing as an apprentice in the mail room 
until his election as president of the Waterman Pen Company 
in 1938. He was named chairman of the company’s board of 
directors on September 8, 1954. His new office as head of the 
handwriting equipment manufacturers association, designating 
him the spokesman for this $250,000,000-a-year industry, is 
one of the many honors conferred upon Mr. Waterman. 

Other officers and Executive Committee members chosen by 
the Association to serve commencing July | are as follows 

rreasurer—Irving T. Willard, L. D. Van Valkenburg Co. 

Secretary—W. Clarke S. Mays, Jr., Mays Manufacturing Co., 
Inc. 

Executive committee chairman—Robert N. 
brook Pen Co. 

Executive Committee—T. J. Peters, American Improved 
Products, Inc.; Roy H. Potter, Autopoint Co.; Alan J. Freed: 
man, Ketcham & McDougall, Inc.; Harold Christensen, Ever 
sharp, Inc.; George Bartol, III, C. Howard Hunt Pen Co 
Julius M. Kahn, David Kahn, Inc.; R. A. Lanoie, Lew Mfg 
Co.; E. B. Hansbury, Marshall & Meier, Inc.; E. B. Nichols 
Nichols Products Co.; T. J. Welsh, Paper-Mate Eastern, Inc. 
Ivan D. Tefft, The Parker Pen Co.; and Wilbur K. Olson, W 
A. Sheaffer Pen Co. 


Wood, Ester 
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here’s why Mc cE 


. dealers are selling— 
MORE customers prefer 


BARKLEY TAB 


FILING SUPPLIES 


is MAGNIFIED VISIBILITY enables read-at-a- 


glance identification of file guides. 

2. AN( TAB permits full range visibility for 
fast, easy filing and finding throughout entire file. 

3 e SPA A VING Barkley Tab extends entirely 


above file cards and folders—save space in expensive 
filing equipment. 


DEALERS: To increase dollar volume and profits per sale, display 


4. DURABLE to last through years of constant use Barkley Plastic Tab Filing Supplies prominently in your store. Keep a 

in active files. Only the finest materials are used on good supply in stock for once your customers make that first Barkley 
all Barkley supplies to produce economical, lasting Tab purchase and put it into use, they'll be back to order a complete 
products. Barkley Tab available in six colors. installation. Write today for catalog, brochures and prices. 


S Serving Stationers Stuce 1927 
C.L. BARKLEY & CQO. 


1220 W. Van Buren Street . Chicago 7, Illinois 


opliay 


an 
a Seil 


BARKLEY TAB 


FILING SUPPLIES 


PRESSBOARD FILE FOLDERS 

Sturdy pressboard with a 

strong cloth sset “W"’ shaped 
ready expansion. 


Amber tabs. Letter & Legal sizes. 


C.L. BARKLEY & CO. 


/ magnified 


for read-é gl 


angled 


o give full range, 90° vis 


space saving 


onserve expensive filing 


at urable 


e continual use 


REDROPO BARKLEY TAB FOLDERS 


Economical folders of 18 pt. Red- 
ropo stock with The Barkley Plas- 
tic Tab in Amber. Plain inserts 
furnished. Letter and Legal sizes. 


1220 W. Van Buren Street © 


a 
GUIDES 


Finest quality file guides of 25 pt. press- 
board with rod projections will stand up 
under years of constant use in active files. 
Letter and Legal sizes stocked in sets of 25 
to 3000 division A-Z, States, Months, Days 
(1-31) and blank inserts. 


Size with 
Tab—read 
files from 
| position. 


EXECUTIVE 

DESK SIDE 
FILE 
SET 


The simple way to keep papers in perfect order 
Set contains 25 Redropo folders with Amber 
Barkley Plastic Tabs. 75 special printed and plain 
inserts permit tailoring of the file to suit each 
individual's particular needs. 


Chicago 7, Illinois 
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Noah Webster was right on the ball when 
he included ‘‘qualities and values’ in the defi- 
nition above. It was true then, as it is today, 
that the best line is the one that provides ut- 


most quality and value. And in office papers 


it’s the Rockwell-Barnes line. 

Every R-B item, from ground wood 
scratch pad to 100°% rag content bond, must 
meet rigid requirements for both quality and 
value. You put your reputation ‘‘on the line’”’ 







line (lin): A supply of 
various qualities and 
values of the same 
general class of articles. 


J ; and in 


line ! 
r best 
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with every sale to a customer—and no Rock- 
well-Barnes product will let you down, because 
there is customer-keeping quality in every R-B 
item. 

Check the uniform high quality and con- 
sistent top value of the R-B line right away. 
See for yourself why it’s the best line for you. 


Catalog, price list, and samples available. 
to qualified dealers upon request. 





P CUWG lized L abels — Another customer-keeping aid! 


Spotseald® Ad 3 Machine & Other 
Rolls © Desk Blotters, Embossed & Plain 
® File Folders, A > © Memo Fillers 


rder » . 

nber * Notebooks, £ t” & White e Pads, 
at ‘ D 

plait » © Pads, Ruled ¢ Printed “Copy” 

, ich vecond Sheets « 1 & Sulphite Papers 
: * Manifold Papers © Mimeo Papers 
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New Portables Shown N.Y. OMDA 


The New York dealers “scooped” the rest of the country 
by a full three days by witnessing the unveiling of the Rem 
ington Rand all “new color” portables at the meeting held 
on February 14 at the Advertising Club of New York City 

W. R. “Bill” Browne, New York sales manager of the 
Dealer Division of Remington Rand, told the group that they 
were the first dealers to see the new machines. On display 
were four “Quiet-riter” portables in four decorator colors. Mr 
Browne disclosed plans for National advertising in the Satur 
day Evening Post, Coronet and on television to promote the 
“color” line. A tie-in merchandising kit consisting of window 
signs, posters and mailing pieces was also displayed. 

President Sam Stein, Quality Office Equipment Corporation 
of New York, then introduced Jim Bland, national sales man 
ager of Remington Rand, Dealers Sales Division. Other guests 
on hand were Walter Weiss, regional manager, Burroughs Cor 
poration; Dave Harris, regional manager, De-Jur Amsco, 
Stenorette Division; Mike Bak, Jr., Underwood Corporation 
Sales Division; and Al Spaide, manufacturers’ representative, 
Philadelphia, Pa. 

President Stein introduced Dr. Philip Gross who demon 
strated the “Tuc-Rite” system of typing which he invented 
The complete teaching method including keyboard instruc 
tion books and phonograph record was offered for sale to 
the Association members as a means of promoting typewrite! 
sales through the addition of a training course. 

Harold Peck, Ideal Business Machines, New York, and 
Irving Ritchie, Typewriter Distributors, Inc., New York, re 
ported on the recent meeting of the board of directors of the 
National Association held in New Orleans 


Record Attendance of 2000 Listed 
At Luggage and Leather Goods Show 


The annual five-day national show conducted by the Lug 
gage & Leather Goods Manufacturers of America, Inc., was 
held February 12-16 in the new New York Trade Show Build 
ing. Attendance this year exceeded that of past years with 
registration figures reaching a record total of some 2000 
buyers. 

Exhibiting manufacturers reported an optimistic trend on 
the part of visiting buyers which was reflected in the sub 
stantial volume of orders placed at the show 

Some 123 exhibitors occupied 167 rooms located on fou 
entire floors of the New York Trade Show Building. On Tues 
day, the second annual merchandising clinic was held on the 
second floor. Its purpose was to highlight various merchan 
dising and selling opportunities open to both exhibitors and 
buyers, to give them an opportunity to check their selling 
plans with expects in the field 

While most of the exhibitors featured their newest styles, 
colorings and materials in luggage, trunks and personal leathe! 
goods, several manufacturers displayed brief cases and bags, 
billfolds, wallets and other leather items logically included 
in the stocks of stationers and office equipment and supply 
dealers. 
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PHILADELPHIA . meeting of Remington 
Rand Dealer Division. The recent seven-day 
sales school was conducted by H. W. 
Barnes, director of sales education for the 
Dealer Sales Division. He was assisted by 
Dealer Branch Manager F. W. Wasbourn, 
Representatives G. L, McBride and P. J. 
Belutty for the machine sessions and Man- 
ager E. A. LaGasse on Victor products. 


New Orleans Office Machine Dealers 
Receive Charter in Record Time 

Within 36 hours after petitioning NOMDA for affiliation, 
the New Orleans Office Machine Dealers Association was pre- 
sented with its charter. 

This all came about when the New Orleans dealers met at 
dinner with the Board of Directors of National at Arnaud’s, 
one of the city’s most famous restaurants. The local had 
already been formed. At that meeting the group requested 





NOMDA'S PRESIDENT Dave Silvers (left), presents New Orleans 


local charter to its president, Everette Villarrubia. 


affiliation in the proper manner with all necessary documents 
accompanying their petition. With the board in session in its 
mid Winter meeting the next day, it was a simple matter for 
approval to be given immediately. The vote was unanimous 

Having a hunch that such affiliation would be granted, the 
headquarters office had prepared a charter for signature. This 
was done by the officers and on Sunday, January 15, David 
Silvers, president of NOMDA, made the presentation to Ever 
ette Villarrubia, president of the NOOMDA 


Stationers 12:30 Club Holds Session 

A short meeting was held by the Stationers 12:30 Club of 
New York on February 27 at Rosoff’s Restaurant. 

President Harry Sills, Commercial Stationery Company 
New York City, presided and introduced Arthur Blanck, 
United Leather Goods Company, New York City, and William 
J. Hayes, Jr., Noesting Pin Ticket Company, as newly elected 
members of the organization 
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In the ads — and on your floor 










Invincible Chairs in 
glowing color 
make’em brighten up 


and buy 


10n 
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Ger set for your biggest year ever of Invincible office 
furniture sales! And here’s why it’s got to happen .. . 

1. Invincible has developed a wonderfully complete and 
colorful new line. Chairs, desks, files, Modernettes — all in a 
choice of six strikingly handsome, functional finishes. 

Full-page full-color Invincible ads run consistently in 
Newsweek, Business Week, other leading business magazines. 
Carrying a powerful selling message direct to 
the men in your area who buy office furniture! 

Invincible’s line has all the business-engineered features that 
sell customers and keep them sold. The Modernease executive 
chair shown, for example, is built of the finest steel — 
luxuriously upholstered to complement the chair finish — 
comfort-engineered for lasting satisfaction and office efficiency. 

And the whole Invincible program is sales-engineered for 
your profit — we have no company-owned outlets. Tie in 
with ad mats, displays, the four-color catalog, the beautiful 
new Invincible brochure. Write for details today! 
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Invincible conference Invincible Invincible 
room chair secretarial chair posture chair 
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Office equipment 
business-engineered 
a for better 

\ business living 
x 


Invincible Metal Furniture Company, Manitowoc, Wisconsin 


In Canada: A. R. Davey Company, Limited, Factory Representative, 175 Bedford Road, Toronto 5, Canada 
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Wholesale Stationers 
Meet in Chicago 


H. W. Jacobsen Re-elected 


President with Same Officers 


A new location and a new approach to mutual problems 
sparked the 40th annual convention and trade exhibit of the 
Wholesale Stationers Association in Chicago’s Drake hotel 
March | to 4. 

President Harold W. Jacobsen. Associated Stationers Sup 
ply Company, Chicago, who with the other officers was re 
elected to a second term, sounded the keynote of the meetings 
in his initial address. 

He reminded the membership that “we must continue to ask 
ourselves what is wrong with us. Why do we not get ou 
proper share of the business? Why do manufacturers feel they 
must compete with us in their distribution? Why have manu 
facturers failed to realize that distribution through whole 
salers is cheaper and more effective? Why do retailers look 
upon us as a necessary evil?” 

The answers to these question and the continuation of the 
long-term “seven point program” was the foundation for the 
convention theme. “More Profits Through Dynamic Team 
work.” 

President Jacobsen stated that the program set up by the 
association was not one which could produce results ove 
night, but it was a sound program that would benefit all con 


cerned if its goal is achieved 


Clinic Sessions 


Morris I. Pickus, president of the Personnel Institute, Inc., 
co-ordinated and planned the association convention this yea! 
He, and his associates, worked to make the convention ses 
sions a practical working clinic for wholesalers and manu 
facturers alike. 

In connection with this, the 61 exhibits set up by manu 
facturers during the clinic were designed to present selling 
aids and promotional programs to the wholesalers, showing 
the way to greater profits for both levels 

The official business session opened Thursday afternoon 
with an invocation offered by Walter Lennartson, OFFICI 
APPLIANCES, and necrology committee and audit com 
mittee reports by George F. Griffiths, Sr., Noesting Pin Ticket 
Company. 

The annual message of President Jacobsen was followed by 
a program review by H. C. Whittemore, secretary-treasurer of 
the Wholesale Stationers Association, and a discussion of the 
program goal by R. R. Moser, Carpenter Paper Company, 
convention program committee chairman 

Mr. Pickus discussed the convention theme and took as his 
subject “Seven Sure Fire Ways to Increase Sales and Profits 
through Wholesalers. He was followed by C. S. Olsen, Rippl- 
Tie Products Company, chairman of the clinic operating com 
mittee, and C. B. Horr, Associated Stationers Supply Company 
who made general convention announcements 


Burbank Speaks 


ifternoon, Paul E. Bur 
NSOEA, offered as his 


At the convention luncheon Friday 
bank, executive vice-president of the 
subject “Sell or Else”. 

He said that it was the duty and the task of the business 
men of the nation to promote and keep the sound economy of 
the United States at the level it now stands. There were, he 


warned, “danger signals” dent that the quality of salesman 
ship was waning. The continuing prosperity of the nation de 
pends upon the ability of its businessmen and manufacturers 
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to sell their products, and, he added, “the consumer must 
benefit from the products.” 

At the afternoon clinic session. James Watson, James Watson 
Associates, New York City, retail sales training specialists, 
offered a dramatic and humorous picture of the salesman in 
his subject “See Yourself As Your Customers See You”. 

[he second part of the afternoon session was devoted to 
a manufacturer-wholesaler panel discussing openly, “What’s 
Wrong with Who?” 

The wholesalers panel, consisting of R. R. Moser, Carpenter 
Paper Company, moderator; H. E. Held, Blackwell Wielandy 
Company, St. Louis; M. H. Chute, Bainbridge, Kimpton & 
Haupt, Inc.; M. S. Pickle, Will Winnes Company, Inc., Cincin- 
nati, and P. A. Rhodes, S. P. Richards Paper Company, of- 
fered their problems, complaints and comments to the manu 


facturers 
Manufacturers Answer 
In turn, they were answered by the manufacturers’ panel 


Olsen, moderator, Rippl-Tie Products 
Jack Mintzer 


which included C. S. 
Company; David Price, Eagle Pencil Company; 





responsible for the planning and 
program were, left to right, M. |. Pickus, Personnel Institute, Inc. 
convention director; H. C. Whittemore, general manager; C. B. 
Horr, Associated Stationers Supply Co., convention general chair- 
man; H. W. Jacobsen, Associated Stationers Supply, president, and 
R. R. Moser, Carpenter Paper Co., program committee chairman. 


CONVENTION LEADERS 


Swingline Inc.; J. D. Pryor, Wilson Jones Company, and H. F 
Fellowes, Bankers Box Company. The discussion, which was 
then opened to comments and questions from the floor, brought 
out many of the common problems facing the two levels of 
the industry. 

Functional discounts, which made wholesaling of merchan- 
dise profitable, were the main demand of the wholesalers who 
feel that the services they offer both manufacturer and retailer 
merits this profit. 

Officers re-elected to second terms beside President Jacob- 
sen included, John H. Conway, Loring, Short & Harmon, 
Portland, Me., first vice-president; Charles W. Lofgren, San- 
ford Ink Company, vice-president; John H. Chipman, Brown 
Brothers, Ltd., Toronto, Canada, vice-president; Marion EF 
American News Company, New York City, vice- 
president; G. F. Griffiths Jr., Noesting Pin Ticket Company, 
vice-president, and Harold C. Whittemore, secretary-treasurer. 
E. W. Blevins, Caldwell-Sites Company, Roanoke, Va., was 
elected chairman of the board of control. 

The Saturday afternoon guest speaker was Edward Berman, 
managing director of the National Salesmen’s Marketing Guild 
Inc., who told the group 
[wo clinics, one on sales 


Springe! 


division of the Personnel Institute, 
to “Tell It Faster—Sell It Faster.” 
meetings and one on merchandising and advertising, rounded 
out the afternoon sessions. 

The 40th annual dinner took place Saturday night and was 
followed by an evening of fun, prizes and dancing at the Chri 
cago Night Jubilee. 

Sunday, the group met for brunch in the Drake Hotel Wal- 
ton Room and listened to a planning-ahead roundtable dis- 
cussion. A committee was to be appointed to study the pos 
sibility of dividing the membership into two divisions, one fot 
wholesale to stationers and one for wholesaling school sup 
e like to variety stores and other retailers 
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ie MODULAR 
Mora Pypuder:than. Lier / 


24" SPACE-SAVING 
DESKS ¢ TABLES ¢ CABINETS 


Haskell’s 24” Modular Design goes everywhere and 
especially where there’s a space problem to meet. For 
Haskell offers the widest range of sizes and the widest 
choice of matched pieces—desks, tables and cabinets. 
All handsome, modern designs and best of all—they’re 
bud get-priced! 


There are hundreds of new offices to be fitted 

and with the high cost of office space, the need 

for economy as well as beauty and efficiency 
points to Haskell! 


There’s a great profit potential for you in Haskell 
Modular Budget Steel that’s worth investigating — 


WRITE TODAY FOR 
MODULAR DESIGN BROCHURE 





303 E. CARSON ST. ¢ PITTSBURGH, PA. 
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ttt HASKELL’S POPULAR 24" BUDGET STEEL 


DESIGN 







NO INTERLOCKING! 
NO ASSEMBLING! 


Because each Haskell piece stands on 
its own feet, you can do so much more 
with Haskell Modular Designs. Arrange 
and rearrange them hundreds of ways. 





YOUR PIONEER STEEL BUDGET LINE 
ae 





99 








é Pe 


¥S and Miscellany | 






ey. 
Be 


Frankel Carbon & Ribbon 


Observes Golden Anniversary 


To progress is to pionee! 

And in 1906—S50 years ago—the Frankel Carbon & Ribbon 
Company accepted the challenge of progress 

The lusty and exciting atmosphere of the frontier still held 
captive its hold on the imagination of the people. There were 
precious minerals to be plucked from mountain crags buried 
under snow and ice; there were lands waiting for the feel and 
bite of the plow; there were the beginnings of commerce and 
business activity. 

They were exciting times 

It was then, a half-century away from the year of 1956, 
that the family-owned and founded Frankel Carbon & Ribbon 
Company opened its Denver plant in a city and time where few 
offices boasted the luxury of a typewriter, and to make a copy 
of a letter required a damp cloth, a copy book and a lette1 
press. 

Much of business correspondence was penned laboriously 
in formal, graceful-flowing longhand. This may, in retrospect 
appear to have a certain stately charm but it most certainly 
did not add to business efficiency or speed 

It was not surprising then that in August, 1906, the first 
month of operation of the Frankel Carbon & Ribbon Com 





E.. WEISBERG 


H. J. FRANKEL 


pany, the books of the company disclosed a sales volume of 
$16.45 which brought a gross profit of $4.87 

Nevertheless, business history—and a _ profit—were being 
made. 

The Frankel Carbon & Ribbon Company was a family 
operated business in the truest sense. Father, mother and son 
carried on every phase of the needs of the new firm, struggling 
to get a foothold on the threshold of an infant industry des 
tined for growth. 

This faith began to justify itself in the second year of 
existence of the Frankel Carbon & Ribbon Company. In the 
second year the company’s balance sheet showed a profit of 
$734.97, as compared to a $676.00 profit in the founding year 
of 1906. 

Progress, no matter how small and slow it may appear, was 
taking its first steps. but the steady ones heading in the 
right direction. 

After the death of his fat 1909, Henry Frankel who 
had literally grown up in the family business from messenge 
boy to salesman, shared the reins of management with his 
mother while working his way through law school from which 
he eventually received his degree 

Summer vacations to young Henry Frankel were a series 
of business trips into the new sales territories of Lincoln, Min 
neapolis, St. Paul, St. Louis, Chicago, and wherever there was 
a market to be developed for the products of the Frankel Car 
bon & Ribbon Company. Henry Frankel was only 17 then 

Finally, in 1923, he took over the entire business after mak 
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ing a decision to forego the legal career tor which he had 
studied at the university. 


From its very beginnings progress was the keynote of the 
Frankel Company. 


lo pioneer means to get there first. The list of “firsts” of 
the Frankel Company are impressive in the field. For example 


the company claims: 


It was among the first to introduce pure silk ribbons. 


It was the first to introduce in this country the printing of 
the scale on top of the stencil itself instead of merely on the 
tympan sheets 


It was the first to manufacture the Film Top stencils which 
revolutionized the industry and received the highest praise of 
all—copied by others throughout the world. 


It was the first to introduce the Plastic Typing Plates for 
film top stencils. 


It was among the first to originate the 18-yard nylon ribbon 
that combines the advantages of the best qualities of cotton 
and silk ribbons. 


And today the Frankel Carbon & Ribbon Company marks 
its long series of firsts by its introduction of the Plioweld, the 
first and only stencil in the world where the film is attached 
to the backs without glue. 


The quarters of the Frankel Company now cover 40,000 
square feet of modernly designed industrial space. It is a far 
cry from its first plant in 1906 which started with $500 capi- 
talization and the faith of a family who believed in an industry 
and held sacred the integrity and quality of its company’s 
products 


Charles E. Reynell, Sales Manager 
of Oxford, Retiring on April 1 

After 32 years of distinguished service 
with the Oxford Filing Supply Company, 
Charles E. Reynell is retiring on April 1. 

Mr. Reynell covered a wide territory 
when he started his career as an Oxford 
salesman in 1924. He ranged from New 
York to Chicago to Texas, and pio- 
neered the Oxford line in many states. 
He was the first Oxford representative to 
travel in Southern states, and opened 
many of the accounts that are today 
among the country’s leading office sup- 
ply dealers 

Mr. Reynell was appointed field sales manager in 1936, and 
became sales manager in 1942. 

Mr. Reynell is planning to catch up with some neglected 
fishing and gardening. The locale for this adventure in leisure 
will be in Florida. 





C. E. REYNELL 









EXCUSE US, 
PLEASE 


a 


A headline in the March issue conveyed the impression that 
G. James Farmer was elected president of Ralph C. C. Cox- 
head Corporation instead of identifying him as president of 
the Canadian organization of that firm. Stuart P. Coxhead is 
president of the parent company. We're sorry 

It was son Bob Kochheiser, whose initials are R. E., and 
not E. R., former NSOEA president, who won Mexican trip 
through Smead window display. The confusion is regretted. 
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Art /V\ at al ...the franchise that puts the dea/er 4 steps ahead 





® finest Reputation for Quality Manufacture 
@ Broadest Range of Lines with Widest Choice of Models 
@ Unequalled Functional Adaptability 


® Superior Sales and Sales Training Aids 


SALES PROMOTION TOOLS 
on Art Metal Product Lines and Art 
Metal Planning Service—long acknowledged 
the industry's best—help Arc Metal 
Dealers close more sales, faster. 
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At Art Metal we believe the greatest asset an office equipment 
manufacturer and its dealers can have is the customer's 
satisfaction. We have found this to be true over the 68 years 
of our experience. 

That is why we leave nothing undone that will add to the 
Art Metal reputation for building the finest quality into office 
furniture and systems—and none but the finest. Functional 
design, engineering, assembly and finish...all combine to make 
each unit shipped from our factories a showpiece of the 
modern case-making or chair-building art. 

Dealers, visiting our plants, tell us the ‘Art Metal way” is a 
revelation in workmanship with steel and aluminum, 

leathers and fabrics...the ta assurance they could desire of 
repeat orders from their customers. Our purpose at 

all times is to justify this enthusiasm...in every respect. 


For 68 years 
the hallmark 
of the finest 
in office 
equipment 
and systems. 
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The Qual-Hide "400" De- 
luxe Expanding Wallet — 
wear-proof QUAL-HIDE stock, 
warm tan color—new LASTI- 
Tl feature—distinctive gold 
design—cloth gussets—for 
conference room, office or 
field. 


























Leatheroid Lasti-Ti Ex- 


panding Wallets — LEATH- 

EROID quality plus improved a 
LASTI-TI for easy opening— ' 
stronger—priced right—red 

rope or cloth gussets—regular 


or partition style. 























The Champion Clasp Poly- 
Pack — for today's self- 
selection market—Cham- 
pion Clasp in polyethylene 
—increases unit sale—re- 
duces sales time—plus prof- 
it magic display rack. 





















The C-Pack Air Mail—com- 
panion to the famous C-Pack— 
ideal for the office or home— 
rigid boxing with eye appeal— 
keeps Blue Line air mail envel- 
opes fresh and neat—modern 
boxing for today's market. 


















INTRODUCING 


The Little Chief of Quality 
Park—bringing promotion 
ideas, new items and other 
dealer aidsto you, he'sreally 
port of your sales force— 
watch for him. 
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New No. 56 Catalog 
Out Now! 






Th sie IP k 


(Product 





—_ 


a 
General Office and Factory, Quolity Park, St. Paul 4, Minnesota — 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois “from the land of lakes and pines” 


102 OA-4/56 OA- 















H. M. STORMS 
COMPANY 


STORMS BUILDING 


-) tele) 4&4. ict: sa. ae @ 
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“The Complete Line — 
That Stands the Test of Time” 


RECORDS 
ETERNAL 
CARBON PAPER 


Curl Resistant 
Slip Resistant 
Long Wearing 


Excellent Quality 


elamalisiclil-metehitiielaiiels 


folate Mie] e-te}i-lame(-lel(-1am elaeliiE RECORDS 
ETERNAL 
wh ielalelelae mm AAsiielal RIBBONS 
Lightweight A standard of perfection 
Featherweight in Fine Cotton Ribbons 
mlelae Mei ulsvelltumelale Mm lalicaliom mialie se, cae 
Service Medium, 
“ Medium Heavy, ; 
. Heavy . 5 > 


STORMS 


SERVICE BUREAU 





The Storms Service Bureau is ready 
to help you with special applications 
of Carbon Paper, Inked Ribbons and 
Carbon Rolls. You are invited to 
consult with Storms whenever you get 
such requests from your customers. 
No obligation, of course. 





H. M. STORMS COMPANY oa | 
Storms Building, Brooklyn 38, N. Y. | 
Gentlemen: | 
[] We would like to know more about the profit possibilities of Records | 
Eternal Carbon Paper and Ribbons. Please send complete information. | 

[_] We would like a «py of the Storms Catalog. | 
NAME Pa eee See RI 
COMPANY NAME nnniescagasliisi | 
ADDRESS detutecaiicle Sos evita ' | 
CITY a ——— (eee > ao 
— <— << <== au au ae ae ee Ge Ge GS GEE GEES Gee GuEe Gums Gee ae eee eee eee ae ae ae ae ae au aa a= eae ‘ 
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Store Modernization 





Remodeled Schiff Brothers 
Designed for Self-Selection 


@ SCHIFF BROTHERS, one of the oldest stationery stores 
in Atlantic City, N.J., today claims to be one of the most 
modern in the communit 

The store, which was founded by the Schiff Brothers in 
1898, remained unchanged in many aspects until last year 
when it was purchased by Lewis and Lester Flink. Now, under 
their direction and with the help of Jenny Schiff Flink, the 
wife of Lewis Flink, the store has been rebuilt to twice its 
original size and includes a free parking area for customers 

The remodeled store was primarily designed for self-selec 
tion, and the added space was given over to many new lines, 
which are still being expanded. First and most important to 
the company was the addition of office furniture and business 
machinery. These departments have grown rapidly 

The utilization of self-selection units, such as islands, peg 
board around the pillars and open self displays on the walls 





ISLAND DISPLAYS . . . make self-selection and browsing easier for 


customers and add fo sales. 
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MODERN .. . in- 
terior and displays, 
including peg board 
on pillars, picture 
right, offer more 
room for merchan- 
dise. 





has brought increased sales, according to Lewis Flink. 

“We have found”, he said, “that self-selection, customers 
are more apt to buy more merchandise than they originallly 
intended to because they spend more time browsing.” 

“Typewriters,” he pointed out, “have been sold on impulse 
to customers who had no original intention of buying them.” 

Since the remodeled store was opened, he added, the Flink 
brothers have learned that customers are being attracted on 
the basis of expecting better quality merchandise. He said that 
the parking facilities now provided have also contributed to an 


increase in business. 


Office Repairmen Exam Annnounced 

The U. S. Civil Service Commission has announced an 
examination for office appliance repairman for filling posi- 
tions in various Federal agencies in the Washington, D. C. 
area. The entrance salary ranges from $1.62 to $2.07 an 
hour 

To qualify, applicants must have had from one to four 
years of experience in the repair of office machines and 
appliances such as typewriters, calculating or bookkeeping 
machines, dictation recording machines, folding or sealing 
machines, mimeographs, and various other types of office 
equipment 

Applications will be accepted until further notice and must 
be filed with the U. S. Civil Service Commission, Washington 
3, mB *% 
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Anticipation of Public Needs 
Builds Kalamazoo Business 


Foreseeing a public need and being the first to supply it 
satisfactorily has built the present substantial business of 
Doubleday Bros. & Company, Kalamazoo, Mich. “Nothing 
but the best” has been the firm’s motto since establishment of 
the business 58 years ago. 

Noting a great need for satisfactory legal forms many years 
ago, the company put in a complete legal-form department 
and has become the largest printer of legal forms in the state 
of Michigan. It was the first printing firm in Kalamazoo to 
put in a complete line of office supplies. Started as a wholesale 
outlet, little thought was given to the retail trade until 1913. 

Color-planning of executive offices in attractive pastel shades 
is a feature of the Doubleday business. Beauty and comfort 
in the office are also factors in the firm’s sales-service ap- 
proach. Consequently, emphasis is given to streamlined and 
artistic office furniture in space-saving arrangements. 

With trained salesmen who competently plan beautiful and 
convenient office set-ups suitable for any business, Doubleday 
stresses comfort and efficiency as business assets. Customers 
are sure of getting what is best for them. No sale is too small, 
no order too big. The littlest order gets as courteous attention 
as the largest. 

Started during the stresses of the Spanish-American war in 
1898, when William McKinley was president of the United 
States and Hazen S. Pingree was governor of Michigan, the 
new company had many problems. The two brothers, then in 
their early twenties, first started as salesmen of printed sup- 
plies for county offices and banks. 

At first they took orders and had them printed by the Kala- 
mazoo Publishing Company. This they did under the present 
name of Doubleday Bros. & Company. Within a short time, 
after purchase of equipment from the Kalamazoo Publishing 
Company in 1898, they did their own printing 

Located on South Burdick street in Kalamazoo, the busi- 
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EXTERIOR . . .and interior views of Double- 
day Bros. & Co., store in Kalamazoo, Mich. 


ness increased very fast. So fast in fact. 
the first offices soon became inadequate 
and late in 1898 they moved to a 
ground-floor location on North Burdick 
street. 

County units, banks and local govern- 
ment offices furnished most of their busi- 
ness at the time. City, village and town- 
ship patronage resulted in the spread of 
the business to all parts of the state. 

The N. Burdick St. location was a bit too far from the 
business district and soon became too small for increasing 
volume. A decision to move was followed quickly by estab- 
lishment at the present location, 241 E. Michigan Ave. Larger 
quarters with double display windows, and more convenient 
office space made it possible to take over distribution of office 
appliance and office furniture lines. 

On Sunday, February 15, 1948, fire destroyed the Double- 
day main floor store and the basement stock and shipping 
room. The press room and bindery on the second and third 
floors were water and smoke damaged. The loss from this 
four-hour fire was enormous. 

With the help of many Kalamazoo’s printing firms orders 
for legal forms were shipped within 48 hours. 

Office space was procured at Hotel Harris next door, and 
storage space was provided by many firms who also helped 
with rebuilding. It was only 10 weeks before the two depart- 
ments were in full operation again. — IP 


Huber Elected Weber Costello V.P. 

The Weber Costello Company, at its 
61st annual directors’ meeting announced 
the election of E. K. Huber as vice- 
president. Mr. Huber has been associated 
with Weber Costello since 1936 and for 
the past several years has served as com- 
pany secretary and director of sales. He 
will continue to serve as director of 
sales. 

Mr. Earle F. Opie, who continues as 
president, stated that the expansion and 
progress of Weber Costello has been out- 
standing and extended markets available 
to the company cause all concerned to look with favor to the 
future. 

Department directors are: Wayne Jervis, chalkboard and 
eraser department; John Guthrie, art materials and chalk; 
W. F. Scarborough, maps and globes; E. M. Lestikow, adver- 
tising; W. A. Jefsen, accounting, and H. B. Dodge, plant. 





E. K. HUBER 
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METAL TABBED 


PRESSBOARD 


FOLDERS 


AND 


GUIDES Notice the bach! 






Weis Metal Tab Folders are really built 
to endure, strong, secure and resistant to 
hard usage and time. The long-wearing 
fabric gusset forms the bottom, provides 
a full inch of expansion. Letter and Cap 
sizes. Weis Metal Tabbed Guides are 
made to take abuse in busy files for 
years and years. Made of fine pearl 
gray pressboard, hard, smooth, oil resis- 
tant. Tabs come in green or black baked 





Lh large windows. All regula 
re pits gre ie and tab ibe ed There: lo. « comacehle ‘aed syplent Wels. fontemnren 
ments. Ask for the new Weis price list. winginn: @Gn ta ennaling, Te gut eat on Leety ARs 7 te. 
makes it as easy as a child’s play to get the insert plus 


the Celluloid window into the slot of the window. No 
waste time, no trouble at all. Two impressions from the 
back secure the insert that never can move or fall apart. 


Another Weis feature—the inserts come in strip form 
with Clear Cell-U-Seal windows, easy to type and to 
separate without confusion. 


© Carpenter Paper Company 
| Federal Stationery Company 
| Associated Stationers Supply Company 
SLANTED TABS make index ROR RIS | Adams, Cushing and Foster, Inc. 





J. A. Hoerner Company 


inscriptions easier to see-—es- 
pecially in Hle drawers at MONROE, MICH. « NEW YORK, N. Y. 


lower levels Recommend 
them 


OFFICE FILING EQUIPMENT - FILING SUPPLIES + STATIONERY SPECIALTIES 
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New Drive-In 
Store Aids 
Self-Selection 





INDOOR PARKING .. . Space is made available for customers of Hoyle Office Supplies, 
Asheville, N. C. The new store was the site of a former motor company and offered a ramp 
from the street level to an ample second-floor parking area. 


@ HOYLE OFFICE SUPPLIES, a sub 
sidiary of Asheville (N.C.) Typewritet 
Company, has recently moved into a new 
drive-in location at 21 N. Market St., 
Asheville, N.C., offering interior, free 
parking space for customers and direct 
access to its self-selection supplies and 
equipment departments. 

James W. “Red” Hoyle, president of 
the firm, said the store provides display 
space in a large store room for office 
supplies. Customers who so desire can 
drive their automobiles into the building 
entrance, up a ramp to the second floor, and park. The layout 
of the business is designed to expedite service and to make 
the handling of machines and equipment as convenient as pos- 
sible. 

The displays, set for self-selection, are immediately avail- 
able to the automobile customer. In the store proper, island 
counters hold “sample” items on top with shelves under the 
counter holding stock. 

The entire wall to the right of the front lower level en- 





SELF-SELECTION . . . Keynotes the lower level display area. Top trance is of pastel peg board, spotlighted with self-color lights, 

view shows the extensive desk and equipment arrangement, with which offers plenty of room for changing merchandise displays 

model offices to the right and supplies to the left. The bottom of featured items. 

picture offers a close-up of the long peg-board display area for The left wall is arranged for office furniture displays in 

yo i items. Storage is provided in the shelves beneath the individual model groupings, and the center aisle features desks 
sit and office equipment in working positions. The rear of the 


store holds the service department. 





MODEL OFFICE .. . Display closeup shows the modern arrange- 
ment of office furniture in ‘‘offices'' separated by cord from beam 
to ceiling, forming a zig-zag pattern dotted with multi-colored balls. 
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The safe that aged all other 
sales 30 years... cvermight! 





“Here’s why my salesmen don’t need 
any nudging...to get out and sell safes,” 


MR. JACK HUNTER OF THE JOHN BAUMANN SAFE CO., ST. LOUIS, MISSOURI 


“You see what I’ve got in my hand? They’re orders. there’s no question that Mosler is the name they 
Not just the routine kind. But the kind that make want on any new record safe they buy. 

the salesman who brought them in drive home at “Believe me, the more time my men spend talking 
night on a cloud . . . and make the salesman who to real prospects about Mosler Safes the better I 
didn’t bring ’em in put on his coat and hat, grab like it.” 

all the sales material he can find on Mosler Record : 

Safes and head out the door fast . . . without my New Mosier products Sint tele dealers dale 
saying a word. profitable sales in addition to the many 

“For thes particular orders are for a Mosler “A” made with America’s finest record Safes. 

Label Safe and for a Mosler “C”’ Label. And when 

you get up in that price league . . . you're also 

up in the big profit league. We are. And so is the 

salesmal 

“Funny thing, though . . . the salesman who sold 

these Mosler Safes didn’t run into near the resist- 

ance you expect when you get up into major equip- 

ment. Seems as if Mosler has opened the eyes of 

a lot of prospects to the fact that their old safe may 


not be giving them the protection they need. And 


IF IT'S MOSLER . . . IT'S SAFE 


Te Mh & 
“ Mosler Safe “7 


HAMILTON, OHIO 





New low cost money safe line Torch-resistant money safes Roto File. volume card file 


World's lara f safes and bank vaults... Mosler built the U. S. Gold Storage Vaults at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
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Whats so different about this calculator ? 


What puts this calculator in a class 
by itself is hidden under its keyboard. 
Instead of the jarring, stop-start ratchet 
drive used in conventional calculators, 
there is a constantly-meshed train of 
proportional gears forming the unique 
mechanical heart of a Marchant. 


This smoothly-geared mechanism is 
exclusive with Marchant. It rotates the 
continuously-flowing dials at a speed 


up to twice the highest speed attainable 





by any other calculators. The Marchant 
mechanism is not subjected to the 
constant metal-on-metal clash of the 
stop-start type of drive. Therefore, a 
Marchant calculator keeps on deliver- 
ing smooth, quiet service year in and 
year out over a longer lifetime. 
Greater speed is vital in these days 
of constantly mounting figurework. Ac- 
curate performance that you can de- 


pend on is vital to efficient, profitable 


MARCHANT CALCULATORS, inc. 


management. Long calculator life is 
vital to holding down capital invest- 
ment in this major type of office 
equipment. 

Yes, it is important to look under the 
calculator keyboard. Take a look there. 
Take a good look beyond. Call in the 
local MARCHANT MAN. What he 
has to show and tell will be of great 
interest to you, of great importance to 


your business. 


OAKLAND 8, CALIFORNIA 
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By Howl 5S way yardstick of 


selection, quality and 
value for all markets. 








STERLING (M-SERIES) 


The ultimate in fine steel office furniture. 
Molded Edge Island Base desks incorporating 
the latest engineering and design achievements 
for the most discriminating user. Available in 


all Decorator colors. 


MDP76 STERLING CONFERENCE DESK 


REGAL - AIRE (R-SERIES) 


Designed for versatility and efficiency, this 
Square Top Island Base desk line is the last 
word in modern, space saving office furniture. 


Decorator colors blend in all settings. 





RDP6O REGAL * AIRE EXECUTIVE LEADER (L-SERIES) 


Rugged in construction, this Four Leg Square 
Top Series, in 30” and 34” depths, with full 
progressive suspension drawer, nylon glide box 
and stationery drawers, full modesty skirt, auto- 
matic slide reference shelves and many other 
features, make it truly America’s steel desk 
LEADER. 











/ 
*Send for ‘‘CHECK and COMPARE”’ catalog 


LDP66 LEADER DOUBLE PEDESTAL 


m HULLSIDE 4.41 Products Inc. vw v3 
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Borough of Manhattan Honors 
Eagle Pencil on Anniversary 

“A young man’s dream of success in a new world, 100 years 
ago, has been culminated.” 

Those were the words of Alfred C. Berol, great grandson 
of the founder of the Eagle Pencil Company, which was hon 
ored by the City of New York and the Borough of Man 
hattan. 

In commemoration of a century of continuous operation in 
Manhattan, the streets bounding the company’s plant were of 


ANNIVERSARY CITATION 


Top—Richard C. Patterson, Jr 
(left), Commissioner of Commerce and Public Events, presents a 


certificate of merit to Alfred C. Berol (center), president of Eagle 
Pencil Co. Certificate honors the firm on its century of continuous 
operation in Manhattan. Borough President Hulan E. Jack, who re- 
named the streets bounding the firm's plant, Eagle Square’, looks 
on. BOTTOM—Blowing out candles on Eagle's 100th birthday cake 
are (from left) Kenneth Berol, Alfred Bero! and Henry Berol. They 
represent the fourth and fifth generation members of the family 
to operate the business. 


ficially designated “Eagle Square” by Borough President Hu 
lan E. Jack. The fourth generation of his family to head 
the business since it was founded, M1: 
a Certificate of Merit from Commissioner of Commerce and 
Public Events Richard C. Patterson Jr 

Berol related how his great grandfather 
this country and was so impressed by the young nation that 
he adopted for his company name and trade mark, the na 
tional symbol of the United States, the 

The eagle has since been depicted on the more than 
billion pencils produced by the company in its 100 year his 
tory, he said. 

Starting with a handful of skilled operators in a small fac 
tory in Yonkers, N.Y., in 1877 the company bought from 


Berol also received 


Daniel came to 


soaring, bald eagle 


| s 
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Roach, the shipbuilder, all the land between 13th and 14th 
Sts. from Ave. C to the East River in Manhattan. This pur- 
chase formed the nucleus of the present complex of buildings 
covering an entire city block and providing 500,000 square 
feet of manufacturing space. 

[The Commissioner and the Borough President felicitated 
Mr. Berol on the centennial and wished Eagle another 100 
years of success. “It’s firms such as yours,” Commissioner Pat- 
terson said, “which help New York to maintain its position 


as the leading commercial center of the world 


Bland, Browne Named Officials 
in Rem-Rand Dealer Sales 
[wo officials have been appointed in the Remington Rand 


dealer Division, according to an announcement by H. A. 
Hicks, vice-president and general sales managet 

S. P. “Jim” Bland has been promoted to national sales 
manager and W. R. Browne is the new manager of the New 
York branch sales office. 

Mr. Bland first joined the Remington Rand Dealer Division 
advance- 


in Chicago as a sales representative. After steady 


7 


» 





a 


W. R. BROWNE S. P. BLAND 


ment he became branch manager for the New York sales of- 
fice in 1955, a position he retained until his recent appoint- 
ment 

Mr. Browne first joined Remington Rand in 1945 as an 
advertising copywriter, later becoming account manager for 
commercial and portable typewriters. In October 1953 he was 
appointed advertising and sales promotion manager for the 
dealer sales division and assistant advertising manager for 
mechanical service and agency advertising, a position he re- 
tained until his recent appointment. In addition to his duties 
as manager for New York sales, Mr. Browne will have super 


vision over the company’s Newark, N. J., sales office 


Campro Company to Build Factory 

Officials of the Campro Company announced plans to erect 
a “Plastics Center” factory comprising plant and office build- 
ing on Route 62, approximately one mile east of Canton, 
Ohio 

Floor area of the factory will approximate 25,000 square 
feet, located on a 15 acre site recently acquired. Ground break 


NEW PLANT 
Canton, Ohio. 





ma) 


7» 


. . for the Campro Company will be erected near 


ing is scheduled for early May with occupancy by November. 
[he factory is being planned as a model of modern effi- 

ciency, according to Campro, with newest techniques in plant 

layout and materials handling employed throughout. 
Campro also plans to continue operations in the present 


four-story factory located in Canton, using the new plant 
as headquarters for a continuing expansion program. 
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with full spring-back action 


| 
| 
Sturgis No. 972-G 
| 
| 


Sturgis No. 672-G e 
| 


Both chairs have the exclu- 
sive Follow-Flex® back sup- 
port that clings to the girl’s | 
back through all motions. 

16% "’ x 13” x 3” coil spring 
and foam rubber seat. 14” x 

8” figure fitting curved foam | 
rubber backrest. Fully ad- 
justable. 
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-and of course they have fiber glass bases 








These two great Sturgis stenographic wonderful Sturgis fiber glass bases. 
chairs have enough fine features to make And Sturgis dealers know that the fiber 
them one-two on the Hit Parade—but glass base is one of the biggest selling 


as if that weren’t enough they also have features on office chairs today. 


The Sturgis fiber glass base is : --------- jisa+ | 
| 















VSELF-LEVELING 
(due to the flexing 
characteristics of 
fiber glass) 


VW SCUFF-PROOF (virtually 
maintenance-free use af 
cloth and clear polish occa- 


sionauy 


| 
| WNOISELESS (due to the 
' lf 


sound absorbing property 
of fiber glass 






Show and demonstrate these 


POSTURE CHAIRS 


Manvfactured in Sturgis, Mich. and Charleston, S. Carolina 
THE STURGIS POSTURE CHAIR CO. « STURGIS, MICHIGAN 
General Sales Offices, 154 East Erie St., Chicago 11, Illinois 
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two great Sturgis chairs and 
they’re half sold. 


Do you have samples on your floor? 













Southwestern Offers 
Assisted Self-Selection 








WALL UNITS .. . dis- 
play brief cases, desk 
accessories, filing sup- 
plies, and commercial 
stationery. All are avail- 
able for inspection and 
selection. 


ISLAND UNITS .. . offer supplies, gift items, scrap books, 
tapes, inks and adhesives, all available for customer's prefer- 
ence at Southewestern Stationery & Bank Supply. 


@ SELF-SELECTION with assistance is the goal of South 
western Stationery and Bank Supply in Ponca City, Okla 

The newly-remodeled office equipment and supply store has 
installed new show cases to display all stock items, and the 


merchandise has been made easily accessible to the customers 
For a further convenience, the wrapping and sales counter has 
been moved to the front of the store. west of the entrance 

Light-tinted green-blue walls offer an unobtrusive back- 
ground for blond show cases, which have interiors of a deeper 
tone, matching the walls. The same shade is carried out in 
accents in the store and also in the background of the east 
display window. 

The west window has been brought to eye-level height and 
made smaller, and new lighting fixtures have been installed 
in the windows as well as throughout the store. 

The basement of the building, remodeled a year ago, has 
the same color scheme to show off the furniture and equip 


ment in model offices and floor arrangements / 
Other Southwestern stores are located in Oklahoma City, : 
. ’ . STEEL OFFICE .. . displays as well as wood can be seen in base- 
Lawton and Amarillo, Tex, ment showroom which features office furniture and equipment. 
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Specify STEELCASE 


whenever you want to make a good office... a /ittle better 





MEMO 
TO DEALERS: 





National advertising like 
this...appearing in 
BUSINESS WEEK, 
ARCHITECTURAL FORUM, 
DUN'S REVIEW AND 

MODERN INDUSTRY...builds 


prestige and sales for 








STEELCASE DEALERS! 
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Two big office space problems . . . placing more workers 
within a given floor space and giving each worker more 
working top space . . . are easily and efficiently solved 
with all new Steelcase Convertibles. 
Convertibles are standard, individual, interchangeable units which 
require no “special” installation. Additional units can be added, 
existing units regrouped at any time to meet changing job requirements. 
Look to Steelcase for the finest in office furniture, especially 
when more than price is a factor and whenever quality, efficiency, 
convenience and styling are of major importance. 


Recent Steelcase installations include major offices for 
Caterpillar Tractor Company * Ford Motor Company * General Mills 


Jewel Tea Company * Lumbermens Mutual Casualty Company 


STEELCASE ING 


GRAND RAPIDS, MICHIGAN 
Authorized dealers in principal cities throughout the country 
In Canada « CANADIAN STEELCASE COMPANY, LTD. « Toronto 
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Furniture Display (Foreground) at Modernized Duke, Inc., Store in Wichita 


Duke, Inc. Opens First 
Wichita Self-Selection Store 


Duke, Inc., Wichita, Kan., on February 24 held an open 
house inviting customers and friends to see Wichita’s first com- 
plete self-selection (with assistance) office supply store, attract 
ing some 2,000 people. 


Fourteen Henry Berry wall cases and 12 arc segments were 
installed; the wall cases being placed in front of the old shelv 
ing adding 70 additional feet of shelving. About half way back 
on the south side of the store, an extra store room was created 
by using a louvered partition and Cellotex panel on which 
printing samples are displayed. This move enabled the firm 
to bring into the store merchandise previously housed in a 
separate building. 


Leading the customers through the furniture display and to 
the printing department is a 45-inch wide arc inlaid in yellow 
asphalt tile and running some 60 feet in length 


The columns in the center of the store have been encased 
with peg board and are now used with shelves to attractively 
display merchandise. The colors, Swedish red and chartreuse, 
were used throughout in redecorating. 


In place of the usual flowers and cigars, a registration was 
held on attendance appreciation gifts. Ten additional prizes 
were awarded those visiting the printing plant across the alley 
from the store. Coffe, cake and doughnuts were served to the 
visitors. 


Earl K. Duke, president of Duke, Inc., started Duke Printing 
& Office Supply Company in June of 1943 and in 1948 pur 
chased the inventory of the Wichita Lithograph Company store, 
combining it in the present location at 132-134 N. Topeka 
Earl K. Duke, Jr., vice-president, is in charge of the printing 
end of the business. Fred E. Pfaff is vice-president and director 
of sales; and Jesse Whitehead is store manager 


The following Travelers attending the opening: 
A. D. Lent, Carter Ink Co 
Paul H. Denig, The Shaw-Walker Co 
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Jack A. Lang, All-Steel Equipment Co 

C. Scott Parnham, Myrtle Desk Co 

Dick Harrison, Butler Paper Co 

Karl Sutton, Western Newspaper Union. 

G. Max Keating, Elmer Krumwiede & Asso 
Waldo Leisy, Edwards Typographic, Inc. 
Cal Homolka, Eagle Engravers 

Ted Brace, Graham Paper Co. 

V. E. Peterson, Dennison Mfg. Co 

W. L. Herndon, Globe-Wernicke Co 

James O’Brien, Boorum & Pease Co. 

Gene Mollohan, Southwest Paper Co. 
Harold Decker, Master-Craft Corp 

E. L. Baker, W. A. Sheaffer Pen Co 

N. J. Hammergren, Minnesota Mining & Mfg. Co 
Herb Johnson, Wilson-Jones Co 

Art Pfister, Smead Mfg. Co 


sae H 





2 Oe ee 4 
HENRY BERRY arc segment cases are used in self selection (with 
assistance) display at Duke, Inc., remodeled store. 
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Appointments... 


Patterson Represents Ferber 


FINGERTIP 


PAT PATTERSON, manufacturers represent- 
ative in the Fifth District, is now repre- 
senting Ferber Corporation, manufacturers 
of the Vu-Riter ball point pen. His head- 
quarters is at 3710 Grosvenor Road, Cleve- 
land 18, Ohio. 


~ 
‘ 2 
> & New Oxford Sales Manager 
x am 
S ‘ Bos , WILLIAM |. THOMPSON, assistant sales 


manager at Oxford Filing Supply Company, 

PROVES THAT TOP PERFORM- has been appointed sales manager succeed- 
ANCE NEEDN'T BE COSTLY FOR ing Charles E. ne whose retirement, 
effective April |, has been announced. Mr. 
as CUSTOMER Thompson joined Oxford in September of 
ZSO0 Five 1955. Previously he had been New York 


branch manager for Diebold, Inc. 


L 


Featuring a plated full progres- 

sive cradle type suspension slide 

using six hardened steel balls and 

4 free floating rollers per drawer = Covers Southwest for Invincible 

insuring effortless operation and 

minimum maintenance. 
H. DOYLE MAY has become associated 

Fie : with Invincible Metal Furniture Company 

as representative in Texas, Louisiana and 
Oklahoma. Mr. May formerly traveled for 
the American Lead Pencil Company in the 
Southwest. His address is 208 Mimosa 


Lane, Lancaster, Tex. 


i 


L500 FILE Ditto Names Dallas Manager 


This non-suspension steel file 

is available in 2, 3 or 4 draw- : ; H. H. MILLER has been appointed manager 
er standard sizes. Attractively . ‘ of the Dallas, Tex., branch of Ditto, Inc. He 
priced, the 1500 incorporates co Sas} was formerly manager of the firm's Houston 
any quality features. Whis- ; branch at 4602 Almeda Road, which he 
pering action in drawer Op- sh will still retain as headquarters. He succeeds 
eration means quiet, smooth a J. A. Noell, who died last year. 

function at all times. 


<“¥ ou Monroe Names Electronics Manager 


ADD-A-FILE 


Your customer builds as he 
grows. Add-A-File provides space 
in confined locations. As need 
for additional filing space be- 
comes apparent, additional draw- 
er units can be stacked on the 


SAM SMITH has been named general man- 
ager of the electronics division of the Mon- 
roe Calculating Machine Company. His 
headquarters will be at the plant in Morris 
Plains, N. J. For the past two years he has 
been acting as management consultant to 
Ete A b Monroe, and prior to that he was manager 

rte. lag ee of the dealer division. William L. Slover 
‘ be used has been appointed business manager of 


(-T} 
oF a the division. 
= fh r E New York Display and representative 


3 
| Arthur Gordon Co. Associated 
+ 206 Lexington Ave., New York 16. N 


ant “4p, 


ESTERM MIG CS Florida Warehouse & Representative 


f 


McBee Chooses Market Analyst 
Mac Weiner: United Office Furniture Cor 


535 N.W. 24th St., Miami, Florida LEO J. WALKER has been named market 
analyst for The McBee Co., division of 
Royal McBee Corp., joining that firm from 


Studebaker-Packard Corp., where he was 
WESTERN MANUFACTURING CO financial analyst. He has also held account- 
e ing posts with Ford Motor Co. and Willys 


AURORA ; ILLINOI!I 5s Motors Corp. In his new position he will be 


located in the McBee general offices at 
Athens, Ohio. 
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on 
Mur-Mills New FLAIR-LINE 


IN CONFERENCE ROOMS 


THEIGENERAL TIPE € RUBBER COMPANY 


~ 


COVERED IN... 


WLLL 





GENERAL 


PLASTICS 


The General Tire 


& Rubber Company A PRODUCT OF 
TEXTILEATHER 




















PENCIL 


to bring you today’s new 
writing tool for the office 


Leading firms across the country are equipping 

their offices with the new VELVET ball PEN .cil 

because: 

* it combines the best features of pencil and 
ball point pen 

e« wood barrel has lighter feel of a pencil for 
top writing comfort 

« improves record keeping, lowers costs, raises 
efficiency in every department 

e nothing to press, click or turn 

e finest ball point mechanism 

e no point to break, wear down or sharpen 

e ink supply lasts for months 





*ci 





3 styles for every writing job: 


¢ Regular. For all general-purpose writing. 
Blue, black, red or green ink. $3.00 per dozen. 
¢ Super Fine. For shorthand and 
extra-fine writing, for accountants, 
bookkeepers. Blue, black, red or 
green ink. $4.20 per dozen. VEILVEI 

¢ Liquid Velvet. For economical, ball PE¥-cil 
fluid “lead pencil’ writing ... and 
erasability. $3.25 per dozen. Sold lh 
only through commercial station- 
ers and selected stationery de- ae 





partments. Order today! Buy the 
economical 
Prices slightly higher West of Rockies dozen packs 


VELWET 








ball PEN:cil 


nothing writes like a Velvet 





Write for sample on your office letterhead. 
©1956 AMERICAN PENCIL CO., HOBOKEN, N. J. 
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Appointments... 


To Direct McBee Business Shows 
eS ROBERT W. WILLIAMS has been ap.- 


pointed director of business shows for the 
McBee Company, division of Royal McBee 
Corporation. Mr. Williams started with the 
company three years ago as a sales repre- 
sentative. He will now be associated with 
R. C. McCormick, customer relations man- 
ager, who formerly handled the shows along 
with his other duties. 





. > 


New Hermes Sales Manager 


JOHN M. COOPER Jr., has been named 
sales manager of the Hermes division of 


t 
Paillard Products, Inc. Mr. Cooper will be a * 


in charge of all sales activity for Hermes : 
typewriters in the United States, making j 
his headquarters in New York. 
To Direct Parker Export Advertising 
GEORGE S. PARKER II, grandson of the 

founder of Parker Pen Company, has been 
named export advertising manager for the 
firm, a newly created position. He will di- 
rect advertising and point-of-sale promo- 
tional programs in 135 world markets. He 
joined a machine tool subsidiary of the 
company in 1952, moving to the domestic 


advertising department in 1953 and then to 
the export division in 1955. 


a 











Choose McBee Branch Manager 


BRUCE A. EVANS, 5405 Holston Hills Drive, 
has been named manager of the new McBee 
Company branch office in Knoxville, Tenn. 
Mr. Evans has been with the company in 
Knoxville since 1950 following other posts 
with McBee in Greensboro and Nashville. 
For the past three years he has been a dis- 
trict representative. 





Works with Sturgis Dealers 


H. C. QUARLES, who joined Sturgis Pos- 
ture Chair Company last fall and served 
in the home office, is now working out of 
headquarters doing sales work and sales 
promotion with dealers. Mr. Quarles, who 
has a background in electronics, is also 
familiar with dealer operations. 


To Manage ‘‘Y and E"’ Dealer Sales 


ROBERT M. LAMSON has been named 
manager of dealer sales for Yawman and 
Erbe Manufacturing Company. For the past 
three years he has been district manager 
covering Kentucky, Michigan, Ohio and ad- 
jacent territories. Previous to that, he was 
affiliated with an eastern jobber. 
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: Modesty convenience of 
is for the birds Sure-Rite 


SUI i) Chon 


: to with the 
crowing about... patented* 


Red Dot 
Seal Tab 


PANai-valer-¥al 
Stencil 


2714 
Walnut St. 
Denver 5, 
Colorado 
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AWARD WINNER! 





Bulman planned and equipped 











HARPER BROTHERS Hi arper Brothers Bulman-equipped 
Greenville, South Carolina store not only won the IBSA award dis 
for its outstanding modernization at the age 
NSOEA Convention, but it is also am 
winning more customers and greater ‘7 
profits. 19: 
ma 
Bulman's flexibility increased the vari- 
ety and amount of merchandise dis- 
played and sold at Harpers without an 7 


increase in their sales personnel 


Bulman’'s magnetism creates a greater 





desire for merchandise. . and related- 
These close-ups illustrate use of end dis- , a i A 
play for high profit items (top) and the item merchandising possible with Bul- 
variable pitch shelves used both sloping : . . 
and level to fit merchandise (bottom) man increases the ratio of impulse buy- 


rine ing. Why not let a Bulman engineer 
help you increase your business and 


profits the award-winning Bulman way. 





DEPT. OA-46 


e Bul corporation 
e. Th UImMAaMN Corporatio 


— = Grand Rapids 2, Michigan 


GRAND RAPIOS 






; Ne 


The Greatest Name in Self-Selection | ‘. 


tor 
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Appointments... 


New Changepoint Representative 


JOHN E. KAMAK, Kamak Sales Agency, 
1130 Applegate Ave., Elizabeth, N.J., has 
been appointed representative for Change- 
point, Inc., in Pennsylvania, Delaware, Mary- 
land, Washington, D.C., and New Jersey. 
Mr. Kamak is a graduate of Rutgers Uni- 
versity and was a senior field representative 
for the Burroughs Adding Machine Co. 





Directs A. B. Dick Sales 


—. P. JORDAN, JR. has been named general 
f A. B. Dick Co. He will 
be responsi r the sales of all company 
products throughout the United States, di- 
ecting the activities of regional sales man- 
agers, the national accounts department and 
the company's branch sales office in Detroit. 
He has been with the company since 1935. 


saies manag 








Stockwell & Binney Appoints 
Two Assistant Sales Managers 

Stockwell & Bin- 
ney Stationers, San 
Bernardino, Calif., re- 
cently announced the 
appointment of two 
assistant sales man- 
agers at branch oper- 
ations. 

Sam W. Ryan has 
2 ; \ been named assistant 


7 sales manager of sta- 


> =f 
o* 


ay i 





tionery and _ equip- 


S. W. RYAN TOM BRASHEARS ; 
ment at the Riverside 
istrict, and Tom Brashears has been appointed assistant man- 
er of m: nes in the Pomona district office. 
Mr. R been with the firm for seven years, with a 
wo years \ hile he served with the Marines in Korea as 
Captain. Mr. Brashears has been with the company since 
953, ma g an outstanding record in typewriter and 





Harlacker Heads Horder Division 
of Advertising Specialties 


Horder’s, Inc., of Chicago on Feb 
ruary | established a new advertising 
specialties division with Jack Harlacker 
as manager. This old established office 
supplies and equipment firm intends to 
feature new ideas in creative selling. 


“We will carry all imprinted specialty 
items, engraved and stamped merchan- 
dise, and will offer to the trade different 
and exciting ideas in gift giving,” says 
Mr. Harlacker. All inquiries by manufac- 
turers interested in being represented by 
Horder’s should be addressed to him. 





JACK HARLACKER 


New Orleans Firm Incorporates 


The ¢ Office Equipment Company, 328 Carondelet 
St.. New O La., has been incorporated with a capitaliza- 
m of § IHR 
OA—4 /56 





Chair courtesy Shaw-Walker Co. 


Office managers lean 
heavily (and safely 
on Flo-Tilt controls 


Nothing turns office managers grey faster than the 
sight of top brass suddenly hitting bottom when the 
tilt controls of their chairs give way. 

This can’t happen with Flo-Tilt controlled chairs, 
however. A Bassick exclusive, Flo-Tilt operates on the 
torsion principle—using rubber encased under a 
40,000-lb. pressure instead of springs that can fatigue 
or break. Tilting action is easier, smoother, safer. 
Needs no lubricating. 

That’s why smart office managers put their money 
on Flo-Tilt controlled chairs. Make sure you have this 
important sales advantage in the chairs you sell. THE 
BASSICK COMPANY, Bridgeport 2, Conn. In Canada: 
Belleville, Ont. 


How to tell a Flo-Tilt control 


orn 
4 N 
/ aw, me = 
\ jvrai 
‘Sa 


This rubber encased torsion 
cylinder controls the tilting 
action. 














There are no springs! Neat 
clean appearance. Cannot 
squeak! 
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MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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ELMERS GLUE ALL 


in the handy 
squeeze bottle 


THAT TAKES 
THE GOO OUT 
OF GLUING! 














Here’s the 
modern plastic glue 
that sells on sight! It’s 
quick-setting. Dries clear, won't stain. 
Forms a strong, durable bond. Ideal 
for dozens of uses around the home. 
Does a superior job of gluing wood, 
paper, cloth, pottery—any porous 
material. Display it prominently 
for volume impulse sales! Avail- 
able in 114 o0z., 4 0z., and 8 oz. 
squeeze bottles, and glass jars. 


ALSO AVAILABLE 
IN THE CONVENIENT % OZ. 
PLASTIC TUBE 


a 





e SATURDAY EVENING POST 
e POPULAR MECHANICS 

« POPULAR SCIENCE 

e BETTER HOMES & GARDENS 
e SUNSET 

e BETTER LIVING 

e GOOD HOUSEKEEPING 

e PARENTS 


ELMERS GLUEALL isthe one for you! 


THE BORDEN COMPANY 
CHEMICAL DIVISION + 350 MADISON AVE., NEW YORK 17, N.Y. 
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Visual Displays to Keynote 
McCloy’s New Store 


New fixtures highlighting visual displays will set the trend 
in the new McCloy’s “Business Man’s Department Store” 
in Pittsburgh, Pa., when it opens this Spring. 

The company, known in the office equipment field for 77 
years, will move into a new four story building at 621-623 
Liberty Ave. sometime on or about May |. 

The building is being remodeled at a cost in excess of 
$100,000 with a two and one half story visual front of porce- 
lain, enamel, glass and aluminum. 

Ben Weinberg, president of the company, said the new 
building contains more than double the floor space of the old 
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NEW MCCLOY ... office equipment and furniture store in Pitts- 
burgh, Pa., will open soon. 


location. The first floor will be devoted entirely to office 
supplies and social stationery, with greatly enlarged depart- 
ments offering an opportunity for self service. Visual displays 
will be the keynote in both fixtures and the selling area. 

[he second and third floors will display a larger and more 
complete selection of nationally known brands of office 
furniture and equipment. Model offices will be designed to 
help customers visualize their individual needs 

Mr. Weinberg said the Special Planning Service will be en- 
larged to offer greater personal service in planning and equip- 
ping offices 

All displays and lighting effects in the new store have been 
worked out by Melvin Meth, store manager, and Stanley 
Swierkowski, in co-operation with the architect 


Burroughs Reveals New Lease Plan 


A new merchandising policy that permits customers to lease 
as Well as purchase Burroughs business machines’ has been an- 
nounced by Noel L. Mudd, general sales manager for Bur- 
roughs Corporation. Until now, Burroughs machines have 
been available only through purchase 

Burroughs is making all of its adding machines, calculators, 
accounting and statistical machines, microfilm equipment and 
dozens of other business machines available through the plan. 

The plan allows any businessman, large or small, to have 
the modern business machines he needs now without capital 
investment, Mr. Mudd pointed out. He cited the leasing of 
automobiles and other equipment as common business practice 
today. The full line of Burroughs equipment is available on 
the same basis. 

Under the Burroughs plan, rental payment can be made on 
a monthly, quarterly, semi-annual or annual basis. Customers 
may apply 75% of the rental fee paid toward the purchase 
of the machine they are leasing if they wish to do so at a 
later time, Mr. Mudd said. 
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TRANSPARENT! DURABLE! 


yo CUTTING 
NO INSERTING 
yo MOISTENING 


First time in the stationery 
field pre-printed, pre-cut 
tabs that serve every index- 
ing need! 

You n now offer cus- 
tomers ready-to-attach, pres- 
sure-sensitive tabs in alpha- 
betical, numerical, monthly, 
daily, geographical and any 
type of special index! 

Over pre-printed sets 
now available as stock items, 
plus “Ty; ur-own” style 
that you type or write on 
yourself. Requires no tedious 
cutting, inserting, or mois- 
tening. May be attached 
instantly to any material 
includir etate sheet pro- 
tectors 

THE 
REVOLUTIONARY 


INDEX TABS! 


*Registered 


patent pending 


SPECIAL INDEXES AVAN ABLE OW OROER IW anv colon COMBINATIONS 


|. 


WORLD'S NEWEST 


INDEX TABS 


“A REVOLUTION IN INDEXING” 


hhbbies 


NODOEK Tass seas 


Select Yan Cun - TH ahe Y ost Own 


CAR? RESISTANT 
REESE RESISTANT 


she OT 8 mer BES TAN 


SIMPLEST awed FASTEST of ALL IWOEK METHODS 


a oe 


omer Ss 
= ,/) Sy [rer y 
5-1 2 











Bp Ia » 


| 
| 
| 
| 
i 


| 


Gnd BEST 6 





900 N. FRANKLIN ST., CHICAGO 10, ILLINOIS 





READY-TO-ATTACH! 


Basic Styles — 
Dre-printed and 
Tupe-yout-owe ! 


Presented in an attractive, 
self-selling, self-stocking 
counter display. Compact— 
it contains 105 assorted sets; 
fills all requests promptly 
and profitably. 

Several hundred counter 
displays now in use show very 
heavy impulse sales. 

Strong repeat business 
from first-time buyers chang- 
ing over their existing in- 
dexes to Superior-Tabbies. 
So much better, they are 
truly revolutionary! 

A quality product through- 
out with large profit margins. 
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SAMPLES, prices and literature sent free on request 





THIS ADVERTISEMENT 


ERE’S one executive who isn’t 

caught without the facts when 
something big is in the making. He 
knows that in business today, time 
is the most critical factor. He’s taking 
no chances on missing a sale or dam- 
aging customer relations because of 
delay in locating correspondence or 
other records. 

That’s why he likes his new Shaw- 
Walker filing system. For it has been 
deliberately ‘‘time-engineered”’ to 
assure split-second finding. And that 
is true of all Shaw-Walker systems. 
They are expertly simplified for speed 
and easy use. 

Ever since 1899 Shaw- Walker has 
been helping American business by 


“Built Like a 
& Skyscraper” 





APPEARING 


IN BUSINESS WEEK, NEWSWEE 


simplifying office work, thus adding 
to the productiveness of workers and 
releasing the most valuable time 
there is, the time of management. 
This experience is yours for the 
asking—to speed your record keeping 
or to time-economize any office oper- 
ation. For Shaw-Walker makes every- 
thing for the office except machines 


Finding is fast because papers ~__— 
are automatically classified as 
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K, TIME AND U.S. NEWS 





on a econ Foe gi Ut night fore," 


—chairs, desks, Fire Files, filing cabi- 
nets, loose-leaf and payroll equip- 
ment—each “time-engineered”’ for 
the needs of every job and worker. 
If you are setting up a new office, 
or merely wish to modernize, make 
sure you use Shaw-Walker through- 
out. It will help you make the most 
of every minute, every working day. 
—_—— 


Positive 
out-of-file, 


control over all papers 
and simple automatic 







to importance... top-ranking re Tey follow-up of letters in file. 
customers, active correspond- Sg ‘ Wy WW F 
ents and infrequent corres- 1 wie] Y ee : ’ 
pondents. p= =i rhis is only one of Shaw-Walker’s 
/ —<— = V, eight ‘“‘time-engineered finding 
= systems for records of any kind, 
Mistake-proof guide headings / . 7 ya in one drawer or 1,000. 
eliminate figuring and guessing. ’ —-] 
The booklet, “Time and Office Work,” is packed with ideas for stretching office 
for time. A wealth of information on “‘time-e ngineered office systems and 
write equipment. 36 pages! Many color illustrations! Write today, on busi- 
BOOKLET ness letterhead to: Shaw-Walker, Muskegon 99, Michigan 
Largest Exclusive Makers of Office Furniture 
| ] 4 ] 4 t and Filing Equipment in the World 
— 
A KE Executive Offices at Muskegon, Michigan 
Branches and Dealers in All Principal Cities 
OA—4 /56 
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Modern Showroom Steps Up Sales 
for Franklin Stationery, Wilmington 


4 moder ywroom has proven to be an excellent sales | 


inducement Franklin Stationery Company, Wilmington, 
Del., exp npany President Herbert Steinberg. 

Recently, Franklin Stationery Company opened a new and 
modern sho right close to the heart of the Diamond 


State’s heavy siness district. Because of space limitations, 
the firm co lisplays to one item of everything handled 
in office which includes several lines of wood and 
steel 

Since the of this modern showroom, salesmen have | 


been invitit prospects here and a sizeable amount of 


HERBERT STEINBERG 


to a custome 


demonstrates a typical office layout 


walk-in’ | has resulted. The firm has limited its displays 
0 several desk { chair combinations placed on the center of 
the floor a1 vidual groupings around the sides. 

We hav yund that showroom selling increases the possi 
ility of a nd also results in selling higher quality furni- 
ture and m¢ relates Mr. Steinberg. “In the warehouse 


ld only 


previously show the prospect the particular 
tem he wa ted in. We couldn’t move furniture around 
ind couldn’ ke very good displays. Currently however, they 
get a bette f the furniture we are selling and when they 
see the lay« spires them to buy.” 

The \-minute camera has been converted into an 
excellent si ol by Mr. Steinberg. He always takes a before- 
nd-after pic any office that he is equipping. He presents 
copies of tl photos to the customer himself in a folder that 
carries hi idvertising and retains a set for his own fu- 
ture USé 

After 2 business under two “separate roofs”, the 
Franklin St Company combined their operations and 
ocalized in o ding. Previously, the stationery and office 


riture business was handled from one location and their 
printing business from another.—PI 


rubber stamr 


Ditto Begins Production in New Plant 


Start of manufacturing in its new _Lincolnwood 
plant ha innounced by Ditto, Inc., Chicago manufac 

er of off plicating equipment and supplies. 

Manul facilities previously located in its Parker 
Ave. plant cago’s West Side have been entirely relocated 

the 312,00 re foot plant at Pratt Ave. and McCormick 
Rd 

Before s the company expects to consolidate all its 

nufac administrative facilities in the new plant. 
hese scattered over four Chicago locations 


| 








we, FULTON 


BUSINESS OUTFITS... 


the New, Improved all-purpose kits are 
America’s Number One choice for qual- 
ity and value ...designed to yield 
BIGGER PROFITS and REPEAT BUSINESS. 











FULTON NO. 2 DE LUXE BUSINESS OUTFIT 


1 
2 Dozen to packer. Satisfaction gvaranteed 


hy TOW +n 


*erp,, 





FULTON BUSINESS OUTFITS 


42 Dozen to packer. Satisfaction 


gvaranteed. 





FULTON 

RUBBER TYPE 

OUTFITS 

are made 
extra 


Consists of holders, stamp 
pad, tweezer, and finest 
quality rubber type. Sets 

are attractively designed 

and can be used for notices 
pricing, addressing and labels 
Order now! Prompt delivery! 


Write for catalog No. 52 
FULTON MARKING 
EQUIPMENT COMPANY 


82 Fulton Street 
Elizabeth 1 


New Jersey 
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DEALERS — A 
you with these top quality mats 








Wherever people work standing 
theyre happe” 
less fatigued — 
more Cfrciende 


when they are standing on 


ee “Couto 


MATS AND RUNNERS 


e8 MARBELIZED COLORS 
e BEVELED EDGES FOR SAFETY 
















tremendous UNTAPPED market awaits 





CONTACT US TODAY 
THE HYGIENIC DENTAL MFG. CO. 





DEPT. A, AKRON 8, OHIO, U.S.A. 





Royal Typewriter Advances 
Four in Sales Organization 

Four new appointments were recently announced by the 
office typewriter and supplies department of the Royal Type- 
writer Company. 

W. H. Lewis, formerly western regional sales manager, has 
been advanced to assistant manager of the department. Mr. 





W. H. LEWIS V. F. BAUMHEFNER 


Lewis joined the company in 1932 and previously was man- | 
ager of the eastern region. i 


V. F. Baumhefner, formerly Oakland district manager, takes 
over the direction of the western region. He joined the firm 
as a Roytype salesman at San Francisco in 1945 and has pre- | 
viously served as assistant district manager there. 

H. C. Draper has been appointed manager of sales adminis- 





W. W. CONLIN 
tration. He joined Royal in 1920 as a clerk and advanced to 
the position of assistant sales manager of the office typewriter 
department, a post he held until his present assignment. 

W. W. Conlin, formerly production controls superintendent 
at the Royal plant, has been called to re-enter the sales field, 
replacing Mr. Baumhefner in the Oakland district as manager 


H. C. DRAPER 





Doro Adds Space for Expanding 
Operations at Chicago Plant 

Doro Manufacturing Company, 220 W. Institute Place, 
Chicago, manufacturers of wood office desks, tables and 
costumers, has added the first and second floors comprising 
14,000 square feet of space, to the two floors now occupied 
in the present factory building. 

It is planned to move the firm’s general offices to the main 
floor along with the shipping and receiving departments. 

The additional space was needed to take care of increasing 
business despite the fact that Doro in the past year has opened 
two other outside factories on Chicago’s near North Side. The 
firm also has a showroom in Miami, Fla. 


‘Financial Notes 


Friden Calculating Machine Co., Inc., San Leandro, Calif—At their 


tockholders re-e 





r share dividend was vote for stockholder payable Marct 
record as of February ¥ Friden re jair f 26° 
year with a record ye f $31,3 Continued sales gain 
e ming year ‘ nt 
id punch and adding hine, new product troduced recent 
} | wit! i complete line t y t 
National Blank Book Company, Holyoke, Mass.—The mpany had record sale 
f $11,436,4 the year that ended November 3 R >. Towne, pre 
This was 15.8% above the previous record high of $9,873,409 
1954. Net me for the year just ended $580,98 r $6.45 per share 
ared with the pre s year’s $452,811, or $5.03 
Marchant Calculators, Inc., Oakland, Calif.—The corporat reported 1955 
are of $2.75 Net income after federa ome taxe was $1 552 5 
W $988,734 or $1.75 per share 1954. Net sales ome for 195 
was $22,185,811, compared to $19,240,268 in 1954 
Royal McBee Corporation, New York City.—A total of 187,113 shares o 51° 
f the 191,884 additional shares of nmon stock offered t n stockholde 
which expired yesterday ruary 15 were bscribed for. The 4,77 
bea stock wil be fC hased by the ar f f nvestment bankers 
Loeb & Co. which underwrote the offer ' 
' 
. 
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Royal's newest portable, the Royalite,* will be intro- 
duced to your prospects through national advertis- 


ing in May. It taps a great new market. . . the 
lowest-priced portable in the Royal line. . . only 3 
inches high . . . weighs only 8 pounds... . a full-sized 
keyboard . . . beautiful new-design carrying case . . . 


rugged in the Royal tradition. 


Here’s your own promotional program. Take full 
advantage of it! 


... Point of sale material most compelling ever. 
Points profits your way! 


. National 4-color ad in Life magazine reaches 


5,400,000 prospects between 10 and 19 years old. 


Your market for Royalite! 


OA-—4 /56 


~ New Royalite’ national advertising busts loose in May! 


...In Scholastic (Sr. unit) national ad reaches 
682,000 high schoolers. Your market for Royalite! 
.. . With Scholastic Roto the national ad reaches 
1,051,000 more teen-agers. Your market for Royalite! 


Nab your Royal Portable Representative quickly! 
Get your promotion material! 
Oil up your cash register and start counting profits! 


*Royalile is a trade-mark of the Royal McBee Corporation 


ROYAL portable 


Standard «+ Electric + Roytype” business supplies 


Royal Typewriter Company, Division of Royal McBee Cor poration 


129 











[IG 


Springtime Sales Springboards... 





tou Mothers Day... tor fathers Day... tor Ginaduition... 


Gay as that special day in May! For Dad’s desk—at home or A lasting gift that’s sure to be 
New Esterbrook PETITE-PAK Set. office. Famous Esterbrook 444 treasured. The new Esterbrook 
Purse pen and pencil, with matching Desk Pen Set is always ready ““K”’ Pen and Pencil combine 
case. Pink, peach, blue, aqua, yellow, to write. 30-day money-back traditional Esterbrook quality 
orchid. A must for mother. guarantee to your customer. with smart, new, deluxe styling. 


Consistently advertised in leading national magazines. 


Choose the right point for the way you write—by number 


More than 30 interchangeable point styles 


JUST THREAD = c Lf. 
THE POINT INTO — 
THE BARREL! w& om sf 


AMERICA’S OLDEST PEN MAKER 


The Esterbrook Pen Company, Camden 1, New Jersey «* The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontarie 
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“Fine Hardwoods Selectorama’’ Offered 
As Guide to Over 400 Hardwood Species 

The “Fine Hard 
Selectorama,” 
a handy reference 
guide just published 
by the Fine Hard 
woods Association, 
American Furniture 
Mart, 666 Lake Shore 
Drive, Chicago, is de 
signed for anyone 


Ww oods 


who specifies, buys or 
sells hardwood and 
hardwood prod 
ucts. More than 400 
commercially avail 
able species of hard 
woods are described 
giving geographical 
sources, color, pattern, 





ri ymmmon uses, availability, and general price 
cross-referenced under the various names 
known in different localities and countries 


characte 
range A] 
by which 

In addit +6 of the most popular hardwood figure 
re handsomely illustrated, 38 in full-color, as 


and specie 


a further specifying or identifying woods. 

An esp valuable feature of this 60-page reference 
book is of the comparative physical properties of 65 
of the m« widely-used hardwood species. Each wood’s rat 

gs are § specific gravity, weight, strength, stiffness 
hardness h sisting ability, bending strength and shrink 
age 

This cl ents authentic data most interestingly com 
piled. It p the designer, architect and other specifiers 
quickly fir woods with the specific physical properties most 
equired fo! 

The “Sel will make it easy to select precisely the 
right wood job, depending on the mood, shade, lustre, 
pattern, text price and various physical properties de 
sired. By discovering woods less commonly used but readily 
available, the reative designer can readily achieve subtle 
differences in mood and gain individuality in designs fo 
architectur nteriors, furnishings and other products where 
ippearanc portant. 

4 discussion of wood finishes, and a review of recent hard 
vood techni and manufacturing developments such 


is advanc olded plywood, of compreg, impreg, and the 


perfecting engthy research, of burn-resistant “Beauty 
guard” har olywood are also included in the “Fine 
Hardwoods Selectorama.” 

Furnitur nd television manufacturers, cabinetmakers 
irchitectu odworking concerns and other users of hard 
woods w find the “Selectorama” an indispensable working 
tool 

Distribut retailers of hardwoods and furniture will 
ilso find tl Selectorama” most helpful as an aid to thei 
selling, pro on and advertising departments in describing 
products made of the various hardwoods. The “Selectorama”™ 
sO makes valuable reference addition to school, college 


ind comr ibraries, and a handy manual for the wood 


vorking hol 


Copies of 1 Fine Hardwoods Selectorama”™ can be ob 
tained direct from the Fine Hardwoods Association at less 
than cost, $ 0 per copy. Substantial discounts are allowed 


on quantit 


Irwin Casper, Inc., Now Offering 
VMP Mobilwalls as Distributor 


Irwin Casp Inc., 401 Broadway, New York 13, N.Y., is 
now natior listributor for VMP Mobilwall Jr. units manu 
factured by Virginia Metal Products, Inc. of Orange, Va 

The N York firm is presenting these movable partitions 
is being to assemble by regular company personnel. Units 
ire said t nterchangeable and office layouts can be re 
rranged necessary. 

Hlust rature is available from the Casper firm 
OA-—4/56 


New Booklet tells of . . . 


160 Ways 
to Use 
AUTOMATIC 
TYPING 


GET YOUR 





IT’S NO SECRET that individually typed 
letters bring better results. But hand 
typed letters can become very expensive 
when used in volume for routine corre- 
spondence or direct-mail selling. 


AUTOMATIC TYPING of personalized let- 
ters by Auto-typist equipment is the 
economical solution. Just how automatic 
typing can be used to cut costs and in- 
crease returns is contained in the 16- 
page booklet, ‘“‘How to Use the Auto- 
typist.”” Present applications by busi- 
ness, industry and institutions are listed 
along with comments on the equipment. 
Fill out the coupon to receive your copy. 





AMERICAN AUTOMATIC TYPEWRITER CO. 
Dept. 74 
2323 N. Pulaski Rd., Chicago 39, Ill. 
Gentlemen: 

Please send me a copy of “How to Use 
the Auto-typist’’. 
Name 
Company & Title 
Address 


City Zone State 
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VINYLITE PLASTIC 
LABEL HOLDERS 





“will not warp, curl or crack” 


SO EASY TO USE 


1. SNIP—You the desired 
easily and quickly. 


can cut to size, 


2. STRIP—Remove 
ing to expose 
vated adhesive. 





3. STICK—Apply with finger pressure. It 
sticks permanently to metal—wood—cork— 
glass—plastic—any clean surface. 





back- 
the acti- 


Higgins Ink Counter Card 
Receives Merit Prize 


Higgins Ink Com. 


pany, Inc., has been 

it honored with the 

- - — award of special merit 
HIG 5 If = i t> for excellence in pres- 
. el entation by judges 


AMERICAN WATERPROOF 


of the exhibit of the 
New York Employing 


DRAWING INKS 


a 








Printers’ Association, 

The winning de- 

sign Was a new 

counter color card 

featuring the  firm’s 

: =. line of black and 
HIGGIRS colored drawing inks, 
The card was pre- 


pared and printed by 
Pantone Press of New 





York and is an ex- 
ceptional example of 
accurate color print- 
ing, depicting true 
colors of the ink. 
Its impact was 
heightened by its 
small size, 8% inches 
by 12% inches, holding a drawing ink carton and bottle. 
Seventeen colors were used in the printing process, two or 
three at a time depending upon sequence. The card agrees 
with the Ostwald color system. 
Free Booklet on Hiring Offered 
The Martin Publishing Company, P. O. Box 2016, San 
Diego 12, Calif., is offering a booklet entitled “How To Hire 


Requests should 


Office Personnel” to anyone wishing a 
be made on company letterhead 


COpy 














Fe) 
ae 2 


4. INSERT—Insert label or 








card. It’s open on three 
sides for your conveni- 
ence. 








HUNDREDS OF USES 


You can enjoy neat attractive 
labels anywhere in office, factory 
or home. 
on desk trays 
library shelves 
display units 


AVAILABLE IN 3 SIZES 


Ten 6” strips per package— 
PS-"% A" 6"—PS-% %" 
x 6"—PS-1 1” x 6” 

Special Sizes on Request 


CONVENIENTLY PACKAGED 


In individual plastic packages, | 
including both Holder and Label | 
Cards. 


cabinet drawers 
storage shelves 
parts bins 





| 

| 

| 

| 

| 

| 

| 

| FOR AUTO DEALER 
| PARTS BINS, ETC. 
| 

| 

| 

| 

| 

| 








FOR SUPER MARKET 
FOOD SHELVES 


Available from your Office Supply Dealer or for information write to 


Office Products Ine. 


Detroit 27, Michigan 


Canadian Distributor 
The Luckett Loose Leaf 
Toronto 2B, Ontario 


9920 Freeland Ave. . 


West Coast Distributor 
171 2nd St 


Arch K. Ansty 
San Francisco 5 Limited 
Territories available for Dealers and Distributors 
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easy to operate—easier to sell... 
the new ALL- ELECTRIC 


REGNA ADDING MACHINE 


Fingertips literally float over the moulded keys... everyone who tries 

this sturdy and dependable REGNA becomes a “high speed” operator . 
everyone who sees it admires the streamlined styling, the legible 

keys and listing, the clear curved window for maximum visibility. REGNA’s 
rugged Universal Electrolux Motor does all the work—chases fatigue— 
increases daily employee productivity! 


Swedish steel, Swiss precision counters; 











lifferent capacities from 6 total 7 up; 
fully automatic safety keyboard; rear 
rubber rollers for portability; in 
ight grey and ivory. 

\4lso—low-priced hand 
perated models. 


REGNA CASH REGISTERS, INC 4 
175 Fifth Avenue, New York 10, N. Y. 





Gentlemen: 

Please send more information on the new Electric Regna 
Adding Machine and outline advantages of becoming a Regna 
Dealer. 


Name 
Address 
IN CANADA: R » Cash Registers of Canada Ltd., 704 Notre Dame St. 
Montreal, Qu and Business Equipment Machines, 489- R King St. W., Toronto, Ont. 
OUTSIDE NTINENTAL U. S.: Jorgen S. Lien, Box 507, Bergen, Norway. City Zone... 
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THE STANDARD 8. The standard office ma- | ‘IC 











chine designed and constructed for extra years and 
of maintenance-free service. It has every office | diso 
machine feature plus such Hermes exclusives as 
full 1114” writing line, notebook holder and key cons 
jam release. Priced at a low $169.50 Plus F.E.T. serv 
Pg Nore “oan Pp! 
Oe NS 2 hit 5 
seeenanamnes excl 
TIC 
the | 
com 
rece 
MO 
win 
» * attr: 
THE AMBASSADOR THE AMBASSADOR THE 2000 PORTABLE. THE ROCKET PORT- 
VERSION III. A de luxe VERSION I. The world’s A full-sized portable with ABLE. A modern, full 
office typewriter at regu- finest de luxe office type- every office machine fea- featured portable that 
lar prices with these out- writer. It features the ture. It’s the only portable weighs only 8 pounds. It’s 
standing features: auto- Hermes electric carriage on the market with both the lightest portable in 
matic paper insertion return, the decimal tabu- key-set tabulation and au- the world, yet it has the ' 
lever, quick, easy carriage lation plus all the other tomatic margin. With de touch and action of a full- ' 
interchangeability, 46-key unequalled Ambassador luxe case it’s still dollars sized machine. Makes up 
keyboard and an exclusive features. It’s versatile and less than other full-sized to 6clear copies. It’s priced 
Hermes notebook holder it’s Swiss precision made portables. Priced at only low, within everyone’s 





for maximum typing ease. Only $248.50 Pius F.E.T $107.50 Pus FET budget. $69.50 Pius F.E.T. 
$192.50 Pius F.£.T 
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\ protection and promotion 


ror THE HERMES veaer 


The PROFIT, PROTECTION and PROMOTION offered by Paillard 
can be yours, too, under the unique Hermes Dealer Plan. As a Hermes 
dealer, you will not only receive these three great benefits, but you will 
also be building a group of satisfied customers who have become the 


profit Your most obvious PROFIT 


results from the larger mark-ups on the entire 
line of Hermes typewriters—a full 40%! And none 
of this margin is eaten up in maintenance costs 
since Hermes requires far less initial adjustment 
and far fewer call-backs because of mechanical 
disorders. Each Hermes is a precision product of 
conscientious Swiss craftsmen. Complete factory- 
service support is given to each dealer through 


proud owners of these Swiss precision-crafted typewriters. 


the New York and Los Angeles offices, where a 
complete supply of parts for every model is 
available. 

Another profit benefit is that you, as a Hermes 
dealer, will be given an exclusive territorial 
arrangement in your own area. You will handle 
the entire line of Hermes products—both port- 
ables and business machines—and no one else will 
be competing with you. 





protection This same matter of 
exclusive territory is also part of the PROTEC- 
TION offered by Paillard. You alone benefit from 
the sales potential of your assigned area, without 
competition from factory sales offices. You will 


have complete price protection, too, since Hermes 
products are available only through authorized 
dealers. And you will have the protection of the 
guaranteed quality that is the essence of these 
precision-crafted products. 





p romo t i OM The Hermes dealer 


receives strong support from Paillard in PRO- 
MOTION. Handsome displays for counter or 
window, to present the Hermes typewriter in an 
attractive, compelling manner. Posters for coun- 


ERMES 


A PAILLARD PRODUCT 


PAILLARD PRODUCTS, INC., 100 Sixth Avenue, 
New York 13, N. Y. 


OA-4 /56 


ter, window or wall, featuring Hollywood stars 
Gary Cooper and Dorothy McGuire with the 
Hermes typewriter. And in the fall, Hermes prod- 
ucts will be featured by an outstanding TV per- 
sonality on national network television! 


Become a HERMES dealer! -----7 


! 
| A limited number of exclusive Hermes franchises are | 
| still available. For further details on how you, too, might 
I benefit from Hermes’ Profit, Protection and Promotion, | 
| mail this coupon to Paillard Products, Inc., Dept. A, ! 
| 100 Sixth Avenue, New York 13, N. Y. ! 
: er eee eS Er 
| pS ee ere ere a | 
! City eee 


ea 
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M-8200 
with the 
luxury large seat 





creates 


a great clerical posture chair 


This is the peerless clerical posture chair, a triumph 
of METAL-LUX design and craftsmanship. Incorpo- 
rates MILWAUKEE'S exceptional posture comfort 
advantages coupled with an extra-large seat. Fea- 
tures a virtually indestructible all-steel frame and 
base, stainless steel scuff plates, a superior spring 
unit seat, cushioned hinged back rest, tilting back 

support, and velvet-silent service. | nacmntouabls 
the finest clerical posture chair available in metal. 


Write for the complete profit details covering the 
METAL-LUX Model M-8200 Clerical Posture Chair 


MILWAUKEE METAL FURNITURE COMPANY 


101 N. Campbell Ave., Chicago 172, Illinois 
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Utility Stationery to Open a 
New Store in Milwaukee 
Utility Supply Company, Chicago office supply firm, has 
leased space at the northeast corner of Third & Wells, Cen- 
tury Building, Milwaukee, Wis., for the ninth store in the 
company’s chain. Opening is planned for about May 1. 
M. E. Wolf, President of Utility, announced the signing 


of a long-term lease for the centrally located property of 


wo ¥ t ' r ¥ 
r + 
F 














STATIONERY STORES Utii Wi Mh Pr; 


oY wai | 








Ah d, 








L 
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: SAI 
ARTIST'S SKETCH of proposed new Utility Staty. Co. store aa 
to be opened in Milwaukee, Wis. filin 
cont 
,< : , SUP} 
more than 3,500 square feet through Mark Levy Realty Com 
pany, representing Utility Supply Company, and Charles Kasik fold 
Ir., representing Century Building Corporation reco 
he new store will be completely remodeled, with a modem 
attractive front, and entirely air conditione will feature 
ut ictive ont, and entirely a onditic ned It ill feature vour CL 
five major departments: commercial stationery, office furniture, ¥° , 
give 


fountain pens, visible systems, and office machines. 
The office machine department will offer a large variety} econ 
of both new and used electrically and hand-operated equip 
ment including portable and standard typewriters, billing mafygy , , 
chines, calculators, adding machines, check writers, duplicators, 
post card printers and other office machines. Installation and ; 
instruction service will be a feature offered by the store. easle 
The office furniture display area will feature the modem} Wer 
trend in office appointments and also conventional styles. Aj 
complete line of wood and steel equipment will include desks 
chairs, tables, files, lamps, commercial shelving, cabinets, 
safes and fire proof office equipment. An additional servic 
will be a department devoted to office layout and design 
Products of all major manufacturers will be offered in the 
commercial stationery department for efficient and economica 
office operation. 


prof 







Utility Supply Company said the opening of a store Add 
Milwaukee is a reaffirmation of its faith in the growth and and 
promise of Milwaukee as a business community the t 

—_—a of a 

Writ 

Tabat in New Post with Old Town post 
Emmett L. Tabat has been elected ex busii 


ecutive vice-president of Old Town Cor 
poration, according to an announcement! 
by James H. McGraw, Jr., president an¢] 
chairman of the board 

Mr. Tabat came to Old Town as vice 
president in charge of sales and advertis 
ing in April, 1955. Prior to that he haé 
been general sales manager for A. BI 
Dick Company. t 

At the same time, the company af 
nounced that A. O. P. Leubert has beet ( 
appointed treasurer. Mr. Leubert suc 
ceeds Borden R. Putnam, who resigned as director, vice-pres 
dent and treasurer. Mr. Leubert will also continue to serve 3 
secretary of the firm. He will be in charge of finance an 
administration. 

Mr. Tabat will be in charge of all phases of the compan) 
operation, including sales, research, manufacturing and 2 
ministration 








E. L. TABAT 


success 
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exclusives like these make a 
‘| GLOBE-WERNICKE FRANCHISE valuable 








7 te A} | Gl ARD ly be Werni ke’s color coded 
syste! rovides instant, automatic record 
trol rRI-GUARD, Globe-Wernicke’s triple 
; ipport f nciple, eliminates slumping, disorderly 
iders. TI djusting V-shaped pocket maintains 
yrds at a proper level, with ample working space. 
jyvour customers ... these Globe-Wernicke exclusives 
create efficiency .. . motion and time 
om) igh faster, surer filing and finding. 
iyou... they are faster-moving, nationally advertised 
ofit build Safeguard and Tri-Guard sell 
sier becau hey’re made better by Globe- 
€ Wernicke, restize name in the field. 


sme 


LING SYSTEM_ _TRI-GUARD PRINCIPLE 





Add it up re not already selling Safeguard 
ind Tri-G nd the entire G/W line), now is 
the time to rate all the important advantages 
f a Globe-V ke Franchised Dealership. 
Write today { mplete information. Your 
postcard may lead to an entirely revitalized 
As ; 

isiness [to 


ces 


aw) 
remember .. . ¥ 


success depends on the strength of your line 
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EASY OFFICE ARRANGEMENT 


WITH FLEXIBLE UNITS 


(1) 14 base units with every possible 
Ss rele-le-M-lile MR ililve Moolunleliat-Lilolap 


(2) Adaptable to the design require- 
ments of the executive office, or 
the efficiency needs of the general 
office 





THE JASPER DESK COMPANY, JASPER, INDIANA 


NAME 





ADDRESS 








CITY 
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Marchant Announces Advancements 
in Sales, Manufacturing Posts 

Major execut and supervisory personnel advancements in 
division of Marchant Calculators, Inc., as 
in the district offices were announced re 
company 


the manufacturir 
well as promotions 
cently by tl 
John E. W n has been promoted to superintendent of 
Marchant’s Plant I in Oakland, advancing from the position 
of superintendent of the tool division. He started with the 





JOHN E. WILSON ROLLO LAWRENZ 


company as an apprentice tool and die maker in 1944. 

Rollo Laws formerly supervisor of Plant I, has been 
appointed superintendent of Plant II, the firm’s assembly 
plant. He has 21 years of service with Marchant. 
appointments at Plant I were also announced at 
the same time. Dennis Scott, a 20-year Marchanter who has 
been foreman and supervisor of major production depart- 
ments, has been named production engineer of the auto- 
matic screw machine department. G. A. Rodrigues, who 
started with the company in 1941, has been named general 
foreman of Plant I, heading up the plant’s supervisory per- 
sonnel 

Edgar B. Jessup, president ef the company, also revealed 
that John W. Hahn has been promoted to the position of 
district manager of the New Haven, Conn., district office. He 
sales representative in the Brooklyn office. 

Edward G. Robey, former sales representative in the Chi- 
cago office been promoted to district manager of the 
Tulsa, Okla., office, the announcement stated. 


[wo staff 


was ftormerl' 


Silver Award to Swingline Package 

Swingline, Inc., was 
awarded a Silver 
Award in the 20th 
annual Packing Com- 
petition, stationery di- 
vision, for its new 
Cub stapler-tacker 
package. 

The prize for the 
winning display will 
be presented at the 
annual Variety Pack- 
aging Awards dinner 
on March 16, in the 
Ambassador hotel, 
New York. The Cub 
package was designed 
to serve as a self-dis 





Minneapolis Woman Wins D.S.A. Award 

Mrs. Joan Greenwell, employed by Ray Bartholdi, president 
of Dictations-Systems, Inc., Minneapolis, Minn., was recently 
presented with the Distinguished Salesman’s Award by the 
Minneapolis Sales Executives Club. 

[he announcement stated that Mrs. Greenwell “is a living 
ssful sales ability earned by the best method 
rd work and determination. When her pilot- 


example of 


in the world 


husband was taken by the Korean War, Joan took on some 
Part-time selling work. Immediately successful as a sales 
woman, she joined Dictations-Systems in full time sales work. 

As to her winning the D. S. A.,” her boss says, “This is 
another shining example of a youthful determination to choose 
a Career, stick by it, and make a happy success of it.” 
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MILWAUKEE CHAIR COMPANY 


For the Important Men in Business 


Model 
522% UL 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the MILWAUKEE 
Executive Posture Chair...a triumph in custom 
quality and healthful posture seating, unsurpassed 
for luxury and distinction...a gilt-edge investment 
in lifetime, fatigue-proof, individualized comfort 
and well-being. 

Write for complete details on the MILWAUKEE 
Executive Posture Chair—the largest-selling 
luxury chair in the office field. 


makers of fine chairs for over half a century 


Milwaukee 45, Wisconsin 
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Eisenhardt Succeeds Woosley 
at Yawman and Erbe Branch 

C. G. Woosley, branch manager of the New York branch 
of the Yawman and Erbe Manufacturing Company, Inc., re- 
tired effective March 1. He will be succeeded by Harry Eisen- 
hardt, formerly of the Field-Eisenhardt Company on Long 
Island. 

Mr. Woosley started as an agent for Yawman and Erbe in 
Kentucky, and joined the firm in Pittsburgh. He later trans- 
ferred to New York, where he became branch manager in 
1923. He has requested retirement to return to his estate in 
the Blue Grass country. 

Mr. Eisenhardt joined the company in 1927, and succes- 





y d sively held the positions of branch salesman, assistant branch im 
4 manager and advertising and sales promotion manager in the 
world’s finest si etelyautomatic home office. He became a partner in Field-Eisenhardt, a fran- - 
chised “Y and E” dealer in 1944. 





pencil sharpener 
R A. B. Dick Promotes Sales Executives — 

Promotion of three sales executives was announced recently 
by A. B. Dick Company. 

C. M. Dick Jr., vice-president of sales, said John H. Hamline 
has been named sales administration manager, a new position; 
Ray B. Allen, sales development manager, and Will A. Hed- 
man, national accounts sales manager. 

Mr. Hamline, formerly sales development manager, has 
been with the company since 1941. He will now assist the 
vice president-sales in administrative functions, coordinate 
activities involving processors and sources of supply, and direct 
the activities of the sales services department. 

Mr. Allen, as sales development manager, will be re- 
sponsible for sales promotion, advertising, sales training, and 
applications development activities. He joined the company 
in 1952, after 10 years with the firm’s Los Angeles distributor, 
and has been national accounts manager for the last 1% years. 

Mr. Hedman moves to his new position from the post of 
product and process manager. He has been with the Company 
since 1946. He will be responsible for federal government 
and national accounts sales. 








Cash Register Clinics Held by Clary 

Eastern and western sales clinics on new cash register 
models were held by the Clary Corporation for district 
managers during February. 

The clinics were conducted by R. E. Barrett, cash register 
sales manager. 

The first was held in Cincinnati at the Netherland-Plaza 
Hotel, February 17-18. District managers attending were C. 
F. Talsma, Grand Rapids, Mich.; W. M. Taylor, Albany, N. 
Y.; Howard R. Corl, Mount Dora, Fla., and J. E. Rommell, 
York, Pa. 

The second clinic was held in Denver, at the Cosmopolitan 
Hotel, February 24-25. Attending were R. J. Zuckermandel, 
Wis.; T. G. Mashos, Dallas, Tex.; R. T. Kelley, 
Fullerton, Calif., and A. A. Hutchinson, Twin Falls, Ida. 


Insert wooden pencil at the 
natural writing angle . . . the La Crosse, 





Electro-Pointer instantly gives you a ~_— 
Ditto Cites Miami, Los Angeles for Sales 


perfect point, automatically. Sharpens Los Angeles and Miami today were named top areas in 
, , , the nation during 1955 for sales of duplicating equipment 

any size pencil, does not chew up pencil, and supplies made by DITTO, Incorporated. 
‘ The company announced that its Miami branch staff topped 
but sharpens just enough. Proven through all of its 67 branches in exceeding sales quotas during 1955. 
, : . The Los Angeles branch staff was cited for having the best 
14 years of satisfactory Service, Display sales performance in 1955 among the company’s ten branches 

oe , with the largest dollar volume. 

it, it sells itself! In recognition of these records, DITTO presented Miami 


manager Fred Tracy with the company’s Bergsten cup, named 
in honor of former salesman Charles A. Bergsten. The Presi- 
dent’s cup was presented to Harlow Gates, Los Angeles branch 





manager. 
Maverick-Clarke Changes Austin Location os 
[he Austin, Tex., branch store of Maverick-Clarke moved 
WRITE on March 1 from 103 E. Ninth St., where it has been located 
TODAY FOR laniflaslatote. INC. since purchasing the J. C. Blair Company, into new and 
FI pd larger quarters at 110 E. Ninth St. The new location has been 
1825 MACKLIND AVE. « ST. LOUIS, MO.+ U.S.A. remodeled and modernized to meet the firm’s needs.—JHR 
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Many 


Morva 


nity are 





Morval dealers are suddenly selling to more 
than ever before. You can, too... Try it 
national advertising in Tim2 Magazine 

y paves the way for you—it goes to the 
yf U.S. lawyers. Lawyers in your commu- 
ripe for a follow-up. That you can handle 

i at low cost. Simply send Morval’s buy 

g Time Magazine mailing pieces to each 
sted in your ‘phone book. You'll find law- 

k to see the clear-cut evidence that Morval 
Furniture is their best buy for reception room 
e. Contact us now for tie-in promotion aids. 


ke the way they pull 


Morval Corporation, Herkimer, New York 


OA-4/56 


the evidence is that... 


Tl M E makes 


lawyers 





great Morval prospecis i 



















MORVAL 












OFFICE 
FURNITURE 
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here’s what leading 
office equipment manufacturers 
say about..... 


Oxford PENIAFLEX’ 























“It is our policy to recom- 
mend the use of Pendaflex on 








OF 

all sales of desks and filing 
equipment. We work very Eb 
closely with Oxford in de- Ae 
signing not only our desk af 
drawers but our entire line say 
of vertical upright files. In mo 
addition, we produce a space oy 
saving unit designed around pag 
Pendaflex folders.” = 
Oo 
PEERLESS STEEL EQUIPMENT COMPANY i 
the 
har 
“w] 
Sec 
Stel 
A typical Pendaflex 7 
installation in a Peerless desk in | 
pre 
7 . big 
It’s getting so you can’t open a drawer tsi 
O ord and not find Pendaflex. And rightfully so! - 
—S- Pendaflex adds value to office equipment. Fri 
Ne 


Pendaflex is work-conserving — 20% faster 


PEND AFLEX° filing by actual test. Pendaflex reduces 7 Inc 
filing motions to 3. Pendaflex adds to the ' 





owner’s sense of pride in having the best ng 

best, by field test! in appearance and service. Lar 
2 lan 

No wonder more and more manufacturers T 

wor 

have found it wise to equip their lines with at t 

Pendaflex —installed at the factory. ae 

of « 

viol 

¢ 


OXFORD FILING SUPPLY COMPANY, INC. Pin 


Clinton Road, Garden City, N. Y. 214 Tyler Street, St. Louis 6, Mo. Mars 
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G/W LAUNCHES ADS .. . Shown viewing some of the many ads 
scheduled in publications just previous to announce The Globe- 
Wernicke Co.'s 1956 "Buying Action-Packed"’ advertising campaign 
are (left to right) Elmer Rahe, vice-president in charge of sales; 
W. K. Downing, advertising and sales promotion director, and Jack 
Quackenbush, Strauchen & McKim Agency account executive. 
This year's ad campaign, the largest in G/W's history, will appear 
in leading consumer publications and trade magazines including 
OFFICE APPLIANCES. 


Eberhard Faber Announces Ad Campaign 
Eberhard Faber Pencil Company announces that in 1956 


it will engage in the biggest advertising campaign in its history. 

Fred Strickler, advertising and merchandising manager, 
says, “Our consumer campaign for 1956 is one of the biggest. 
most colorful and hardest-hitting advertising promotions ever 
attempted by anyone in our industry.” 

Spear-heading the new campaign, will be a full-color, double 
page spread in the March 19 issue of LIFE Magazine. This 
ad, featuring the new MONGOL “TWIN PACK”, also pro- 
motes nine other leading Eberhard Faber products. 

Bearing in mind that it is “the girl behind the man”—at 
the office—that helps him make purchasing decisions, Eber- 
hard Faber has a special campaign aimed at reaching the 
white collar girl” audience. Charm, Glamour and Today’s 
Secretary will carry a fashion-like story on Eberhard Faber 
stenographic products. 

Twenty full pages of full color advertising will also appear 
in leading art journals during the year. 

What we expect of this campaign”, says John Horne, vice- 
president in charge of sales, “is the opportunity to reach our 
biggest audience ever. We are convinced that the 1956 adver 
tising campaign will be more than justified by the increase of 
dealers’ 


Friden Announces Winners of 
New Business Contest 


Final results of the Friden Calculating Machine Company, 
Inc., “New Business Contest” have been announced by Law1 
ence B. Taylor, vice-president and general sales manager. 

First-place winners are: H. W. Bates, Cleveland; C. C. 
Fletcher, Oakland; M. R. Underwood, Flint, Mich., and Frank 
Todd, Lubbock, Tex. Second-place honors went to W. | 
Lambeau, Chicago; W. K. Angus, Miami; J. A. Kelly, Port 
land (Eugene), Ore., and John Poirot, Lafayette, La. 

['wo-week expense trips for two in Mexico City were 
won by the first-place finishers, and six-day vacations for two 
at the famous Greenbrier Hotel, White Sulphur Springs, Va. is 
the reward for those coming in second. 

Contestants were divided into four groups based on cities 
of comparative population. Only sales to firms not listed pre- 
viously as Friden customers counted toward the contest. 





Business Opportunities 


Printing Firm Ad fice Equipment—Modern Art Printing, 6615 Fern St 
fice equipmer i pplies division under the 


They are seek slalogs and informat 
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CUT 
OUT 


AND SAVE 
you'll save plenty—profit plenty with 
Seal-C)-matic 
full line of quality moisteners and 
tape dispensers $3-5° to $55-95 








ALL METAL 





SURWAY 
Envelope and Label Moistener 


$3.50 -crci 


12” pure bristle brush, ideal for labels, stamps, envelopes, 
etc. Heavy non-tip, rustproof, all metal body, plated brass 
top, rubber feet. 

SECTS FT” CS BURE cicensstsicnicwsinetiteriecne $4.25 retail 











NEW WALTERS 
60 Automatic 
Dispenser *18.95 
retail 
Push-down handle, dis- 
penses %" to 14%," wide 
gummed tape in adjust- 
able lengths 2” to 7%”. 
Rustproof, unbreak- 
able. Lifetime blade. Removable water 
box. Pure bristle brushes. Hammertone 
gray. 
CHROME TOP MODEL....$19.95 retail 


FLASH Brush Sealer 
$6.50 retail 

For tape up to 14” 
wide; removable 
aluminum water box, 
easily cleaned or filled. 
Rustproof. End-to-end 
moistening. Control 
guides offer smooth 
non-clog operation. 


Prices slightly higher west 
of Rockies 










ORDER NOW... 
or write for illustrated 
brochure and discounts! 


Seal-C)-matic 


DISPENSER CORPORATION 
Formerly Lipton Manufacturing Co. 
Dept. OP-4, 52 W. Houston St., New York, N. Y. 
Cur 22nd Year 
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Easy to Sell — Easy Repeats 
Easy to Display — Easy Profits 













Tet Ogee 
* Guaranteed by ” 
Good Housekeeping 
4 * 















Or « 
45 anvransio 


Heavy Gauge All Vinyl 
Plastic Zipper Portfolio 


Letter and Legal Sizes to 
Retail at $1 and $1.50 
¢ Zippalopes are made of Monsanto Ultron Vinyl 


Film ... all virgin vinyl... 
proof, long flex-life. 


peel-proof, stick- 
* Zippalopes are made to withstand constant 


use and keep their smart appearance. 


* Zippalopes are available in Black, Navy Blue, 
Grey, Charcoal, Walnut Brown. 


* Zippalopes are an ideal premium for quantity 
users with Firm Name imprinted. 


Write for Complete Details Today 


Jobber and Dealer Inquiries Invited 


ONSTRUCTO 


601 West ‘26th Street, New York 1, N. Y. 





SALESMAN REWARDED ...L. A. Watkins (left), vice-president, 
sales, of Ditto, Inc., presents a watch to the company's Systems 
Salesman of the Year for 1955, Kenneth H. Patterson, New York 
City. Mr. Patterson is credited with developing eight accounts now 
worth $150,000 annually to his firm. 


Joseph Dixon Crucible Makes 
Several Executive Appointments 
Executive appointments by the Joseph Dixon Crucible Com- 
pany, Jersey City, N.J., have been announced by Frank G. 
Atkinson, president. R. C. Brock is promoted from industrial 
sales manager to general sales manager; David C. McMillin, 
from Western district manager to assistant general sales man- 
ager, at Jersey City; A. G. Fletcher, from special representa- 
tive, graphite and lubricants division, to Western district man- 
ager; Harry I. Goecker, from purchasing agent to director of 
purchases; and E. M. Strom, from sales representative to assist- 
ant product manager, graphite and lubricants division. 
With the exception of Mr. Fletcher, all are residents of New 


Jersey. 


Daniel A. Brisk Out of Army, 
Returns to John B. Dwyer Company 

John and Charles Dwyer of the John B. Dwyer Company, 
sales representatives of 261 Franklin St., Boston, Mass., an- 
nounce that Daniel A. Brisk has returned from his two years’ 
service in the Army. He will now call on Upstate New York 
dealers in the interests of the five manufacturers represented 
by the Dwyer firm in New York State 

Mr. Brisk resides at 228 Bronson Road, Syracuse, N.Y. 
Appoint Clary Branch Wholesale Manager 

Charles Hasseltine, Jr., Detroit salesman for the Clary 
Corporation, has been appointed branch wholesale manage! 
for the business machines company’s Chicago branch at 441 
N. LaSalle St. 

Mr. Hasseltine’s appointment was announced from Clary’s 
San Gabriel, Calif., plant and home offices by J. W. Stallings, 
general sales manager. 

With Clary since 1952, the new branch wholesale manager 
began his service for the company as credit manager of the 
Detroit branch 
Potter Heads 3-M Sales Division 

Promotion of Melville E. Potter to sales supervisor of the 
duplicating products division has been announced by Minne- 
sota Mining & Manufacturing Company 

He joined 3M in 1950 and became a duplicating products 
salesman in 1954 in the Seattle, Wash., and Portland, Ore., 
areas. 

In his new position he will supervise sales in the areas cov- 
ered by 3M’s branch offices in Cleveland, Cincinnati, Detroit, 
Grand Rapids, Chicago, St. Louis, and St. Paul. He will 
headquarter in Chicago. 





McBee Names Syracuse Manager 
William N. Bromfield has been appointed district manager 
for The McBee Company in Syracuse, A. T. Craft, general 
sales manager, announced recently 
Mr. Bromfield formerly was McBee district representative 
in the Elmira, N. Y. area. 
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“GUNLOChHE MATCHES THEM ALL’ 


To cope with the large variety of finishes pro- the lab men must experiment until they have 


duced by every manufacturer of office furniture, matched the original finish. 


Gunlocke has set up a modern finishing labora- 





tory. 





Because of this ultra modern Gunlocke 
Laboratory, you—the dealer—may assure 
your customer of a perfectly matched finish 
of specially trained technicians. In many instances to complement his office furniture selection. 


The problem of matching many hundreds of 
special finishes each year is handled by a team 


the formula for a special finish is not available... 








.H.GUNLOCKE CHAIR COMPANY 


WAYLAND. NEW YORK 
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Tell your customers why ™ 


i 

§ we make filing and finding of , 
; correspondence easy! I 
1 





SMEAD’S 
TELL-I-VISION SYSTEM 


REG. U.S. PAT. OFF 


___— > SIMPLE TO LEARN 


IT IS "——— EASY TO OPERATE 
___> FLEXIBLE 
_——— GROWS AS NEEDED 


It is simple to learn because it reads like a book, from 
left to right. Starting on the left the primary guides are 
staggered to permit scanning while their alternating blue 
and orange tabs provide a color signal system. In the 
center of the drawer the green-colored tabs of the mis- 
cellaneous folders stand out prominently for ready 
reference. On the right hand side of the drawer the 
individual name folders often are distinctively marked 
with Smead’s Spi-Roll folder labels available in eight 
different colors for particular classifications. 


TO FILE YOU SIMPLY DO THIS 


1 Locate The Primary Guide. 2 Find The Individual Name Folder. 

(For occasional correspondence file in the green miscellaneous folder) 

3 Insert New Correspondence. (Latest data always to the front) 
And finding is_as easy as filing with Smead’s Tell-I-Vision System. 








FREE SAMPLE .. . This new handout piece gives 
the "Gals in the office” some valuable tips on good 
filing procedure ... when, where, how to file. . . 
and what with... (Smead’s supplies of course). 
It will make a good mailing piece for you dealers 





iis | 





| 
SMEAD MANUFACTURING CO., INC. | 
| HASTINGS « MINNESOTA | 
| Please send us a free copy of your Do's and Don'ts of filing, | 
| Name idea sieoaniiibatiaaiiaiasicin ; 
Address — — | 
| City. Ca 3 Zone State eiientmmna | 
| Ordered by___ ____ DE rr on | 





Our Creed 


(by R. George Roesch, president of The 
Eraser Company, inc.) 

We believe in working, not weeping, in boosting, not 
knocking, and the fun which comes from working. 

We believe in today and work we are privileged to do; in 
tomorrow and the work we hope to do, and in the sure re- 
ward which the future holds. 

We believe that all men are inherently honest. 

We believe that we should always first serve others as we 
would be served. 

We believe that infinite pains in the handling of the smaller 
details of any project eventually accumulate into something 
of great importance, for the whole is made up of the sum of 
every part. 


Goldblatt Associates Uses Sales Review 

“Sales Review”, a syndicated magazine containing articles 
designed to inspire salesmen, is now being distributed by Albert 
L. Goldblatt of Goldblatt Associates, commercial furniture 
manufacturers’ representatives of Dallas, Tex., to dealers of 
his area. 

The magazine is imprinted and carries several pages of illus- 
trations On products represented by the Goldblatt firm. 

Mr. Goldblatt offers to send a copy to each of the dealers’ 
salesmen and persons in the organization who are concerned 
with sales. 


Albany Firm Changes Name 

Harry C. Michelson announces that C. W. Lewis Office 
Equipment & Supplies, Albany, N.Y., which has been under 
his ownership and active management for the past four years, 
is now known as Michelson’s Office Equipment & Supply 
Company. 

There has been no other change in policy, location, or per- 


sonnel, 


New Firm Opens in Durham, N.C. 

A new firm, Business Machines and Equipment, Inc., has 
opened at 422 Morgan St., Durham, N.C., under the direction 
of W. Lee Mansfield and Robert B. Gunter. 

Both Mr. Mansfield and Mr. Gunter were formerly with 
Alfred Williams and Company of Raleigh, N.C., before open- 
ing their firm in Durham. Mr. Gunter was the Durham resi- 
dent salesman, and Mr. Williams served as Raleigh represen- 
tative EEG 


Bradshaw Firm Distributes A. B. Dick Products 

[he appointment of John Bradshaw Company, 310 Second 
Ave. W., Seattle, as distributor of A. B. Dick duplicating equip- 
ment and supplies, was announced recently. 

John Bradshaw is president and Frank Speak is sales man- 
ager of the new company. 


Dupli-Voice St. Louis Firm Changes Name 

Announcement has been made of the change in name from 
Dupli-Voice Company of St. Louis to Comptometer Dictation 
Machine Sales Company. The street address, 316 N. Sarah 
St., St. Louis 6, Mo., and telephone number, OLive 2-3010, 
remain the same. This firm is authorized distributor for Comp- 
tometer Dictation machines manufactured by Felt & Tarrant 
Manufacturing Company. 


Busbey Forms Gray Audograph Agency 

Fred E. Busbey, former republican congressman from the 
rhird District, has formed the Gray Audograph Company at 
20 N. Franklin St., Chicago, which will be the sole distributor 
for Gray Audograph dictating machines and PhonAudograph 
telephone dictation systems in northern Illinois, northwest 
Indiana, and eastern Iowa. The new company succeeds Gray 
Audograph Corporation in distribution 
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Wolds Finest Duplicators 


AT THE WORLD'S LOWEST PRICES 


Int oducing 


SPEED-O-PRINT’S 
LIBERATOR MODEL 300 ELECTRIC 





1801 W. LARCHMONT AVENUE + CHICAGO 13, ILLINOIS 


. f P 
¢ 





I~ 
~ 
a 





SPEED-O-PRINT CORPORATION | / 4 
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NO, 6 OF A SERIES 


Everyone knows that a smooth even 
surface offers the best foundation 
for a gleaming baked enamel finish. 
Therefore, at H-O-N particular at- 
tention is paid to the details that 
make for eye-appealing appearance. 
Of course, it’s more work but such 
operations are important in main- 
taining quality and consumer satis- 
faction. 

Accordingly, all H-O-N steel office 
equipment is given a final face lift- 
ing before going to the paint line, 
as shown above. 
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Electric buffers smooth down the surface in preparation for painting 


That H-O-N smooth look helps make the sale 


This is but one of the H-O-N extras 
that aid in moving merchandise 
from dealers’ sales floors to satisfied 
customers. 
x + * 

After overcoming the temptation to 
get big fast, by booking orders from 
any source whatsoever, H-O-N is 
strictly abiding by a policy of sup- 
plying only recognizéd trade outlets. 
And for these H-O-N dealers we 
produce the best possible value in 
steel office equipment for the profit 
and benefit of all. 


H-O-N 


OFFICE EQUIPMENT 


THE H-O-N CO., MUSCATINE, IOWA 
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Floyd D. Ransom, Mexico City, favored OFFICE APPLI- 


oie) 


visit on February 22. Mr. Ransom has long 
ssful business in Mexico representing American 
Among those whose products are sold by his or- 
Ditto, Inc., Monroe Calculating Machine Com- 


ANCES 
ope rated 
manutact 


ranizatio 


pany and A ssograph-Multigraph Corporation. His schedule 
kept hi k in Chicago, with visits listed for Cleveland 
ind New York City. He reports good business notwithstanding 
an influx of competitive equipment from Europe. Good busi- 
ness is ibit with Mr. Ransom. 


Mr. & Mrs. Richard D. Cory, Bostrom Manufacturing Com- 
pany, dropped in at at OFFICE APPLIANCES for a brief visit 


late in the afternoon on Leap Year Day, February 29. Mr. 
Cory’s efforts are devoted largely to the sale of the distinctive 
line of chairs this company manufactures. He and Mrs. Cory 
were about return to Milwaukee for a day or two, after 
which the ere to attend the the convention of the National 


Office Furt Association in St Louis. 


Ruby Lang, managing director of the National Business 
Show, vis with the publisher of this journal by telephone 
on Februa 16. He had had conversation with old friends 


it the ¢ go Business Show put on by the Chicago Office 
Manage (Association at the Conrad Hilton Hotel. Speaking 
for his own show to be held at the new Coliseum in New 
York in October, he reported that space sold already was far 
ihead of total used last year. He reports that a wave of 
interest veloped in the 1956 show which probably will 


offer exhibitors the best facilities available since the show 


came into ng more than 50 years ago. 


James E. Kuppe of Badger, Inc., La Crosse, Wis., visited 
OA headquarters on February 7. His trip to Chicago had to 


do largely with sales activities. He reported that he had cov- 
erage | nanufacturers’ representatives over much of the 
country and indications of satisfactory dealer acceptance of 
the merc lise his company now is prepared to offer. 


Sheldon A. Kaufman, Des Moines, representative of Asso- 


ciated Statior Supply Company in lowa and part of Ne- 
braska, favored OFFICE APPLIANCES with a visit and sub- 
scription on February 21. Mr. Kaufman had sold sta- 
tionery and equipment lines at retail in Des Moines before 
taking on the duties of a wholesaler’s salesman calling upon 
lealers. A notice of his appointment appears elsewhere in this 


Issue 


George Douglass of Glen Ellyn, Ill., and Pat Patterson of 


Clevelat Ohio, both manufacturers’ representatives, called 
it the off f this journal on March 1. Both represent Stark 
Calendars, Inc., and had come to OFFICE APPLIANCES from 
the calendar company’s offices in Joliet. Douglass works Illinois 
ind nearby areas, Patterson the Fifth District. Both are well 
know! their respective territories 





Jo Serpico, factory manager for Doro Manufacturing 
Company, Chicago, on February 11 welcomed the birth of a 
laughte he Serpicos’ first child. She was named Pamela. 











~ TENPAK 


of No. 12 and No. 22 ACCO FASTENERS 


Makes Everybody A Prospect 
For This New “Acco First” 


| ere of Broken Boxes — Elim- 


inated! 


© et Display and Self Service — 
Perfection! 


reates Fast Turnover — helps in- 
crease store traffic! 


pens new outlets — for growing 
sales and profits! 


Be ahead—get this new Acco “first” now. You may pur- 
chase 100 Acco Fasteners—either #12 or #22 size— 
packed 10 Fasteners on a card—10 cards to the box—for 
a trial order. 
Acco Fasteners No. 12 and 22 are also 
available in boxes of 50. 


ACCO PRODUCTS, INC. 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 
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One Source of Supply 
for all your Paper 
Fastening Needs 
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VAIL FASTENING 
DEVICES 
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AND VICTOR STAPLERS 


IN 5 SPARKLING COLORS 
PLUS GOLD AND CHROME 








Now, more than ever, wise stationers realize 
that it is sound policy to sell quality products. 
And more than that .. . they realize that it is 
economy to combine their staple orders with 
their requirements for CLIPS — PINS — FAS- 
TENERS — and THUMB TACKS. It means a 
saving in freight — time — handling — book 
keeping and other definite cost factors. This 
modern, efficient and profitable policy of buy 
ing paper fastening devices insures a well bal- 
anced inventory which satisfies old customers 
and attracts new ones. 


IMMEDIATE SERVICE AT ATTRACTIVE PRICES 


‘a: ee Se 
MANUFACTURING 


COMPANY 


East 95th Street Chicago 19, Illinois 
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‘Passed Away 





Harry H. Lynn, 


chairman of the board of Mosler Safe 
Company, died suddenly February 21, 
at Delray Beach, Fla. He was 70 years 
old. 

Mr. Lynn joined the Mosler engineer- 
ing staff in 1912 and serviced the com- 
pany continuously until his death. He 
rose through the ranks to vice-president 
and director in 1929 and was named 
executive vice-president in 1947. He 
was elected chairman of the board in 
1952. 

His other business titles included vice-president, Mosler de 
Mexico; vice-president and treasurer, Mosler Lock Company; 
vice-president, Protectall Safe Corp.; vice-president and treas- 
urer, Guardian Metals Company, and director, Duplex-Electric 
Company. 

Survivors include his widow, the former May Huntington; 
two daughters, Mrs. E. A. Dickson and Mrs. Francis D. Walk- 
er, and five grandchildren. 





-~_ + + + + 
Glen L. Campbell, 


53, founder of Glen L. Campbell Print 
ing, Inc., Indianapolis, Ind., died Feb 
ruary 8 in the St. Francis Hospital. Born 
in Alicia, Ark., Mr. Campbell had lived 
in Indianapolis since his boyhood. 

Mr. Campbell started Glen L. Camp- 
bell Printing, Inc., in 1929. Weathering 
the usual growing pains, he began to 
grow and expand. Always progressive, 
he continued expanding, purchasing a 
number of other printing houses as a 
part of this expansion. In 1953 he pur- 
chased the printing equipment, office equipment and supply de- 
partment of Hampton Printing, Inc. In December of that year 
he moved the office equipment and supply department to its 
present location, opening a new modern office equipment and 
supply store. He was a State Representative from Marion 
County, elected to the Indiana General Assembly in 1944. 

Mr. Campbell was president of the United Cerebral Palsy 
effort of Indiana and worked untiringly in behalf of the 
cerebral palsy victims, participating in two telethons. He 
was a member of Indianapolis Masonic Lodge, Scottish Rite 
and Murat Shrine. He was a Post Potentate of the Murat 
Shrine serving in that office in 1951. Also, he was a member 
of the James Whitcomb Riley Memorial Association, Indian- 
apolis Chamber of Commerce, and the Indiana State Chamber 
of Commerce. He was a member and past district governor 
of the Lions Club 

Survivors are the widow, Ethel M. Campbell, and a son, 
Rex G. Campbell 


+~ + + + + 


John Wesley Goddard, 


64. public relations man for the J. K. Gill Company and ex- 
school executive in the state of Washington, died of a heart 
attack February 6, in Eugene, Ore. 

On a business trip with Frank Scioscia, salesman for the 
firm’s book department, Mr. Goddard was stricken at the 
Eugene hotel while with a group of friends. He was pro- 
nounced dead on arrival at Sacred Heart hospital. 

Mr. Goddard was born December 5, 1891, on his parents’ 
homestead near Battle Ground, Wash. He attended high school 
at Vancouver and Spokane and received his bachelor’s and 
master’s degrees in education from Washington ‘State College. 

In school work for 23 years, he was school superintendent 
at Garfield, Ilwaco, Ritzville, Centralia, Wenatchee and Ed- 
monds, all in Washineton, and for two years was director of 
teacher training at Cheney State Normal School. 

From 1937 to 1945 he was with the Charles Scribner Pub- 
lishing company. He joined the staff of The J. K. Gill Com- 
pany in 1945, remaining there until 1949, when he returned 
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“{ Complete outer office installation as illustrated, ME @-i amy (oP O)] an A 
including linoleum tops, consists of: 1-1624, 1-1612, , 
1-CU2, 1-1620, 1-G2, 1-1600KSL, 1-1610, 1-1619 $ 56? 50 
(including letter trey), 1-1600-OS, 1-G1. 
< omple te 












UMSLILLAYT LO! 


g time prestige job for only pennies a day 
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© outer OFFICE INSTALLATIONS — EASY DOES IT! 


COLOR HARMONIES gn. ’ od 4 » Frost Li - bi 





Prices Higher on West Coast of we entre ecct seen 


art steel co., inc. new york 63, n. y. 
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Record-Keeping 
Winner without 
using carbons! 


Using NCR Paper — No Carbon Required 


National’s New Multiplie-Posting 
Accounts Receivable Outfit 


Your customers went for National’s Multiple Posting 
Binder for Payroll — and they’ll go for this new Multiple- 
Posting Accounts Receivable Outfit! Saves time, prevents 
copying errors. Just one writing gives three postings at 
once. New, important feature is the NCR paper. No 
carbon paper is needed to make the triplicate entries. No 
smudging. Complete outfit consists of Binder, Sales 
Journal Pad, 100 Accounts Receivable Ledger Sheets, and 
500 Statements. List Complete $24.95. 








Quick Facts J 


Ya 





NCR paper. No carbons required. No 
smudging. 


Single sliding mechanism clamps State- 
ment and Ledger Sheet in place for 
easy, sure alignment with any line on 
Sales Journal Sheet 


Forms do not need to be prealigned on 
pegs as in other systems 


Mechanism can accommodate stock 
columnar pads for other multiple post- 
ing records, such as payroll, accounts 
payable and analysis records 


Compact, portable, easy to operate 





NATIONAL 


write for folder 
No. 307 Name 


Company 
Street 
City 





National Blank Book Company 
34 WATER ST., HOLYOKE, MASS. 


Please send Folder No. 307 containing full details on Multiple-Posting 
Accounts Receivable Outfit. 


Zone... .State 
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came back to Gill’s a year and a half ago 


S widow, Hazel; three sons, Art, Portland; 
Robert, | Wash., and Jack, San Diego; a daughter, 
M h Bailey, Arlington, Va.; two sisters, Mrs. A 
W. Milla . nto, and Mrs. W. A. Sabine, Seattle; a 


Goddard, Fairview, Wash., and nine grand 


~ ++ + + 


William G. Turquand, 


manager of the sales planning division 


of Underwood Corporation, died on 
4 February 23 after an illness of several 


weeks’ duration 


Go Mr. Turquand joined Underwood in 

\ 1926 as a clerk and later rose to sales 
man, assistant to the divisional manager, 

sales manager of the portable typewrite1 

division and sales manager of the type 

writer division. He was appointed man 

As ager of the sales planning division in 


1952 
W ; the business machine field, Mr. Turquand 
the Institute for Certifying Secretaries and 
sented Underwood as a speaker in meet 
ation. 
5 vidow and three children. 


-~+ + + + 
Maj. William Koch, Jr., 


treasurer Of Koch Brothers, printers 
and office outfitters of Des Moines, Iowa, 
was killed in a crash in California Feb 
ruary 17 while on an Air National 
Guard training flight from Des Moines 
Flying to Long Beach, Calif., in an 
F-80 Shooting Star jet, Major Koch 
crashed near Indio, Calif. in desert 
wasteland 
Major Koch was born in Des Moines 
and was graduated from Roosevelt High 
School and Iowa State College at Ames. 
During W War II he served four years as a flight instruc- 
the South Pacific. During the Korean War 
1 to duty as a member of the Iowa Air 





Survivins widow, Miriam; two children, Jeanne, 11, 
Step! M m, 8 months; his parents, Mr. & Mrs. Wil 
Kocl ee brothers, Robert Koch of Kansas City 

Mo ind Frederick Koch, both of Des Moines 
Fatl r accident victim, William Koch, Sr., is 
yard of National Life Company, and presi 
kK thers, which he and his brothers founded 

H n the business 


-~_+>+ + + + 
John S. Latta, Sr., 


85, died |} 16 in Cedar Falls, Iowa, following a 


rt the founder of the J. S. Latta Company 
898 Falls. He incorporated the business, which 
and equipment, and also school sup 
ink nt, in 1914, and continued to operate as a 
poratio January, 1938. The business was then re 
S. Latta & Son, Inc., and management was 

on, John S. Latta, Jr. The company now 

a warehouse in Cedar Falls, and a store 


Sul daughters, a son, six grandchildren, five 
t wo sisters and two brothers.—AlI 


-~ ++ + + 
Walter G. Stringer, 


manager for the pencil division of the 
Joseph D cible Company, died on February 1 at the 
been with the Dixon company from 1898 
his headquarters in Philadelphia where 
6140 Oxford St 
Mr. Stringer was active in the Philadelphia 
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At last... 


the felt 


tip pen 
comes into 
its own— 


with the 
BE New) Wonder 
Pen—the 


f ADVANCED 

Flo-master 
é: Bs rm 

_Doet everthing the REGULAR 


inks — contains all the features, 
“of the REGULAR Flo-master 


plus: 
Sleek, streamlined beauty — the size of the finest 
fountain pen. 


Larger ink capacity — actually one-third more. 
Barrel and cap in beautiful chrome finish. 

Matching valve section and cap end in a choice of colors. 
Perfectly balanced — fits the hand like o fountain pen. 
New slip-on cap, slides on and off. 04 Sa 


the new Wonder Ink—_ 
BRITE-LINE INK’ 


for use, and to be sold, only with the 
ADVANCED Flo-master Felt Tip Pen. 
The ADVANCED Flo-master is the only pen that can 
be used with BRITE-LINE Inks — but REMEMBER — 


Transparent Flo-master Inks are still the all-purpose 
inks for use in Flo-master Felt Tip Pens. 


@ Non-transferable — color will not come off 
on other materials. 


@ Non-penetrating — they do not show through 
the other side of the paper. 


@ Fast-drying, odorless, easily blendable. 
@ The colors are the most brilliant, beautiful 



















colors ever available for felt tip pens 

(for use r only special 

interest to , artists, designers, etc. 
a ee elee eaeey 


writing Cushman 
Dept. sted ssa Week Sed Sha teen fork 14, 7 N.Y. 








ADVANCED 


AS 


FELT TIP PEN 



















arriving 
on your 
profit track 
New ATLAS HANGERS 


@ NEW ATLAS LUGS WITH 
THE PROJECTED HEAD 








Available on Atlas DSH, DGR, SH series and PH series 
Hangers. 

Plates and stencils slip quickly and easily on the Atlas 
Hangers with lugs with the projected heads. Plate and 
stencil headings are protected from damage. 


Se ee 


| | Ah bet Robe tep ew 


@ NEW ATLAS PH SERIES HANGERS 


For Pinhole heading Offset Plates. Equipped with the new 
Atlas Lugs with Projected Heads. Available in I1'/2" and 
22" widths. 


@ Atlas Hangers combined with Atlas cabinets are a com- 
plete system to store and preserve valuable reproduction 
components. Faster Filing and Finding of offset plates, nega- 
tives and stencils in Atlas Vertical Filing Systems. Best pro- 
tection from scratching, tearing, marring and corrosion. 


@ Capacities 100 to 1500. Models for all sizes of offset 
plates, negatives and stencils. Write for complete information. 











SCHEDULE 
ATLAS LINE 
ITEM ARRIVAL 
NOMA Convention May 20-24 
FSC—Extra Value May 1956 











@ Join the quality office equipment dealers throughout the 
United States and Canada who now increase their profits 
with Atlas sales. 











ATLAS 
VERTICAL P= 


FOR STENCILS, OFFSET PLATES & NEGATIVES, X-RAY, ETC 


Atias Stencil Files Corp., 16716 Westfield Ave. * Cleveland 10, O. 
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Stationers Association, of which he was an honorary life 
member, and in the National, Baltimore and Washington 
Stationers Associations. He was an organizer and charter 
member of the Penn-Mar-Va Travelers Club, became its second 
president in 1930, and was the first honorary life member 
of that organization. Mr. Stringer was a past master of Uni- 
versity Lodge No. 610, F. and A.M., of Philadelphia. 

Surviving are his widow Gertrude, a daughter Jean, and 
two sons, Walter G., Jr.. and Edward H., of Manoa and 
Ardmore, Pa., respectively. 


-~_ + + + + 
Sidney D. Bradner, 


district manager for the Art Metal Construction Company 
for many years and recently both salesman and consultant for 
Trick and Murray the “In A Hurry” office supply firm in 
Seattle, Wash., succumbed in a Seattle hospital after an illness 
of two months at the age of 60. 

Mr. Bradner was born in Ohio and joined Art Metal early 
in his career. He moved to Seattle about 15 years ago. He is 
survived by his widow, Dorothea; two sons, Sidney and Robert, 
and two sisters.—CMI 


-~ + + + + 
Robert J. Vojta, 


a resident of Berwyn, Ill., owner of the Chicago Sad- 
dlery Company, died suddenly at home on February 28 after 
becoming ill at his office the same day. 

Experienced in the making of fancy leather goods carried 
by Travelers, Mr. Vojta had a wide acquaintance in the sta- 
tionery and office equipment industry. He attended many in- 
dustry gatherings in the Middle West. 

Surviving are the widow, Myrtle C.; a daughter, Carol 
Festerling; three grandchildren; and sisters Mae Vodicka, Ella 
Prochaska, Lillian Bezvoda and Helen Parazaider. 


-~+ + + + 
George H. Geiger, 


78, business and civic leader in Leavenworth, Kan., more than 
50 years, died February 9 at his home. He operated George 
H. Geiger & Company book and stationery store in Leaven- 
worth. 

Surviving are a daughter, Mrs. Henry E. Gould, Leaven- 
worth, and a son, George L. Geiger, Fairhaven, Mass. 


-~ + + + + 
John S. Stephens, 


76, veteran San Francisco investment banker and former Palo 
Alto city councilman, died February 14. He had suffered a 
fatal heart attack while waiting for a traffic signal to change. 

Mr. Stephens had been associated with Schwabacher & Com- 
pany in San Francisco for 30 years. 


~+ + + + 


Clary Offers Teaching Aids, 
Demonstrations to Schools 

As an aid to teachers of business machines operation 
throughout the nation, the Clary Corporation now offers a 
school plan designed as a corollary to business education pro- 
grams. 

Available to some 27,000 public, private and parochial 
schools in the country, the plan, “fills the gap between the 
know-how of the textbook and the know-how resulting from 
experience on the job,” according to J. W. Stallings, general 
manager of distribution for the business machines company. 

The Clary company has enlisted the services of its nation- 
wide sales force in the educational program, which offers 
teachers free teaching aids, and classroom demonstrations. 
Under the program, certificates of teacher proficiency are 
offered teachers and certificates of student proficiency are 
offered to students. 

Stallings described the program as a “public service for 
business education creating a supplement for current textbooks 
and developing material which books can never supply.” He 
called the Clary program “a liaison between the classroom and 
business.” 

Practice material in shorthand and other business skills is 
also available. The program is presented by Clary in associa- 
tion with the Foundation for Business Education, Inc. 
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Olalional adding machine... 


Live keyboard with keytouch adjustable to each operator! 





Saves up to 50% hand motion — and 
effort! Never before have so many time- 
and-effort-saving features been placed 
on one adding machine. 

Every key operates the motor—so 
you can now forget the motor bar. No 
more back-and-forth hand motion from 
keys to motor bar. 

Keys are instantly adjustable to each 
operator’s touch! No wonder operators 
are so enthusiastic about it. They do 
their work faster with up to 50% less 
effort. New operating advantages, quiet- 


ness, beauty! 

“Live” Keyboard with Adjustable 
Keytouch plus 8 other time-saving fea- 
tures combined only on the National 
Adding Machine: Automatic Clear 
Signal . . . Subtractions in red... Auto- 
matic Credit Balance in red... Auto- 
matic space-up of tape when total 
prints... Large Answer Dials... Easy- 
touch Key Action .. . Full-Visible Key- 
board with Automatic Ciphers... 
Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, pvarron 9, onto 
989 OFFICESIN 94 COUNTRIES 
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Contact Dayton Office, 
Adding Machine Division, 
now, for information about the 
complete adding machine line 


dealerships still available. 


. 
*TRAOE MARK REG. U.S. PAT. OFF. | 


oe 
‘ 











There’s a GOLD MINE for you in the complete JAYEM line... 


designed to tap the vast markets of office, home, school, store and factory 


ai Ready, eager markets waiting to be sold! And they mean GOLD for you... 
Approved by when you tap the new trend towards smaller, compact, more flexible Jayem 

Efficiency Experts’’ units. Many of America’s most progressive dealers report fastest turnover 
in office accessory history! And no wonder! The line gleams with value. New 
features, Modern styling. Decorator colors. Sturdy steel construction. And 
it’s backed with “shopper- stopper” displays, colorful consumer literature 
and a generous co-op ad program. 
Join the gold rush! 
Send for full details, today! 







A model for every purpose—in both letter and legal size 


- HE 
$ sHow 
=. = — srroNe 
yo xO 
new yore NE oe 18 
Room 


31 COFFEY STREET, BROOKLYN 31, NEW YORK 
PERSONAL FILES * SPACE SAVERS © DESK ACCESSORIES ¢ SHELVING 
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Export Statistics 





of U.S. office machines, 
equipment and supplies 


Net Value 
Quantity Dollar 
ve € Pur d 
842 975030 
xcept Pur 
492 1080581 
Punched card, New 2704 489195 
except Punched rd, New 2200 813850 
Account E Y é except Punched ard, Ne 
New 304 90156 
ard Pu Machines, Nev. 113 509228 
A Stee fi Used and Rebuilt 498 131636 
p 4 Machines 1659861 
Ad M 229 83727 
A jressing Machines 49034 
M xce Lithograph Offset 507 103949 
M hograph Offset 81 140022 
for Machine 89845 
Reg ; 1675 450007 
Reg Rebuilt 166 13864 
f 274891 
Typewrite N except Electric 5729 695841 
Ty ter ectr except Automat Ne 763 206275 
T t Ne 2439 148509 
except Automat 2354 98893 
132 92343 
Dart A ypewriters 476214 
Stas f 62841 84530 
) ng M 386 69024 
Mail-Handling W i Parts 135634 
5] d Parts 49350 
ff M Ne 158175 
M al F Materia Doz 22179 156124 
M ; c 31318 
Black Lead, Gr 21811 64008 
Ne Gr 6595 24380 
60784 
33782 
Doz 181184 52987¢€ 
F E Type, Doz 36742 821382 
R ige Doz 145032 192533 
) Par Ne 227937 
20916 103517 
6166 9592 
F 5470 16547 
Writ 67036 
N 208294 
F 124988 120931 
Ribt ff Machine 73948 
445477 
Nes.—Not elsewhere specified 
vember, 1955; Released in February, 1956 
U. S. Department of Commerce 


by countries is available from the Foreign 
f the Bureau of the Census, United States 
‘ ‘ Commerce W ashinator 25 D. c ) 


Antique Auto Lithographs Build Good Will 


The Off alty Manufacturing Company, Ltd., New 
irket, O Canada, has made profitable use of antique 
to lithog as a good will promotion. 
The | iccompanied by a striking mailing piece 
The torist and his automobile—both had the 
he way to better motoring as we know 
today r, descite a good product, many producers 
of the da t weather the times and disappeared from 
e sc nber Auburn, Locomobile, Stanley, Lozier, 
Stutz? | » many of their contemporaries, the early 
itomot wn on our cover (Mercedes-Benz, Cadillac, 
Packar« idsmobile) have survived—proof of soundness 
ff manag nd product. Office Specialty, too, has been 
piones ther field of endeavor. From its humble be- 
ginnings when it originated the Shannon Arch File, 
t has gi dily into the Canada-wide organization it 
N. B. H y, advertising manager of the Canadian firm, 
repor company has had a very gratifying response 
to these } 1 is now in its third printing. 


Takes Remington-Rand Franchise 


Kermit S has been given the Remington-Rand fran- 
hise { Rapides, LaSalle, Avolelles and Grand Parishes 
countie siana. He will operate as Seaman’s Office 
Machine Equipment Company at 1714 Jackson St., 
Alexand Oscar Cheneval is associated with him in the 
business 
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Look to 


ONGHORN 


CARBONS...RIBBONS 


fora 


LONG 





Leaders in 

AMCO'’s complete 
line of carbons 
relate Male) olelary 

for the office— 
leaders in sales 
and profits for you! 


bY dale Mb dolamlll*h ticehi-te| 


AMCO Catalog 


Ameo 


AMERICAN CARBON PAPER MFG. CO. 


Factories at Enr Texas—Chatham, Virginia 


Branch Offices and Warehouses at Houston. Dallas, 
Birmingham, St. Louis, Denver, Los Angeles, Monroe, 
Orlando 
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Brand New Erasers... 


In Tune with 
Today’s Business! 








These new Weldon Roberts Erasers 
really score where scoring counts 
most! They achieve neater, faster 
erasing of writing from today’s ele: 
trically and manually operated type 
writers and office machines and 
from ball point pens and _ pencils. 
They save overhead substantially by 
speeding and simplifying the work 
of office employees. 

Be the first to sell these new erasers 
in your vicinity. Write now for de 
tails! 





No. 378 GRAYPOINT. Paper 
wrapped quality gray er 
for ink and typing. For 

office workers, draft me? 
countants. Packing l 

per box. 6 boxes per 


carton, ® 


In convenient 
PAPER WRAP with 
PULL STRING for easy 
pointing 



















-—— No. 448 GREEN 
+ GLOW. Paper 
wrapped soft green 


raser for a wide 
variety of pencil 
anda cleaning Wore 


For office, drafting 
ind choal use. 
Packing 1 d , 
per h } 

ly pr u” ), 


DISPLAY PACKING. On: 

display package for dt 
sying N 378 Graypoint 

N + is Gree " Gi u / 


inciHnded in IF 





No. 38 BALL 
POINT, CLEANLY 
ERASES ALL WRIT 


PENCILS. Handy « 


aser 


IDE INUSA 
PENCIL 








WELDON seis pacacarantaaite 
ROBERTS 
RUBBER CO. 
365 Sixth 
Avenue, 
Newark 7, N.J. 











Correct Mistakes in Any Language 





World's Foremost © 
Eraser Specialists 
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Ist District Notes 


TAKEN FROM NET CLUB NEWS 
EDITED BY JOHN J. DUNNE 


sident Max Smith has named 
srve the New England Travelers Club: 
GOLF—Dave Keir, 


heirman Walter Concannon John T. 
Wilson. 
WELFARE—Dick Madden, Max Smith, Charles Crowley and 


Court Worth. 


ENTERTAINMENT—Russ Paquette, chairman, Thomas Russell, 
Charles Lusteck, Joe Sheehan and Charles Rodgers. 

MEMBERSHIP—Charles Crowley, chairman, Courtland Worth 
nd Vernon Larson. 

ROSTER—John J. Dunne, Ralph Gerald, Charles Lusteck, James 


Inman and Harold Catlin. 

WAYS AND MEANS—Dick Madden, chairman 
Ralph Gerald. 

RECEPTION—Ralph Gerard, chairman, Charles Baeder, Russ 
Paquette, Hal Catlin, George Kandres, Spence O'Leary, Mal Derry, 
Ed Stockwell, Carmen Read, Neville Johnson and Fred Bowes. 

REGISTRATION—Ed Stockwell, chairman, Less Wescott, George 
Kandres, Joe Sheehan, Max Smith, Dave Keir, Jack White, Otis 
Prior, Dick Payne and Dick Madden. 


Dave Keir and 


& &£ &@ & & 


o stamford, Conn., ha pe 3 branct tore at i9 
Main St., Norwalk, Conn. Mrs. Paul Maravnick manager 
* &£+ & & & 
Lester Diamon, n-in-law of the Mr. & Mrs. Joe Sigon, 
Me gone int busine nimselt unde Tne name 
L ary r * mpeny S$ utr Port 1nd, Me 
* + &* €& & 
Sustave Fis! Company is insta 3 a modern office furniture 
Jepartment n the econad f} ' t tore st Hartt | 8 nn. The 
; t was designed by Ken White. 
%* £ & & & 
Paul Ross and Warren, have opened the R Stationery 
143 Federal St., Boston. Paul wa ed by Sam Ruby prior 
tarting i+ + himself 


Two Promoted in Royal Ranks 

A. W. Drew, comptroller, Royal Typewriter Company, has 
announced two important promotions within his organization. 

A. C. Jannuzzo, formerly assistant budget manager, suc- 
ceeds E. T. Sheridan as budget manager. Mr. Sheridan will 
act aS a tax advisor to the Royal McBee Comporation. Edwin 
Burdick, formerly chief factory accountant, has been ap- 
pointed general accounting manager. Both Mr. Jannuzzo and 
Mr. Burdick will be headquartered at the Hartford plant. 





“SMALL BRAIN" . . . desk size Burroughs’ electronic digital 
computer is used by United Aircraft Computation labora- 
tory, East Hartford, Conn., to assist a “giant brain’ in solv- 
ing complex problems. The E101 is used in a pilot operation 
known as “debugging” or checking the accuracy of instruc- 
tions to be fed into the giant computer. 
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Proudly We Present 
Our Newest arr ‘ Cases! 


Here’s everything new in sales cases! The TUFIDE 
line has 18 handsome new models including the 
largest and finest selection of Ring Binders and 
Attache Cases in the industry. 


We're mighty proud of our new “babies’’, and we 
think you’ll be pleased, too. They’re blessed with 
smart styling that makes ’em sell fast. And they 
feature Stebco’s 5-year unconditionally guaranteed 
quality that has sold more than a million and a 
half TUFIDE cases. 


Attache Case 


Non-Zipper 
Multipocket Case 













Multipocket Case 
Deluxe 


2-in-1 Brief Bag 






Catalog Case 


WRITE FOR NEW 1956 CATALOG 


Steteo PRODUCTS © 1401-17 W. Jackson Blvd. * Chicago 7, Ill. 


(Since 1918) 
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sTo} i Rie). 
Business Chains 





.......@ line youll be proud to have! 


= 








INTRODUCING ANOTHER NEW 
JOHNSON EXECUTIVE POSTURE CHAIR 
No. 1744F Meet the newest member of the JOHNSON EXECUTIVE POS. 


TURE CHAIR Line ..... the new 1746F! 


The new 1746F is fashioned styled with a touch of the decorator’s 
skill for eye-catching beauty and practical day-long comfort. It’s big- 
ger roomier .... and so relaxing! Over-all comfort with foam 
rubber back and seat as well as foam padded arm rests 


It's really an executive posture chair that will truly satisfy both the 
small man as well as the heaviest executive 


And it’s priced economically, too . . . . to fit even the modest budget 
Add this new 1746F Executive Posture Chair to these other three . . 
and you have a combination that provides a perfect answer to every 
type of installation. Yes, it’s a line that you'll be proud to have 


DEALERS: Let us send you the complete data 


IAF 





No. 1736F 


7109 MERCHANDISE MART 


Nissen JOHNSON CHAIR COMPANY 


Business Chai CHICAGO 54, ILLINOIS 
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4+rH District Notes 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C. 
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Igden Dat mar } tr , Ww 


Wardman, a > wit present S.C 


Mrs. Lorraine Wallace. | sine will work 


Bat Weaver, Da 


+ € & £ 
Ivan Allen has | 


A00InNA T ; er K T 


Char e vi T me >] nq eft rie aC iT the Harbin a 
I Pa pened a 


Frank Dean That deal was a bit era year aq 





Ann took 





Bob Stratord ; ; at +h, ra traiqht 


ae 
st 
ok 
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209 Broadway the address and 


Premed —There's Economy in The RIGHT Equipment 


In The Right DIRECTION 


The customer who specifies Penco steel equip- 
ment has the assurance of highest-standard 
quality, skilled engineering and design .. . 
plus prompt service . . . which have built and 
maintained the reputation of Penco, a pio- 
neer in sheet metal products for almost a 
century. For catalog, write Dept. OA. 


Wherever there is need for 
Durability, Flexibility, 
Efficiency, Appearance 
and Economy 


PeNco 


STEEL EQUIPMENT 





FOR OFFICES + FACTORIES - 
SHOPS + SCHOOLS - INSTITUTIONS - LABORATORIES - 
WAREHOUSES + HOSPITALS - CLUBS - RESTAURANTS - 
STORES - PROCESSORS 


penco STEEL LOCKERS 


More than 60 types and 
sizes of Penco Perma-Built 
lockers give the answer to 
any and every problem of 
locker requirements. 




















penco STEEL SHELVING 


More than 700 standard 
sizes of Penco adjustable 
steel shelving, with inter- 
changeable parts, give 
efficient adaptation to 
your specific space needs. 


penco STEEL CABINETS 


Of heavy-gauge steel con- 
struction, with adjustable 
shelves, Penco’s complete 
line of Quality cabinets— 
in varying heights—give 
the perfect answer to stor- 
age, wardrobe or other 
cabinet problems. 


























STEEL LOCKERS 
CABINETS: SHELVING 





penta METAL PRODUCTS DIVISION 


ALAN WOOD STEEL COMPANY 
Oregon Ave. & Swanson St. « Philadelphia 48, Penna. 
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Model No. 68! 
Arm Chair 


Take the Gregson 680 Series, for 


Looks can fool you! 
. but man, these 


instance. Sure, it looks light and airy. . 
chairs are rugged! 

Spring and foam rubber seats offer lasting comfort to 
the modern executive, and at a price that he will thank 
you for. Scuff plates and 2-inch ball bearing casters add 
long life to the beauty and ruggedness of the Arm Swivel 
Chair. And handsome brass ferrules on the Companion 
Arm Chair add that “extra something” that makes them 
sell fast. 

Both chairs are available in Gros Point and Naugahyde, 
or Gros Point and top grain leather combination ... in 
a wide range of colors .. . and at a price to suit even the 
grumpiest purchasing agent. 

There’s a new feeling in office furniture... anew light ’n 
airy look. It’s available in the new Gregson Series No. 600. 
Write for full information today. 


DEALER INQUIRIES INVITED 























GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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n building hf wn new store. First Herb know m qgonna 
ave him right up with the Oliver boys for honorab mention 
the fastest in the Stationery industry and when | do that 
brother |'m really shoutin. More on tn e later. 
* + © * & 
Got a good ok at that new k helby Printing Company 
Shelby, N. C. are putting in. It won't be the largest but it will 
ertainly be f the nicest anywhere. All custom built cabinets 
and counters, the latest lighting, new neon sign and air 
nditioning, plus a new "private" office for the wt Jack and 
Franklin, » Shelby an Office Supply Store to be proud of 
Formal opening w be about March 8-10. Frankli di me for 
and I've sent, the application for NSOEA membershir you can 
they ain't leaving anything to chance on getting the new job 
hartad off in the tight disection. 
* % % * & 
Bill Shaw, Charlotte, is now in the process of remodeling his 
new store down on S. Tryon Street. B wont give it with any of 
the pertinent details as yet but he did say he will have methina 
eral notches above ‘super’ so it must be someth t of th 
e world. Bill expects to open sometime during May 
%* © €& & 
North Carolina has still another new firm. Mon ce Equip 
ment Company, 205 E. Franklin S Mon N.C. opened 
February Ist and expects to have rmal in Aj Wallace 
Biggers and Harvey Garrison, owne Standard C > Equip 
ment, Albermarle, N.C., are the owns n t branch 


nd Howard Mullis is managing it. 


Don't have anything on this except an a 


pening but Griffin Printing Company Aarshville, N. C. have just 


ved int - r new home 


. T aity got their 
nina the first part of 
should 
tepping out 


S. T. Wyrick & Company, Greenst 
modelling done and had the forma 
February. Sam is mighty proud new job and well he 
be. The old girl really had her face lifted and is now 
+h, the be t of them. 
*¥ £ & & & 
f the death of R. C. Whitman, Jr., 


¢ 
Swner of 


Have just learned « 


Whitman Office Equipment Company, Columbu n January 
31st. Mr. Whitman had been a member of NSOEA nany years 
and had a ho f friends in the 4th District 
* + € & & 
My "noble" a i tants didn't d noble +t month. Jack 
Cooper was the only one to come thr h as usual and a "slight 
assist from Ray Wells and Dave Ogden. nky'' and John Floyd 
must have taken a vacation. Wonas what happened to feller 
ed Miller down in Florida? 
"Good chompin t'nite" 
Boys I've really got a "honey th time. Yowza-yowza and 
yowza, | n in Fayetteville, N. C. and a more welcome place 
to eat couldn't be found anywhere. Fayetteville just didn't have 
ne but it sh d e now. \f you want ne tT tne best and | DO 
mean best, steaks you have ever sunk run out the 
Ft. Bragg Blvd. about three mile town t harcoal Steak 
House, 3434 Bragg Blvd. Mike Boasalis has one f the nicest 
estaurants yet with plenty of “atr e" such as birds singing 
all over t¢ place, bamboo room, sirloin room and charcoal room 
Your steak will be cooked over genuine charcoa yht before your 
eyes if yo e to watch. A beautiful salad, choice of dressings 
baked or french fries, kosher pickles and ic bread 
and french fried onions par excellence will all leave you smacking 
our lips and making plans for a "ref next t¢ T harcoa 
Special”, a one inch thick hunk of tenderloin with mushroom sauce 


is the best ‘'buy'’, at $2.65. Bye n 
Atlanta Firm Opens Display Facilities 

Whitin Business Equipment Corporation has opened its 
well-equipped display rooms with abundant service facilities 
in the new Whitin Building, 728 Spring St., N.W., in Atlanta, 
Ga. The parent company is the Whitin Machine Works.— 
EEG 





Wilmington Firm in Larger Quarters 

Franklin Stationers, featuring office furniture, business ma- 
chines, rubber stamps and office supplies, opened new and 
larger quarters at 830 Tatnall St. in Wilmington, Del., on 
February 8.—EEG 


Dealer Takes Clary Line 

Edward P. Flanigan of Citizen Office Equipment, 18, Broaé 
way, Frostburg, Md., has been appointed dealer in his area fot 
the Clary business machines. 
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i IF you want a line of filing supplies so carefully put together 
that 99% of your requirements can be filled from stock items 
sell 
[F you want a line of filing supplies of sound dollar value — 
sell 
[F you want a line of filing supplies priced to get the order in 
your market sell 
IF you want to be certain you will have no factory competi- 
t10n sell 
" II when. you do need specials — you want expert, fast, 
es reliable service — sell GUSSCO. Write for the new GUSSCO 
a 
( ataiog 
1a i/so manufacturers of “TRANSFILE” Files "Guide - O - folder” -- “Guide - O - file’ - “Guide - O - tray”. 
ind 
on 
ad- 335 CANAL STREET NEW YORK 13, N. Y 
for WEST COAST REPS. — GUSSCO SALES INC.,. 337 WINSTON ST., LOS ANGELES 13, CAL 
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Here’s your real customer 
--the office worker: 
make them proud, comfortable and 


relaxed with PEERLESS - - - you'll 


make those important repeat sales 





We know a Peerless Dealer, quite a few in fact, who make 
it a sales habit to conclude their sales presentation in their 
customer’s general offices. To inquire of the real customer, 
the office worker, regarding the performance of present 
Peerless equipment. You'll be amazed at how many orders 


are “signed” by the office worker. 


We recall one file department supervisor who answered, 
“T don’t know which are the Peerless Files — but if it’s this 
group, they’re for me.” They were...and the Peerless Dealer 
got another repeat order. And that’s a good 
reason why you should sell under the Peerless 


franchise and cash-in on profitable repeat sales. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa. 
New York « Chicago « Dallas « Los Angeles 
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PAT PATTERSON, CORRESPONDENT 
0 GROSVENOR ROAD, CLEVELAND 18, OHIO 
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e Robert Kiefer and 
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CONVENTION IN CINCINNATI APRIL 29—456 
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MODERN WOOD BLOCK 
STAMP PAD! ...... 


Wood Block is chemically 
treated to hold large amounts 
of ink and to feed just the 
right amount to the surface! 


Ink dries instantly on paper 
yet never dries in the pad! 


Outlives 
Two 
Ordinary 
Stamp 
Pads 


Pad surface is always flatand 
firm does not collect fint! 
Ink cannot gush up between 
the type causing a blurred 
impression! 

Impressions are always 
strong, clear, brilliant and 
waterproof! 

Ink penetrates pad quickly, 
will not stand on surface as 
with ordinary pad! 
Clear-Print Ink and Pad are 
never affected by moisture or 
humidity! 


PrREE SAMPLES gladly sent to interested Dealers! 


L. A. PHILLIPS, President 


hillins ‘= 


PROCESS /CO. 192 mu st 









PROTYPE 
TYPEWRITER 
RIBBOn 


CLEAR-PRINT 
WOOD STAMP 
Paos 








ROCHESTER 14, N.Y 
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JUSTRITE ENVELOPE 


Presents the 


ARCHITECTONICS* 


For the Envelope Industry 
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® ar’-ki-tek-ton’-ics— 
the science of systemizing 
knowledge. 
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FULL LINE CATALOG 


Now for the first time, a truly complete 
envelope catalog and dealers’ net price list. 
All under one cover, all made by Justrite—the 
home of Quality, Variety, and Service for over 
35 years. 


Whatever your need—commercial, open end, 
banking envelopes, filing jackets, wallets or 
specialties—a flip of the page will give you all 
the information. Write now for this “architec- 
tonics” of the envelope industry. 


A JUSTRITE FEATURE 
Bankers Flap Envelopes 


Strong, durable 


paper stock in 

regular or glazed LE 

kraft, with extra gore 
deep flaps, wide 

seal gumming area 

and regular or 

center windows. 





NORTHERN STATES ENVELOPE CO. 


300 E. 4th St, St. Paul, Minn 


JUSTRITE ENVELOPE MFG. CO. 


523 Stewart Ave, S W., Atlanta, Ga 
Two modern factories 


to serve you 


Kenneth E. Ackland, A arg | 
James W. Bardwell, As 


e& £& F ‘* * 
WEDDING BELLS: Herbert Buhler, Jr. k ® § Haiat 
troit, w ed to Maureen Hoffman February 4 at St 
Herbert Buhler, Sr., H ert Bul etroit. The 
held at The Detroit Athletic Clul NGRATULA 
% & 
John Walraven, e e Su 
; k . M am 
Thelma Urbrick 
SPRING FEVER COMING UP W ' 3 and 
blizzard 3 thick var wh 
e e A ERR ST TT ee 
>| A } Party aT rT a 
3 Ma Harry R. Sheppard, 
hawt ai ic : 
and Cha t k 
3 G t Pa T » 
| p M 
7 + 
3 7 F 
*¥ £€ & €& ¥ 
MUCH ADO at Morgar tingt W. Va.: Doris Dal- 
ton, buy tt prouag ¢ ‘ ew mink t Mrs. John 
Moore ubby wit w bat their tourth 


1; J. Hanly Morgan's dairy 
T T ? Cc r ry 


ar 


%* * 
NEW DEALER justry té i hop, run by 
M Wonderlake and Gray at ; jas —— ktort, Ken 
7 %* *r 
SICK CALL: Si Herrema, | ra 
Napid M itfereq a Ne TT K snuary, Dut expe 
addle shortly Ray Ploughman, Stat 
son Heicgh? v had + PN 
Carl Dietsch, R 
nd, te is that wite, Bess 
t Al Mehl 
Joe Kral, Buckeye ply veland é 
lr ee c “ht j Jerful Missu 
iy ac 
“uk 
4 
*+# £ £& & 
WE EXTEND OUR SYMPATHY family held Spea 


v v. 
x ‘e 


LO, THOSE HAPPY VACATIONISTS: Mr. & Mrs. Elmer Her- 
mann, | Typewriter Se t k, M basking ir 
rawaiiar | } The John Masons, Sta 


M 4 xe ] r ry 
Ben Rehmar, f 
j nd 


Mr. & Mrs. Wm. Winnes 


THIS IS IT — CINCINNATI A 


Dates Changed for Cincinnati Show 

Dates of the 1956 Cincinnati Office & Business Equipment 
Show being held at the Hotel Sheraton-Gibson Roof Garden 
this fall have been advanced to October 9, 10 and 11. 

rhe earlier contemplated dates were a week later — Octo- 
ber 16, 17 and 18. Advance of dates was due to avoid com- 
plications with Cincinnati hotels confronted with overlapping 
of other convention needs. 
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| dependability 


i | is all 


important 
im any 
business 





CITY 








ROYAL REGISTER COMPANY 
NASHUA 1, NH. 


Please send me your latest catalog of Register forms and equipment 


1 
Le eee ee emo 





you can count on ROYAL REGISTER 
for RAPID DELIVERY 


With two completely new and modern plants, at Nashua, New Hampshire and 
Bettendorf, lowa, you can count on Royal Register for the kind of service 
which will really please your customers. Now, for most orders, dealers 
throughout the country can count on Royal for two week delivery of register 


forms designed to fit almost every make of autographic register. 


You'll find that the Royal line of register forms and equipment is a high profit 
line which you can sell without adding a penny to the cost of your inventory, 
for Royal drop-ships directly to your customers. And, as a Royal dealer, you 
will appreciate that we have NO DIRECT SALESMEN selling in competition with 


established Royal dealers. 


Send today for your copy of the simplified Royal Register catalog and see how 
easy and profitable it will be for you and your salesmen to sell the Royal 
Register line. Remember . . . your customers can count on Royal Register for 


rapid delivery. So can you! 


NASHUA SETTENDORF 


NEW HAMPSHIRE 


\OWA 


STATE 
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I 
| 
| 
| 
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Enhance the quality 
of your office chairs 


il r) 





National Lock 


CASTERS 


fried and proven for quality 
construction, long dependable service 





NEW HOODED-TYPE CASTER 


FOR WOOD AND METAL APPLICATIONS 





Designed for both beauty and utility, National struction throughout. Double-race ball bearings 
Lock’s NEW Hooded-Type Caster will lend out- provide free swiveling action. Choice of Rubber 
standing sales appeal to your chairs. Quality con- or Phenolic wheels molded of the finest materials. 


MPLETE SELECTION OF CASTERS, SOCKETS, LEG EQUALIZERS, FURNITURE GLIDES'? 





Double-race ball bearing casters by National 
Lock are for use on either wood or metal 
office chairs and furniture. Subjected to 





rugged laboratory tests by our engineering 
department, these quality-constructed casters 

assure you dependable long-term service. Both 
grip-neck and top-bearing type sockets are a 
available. Samples furnished upon request. Mr: 
DISTINCTIVE HARDWARE...ALL FROM ] SOURCE Ral 
Jes: 
Ww 
IF YOU ARE AN ORIGINAL EQUIPMENT MANUFACTURER OR JOBBER, 
WRITE US. IF YOU ARE A DEALER, SEE YOUR JOBBER. 
oem @. «F ay “Be wes. S 
Ral; 
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StH District Notes 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL. 








h r 4 
cA 7” a Hugh 
Reeves 5 iM Reeve 
Tom (Fearless Fosdick) 
Gillice } Tra € engaged 
tial aaa 
i sn, Bill Miller, Minnesota M 
| tant Frank Moore, 
Ken Reister M 1 & Manutacturing mpa Tom 
Gillice R. J. Eichenlaub, Service Stee! Product 
Benny Allen, Am: an Pe npar snd Gordon J. 
Kickels 
* + 
Ken (Carte nk) Henderson } 
peey val 
AT, A 
3 
x % * 
GOVERNOR REEVES 
Ray J. Eichenlaub Tom Gil 


Tom Gillice, Ray J. Eichenlaub 

E. V. Crone, Giles E. Keithley, 

Jr Phil Kellstedt, Robert Reynell, Arnold Lawrence, 
{ Harry Hoffman. 


S. Jacquin, Ray Deffenbaugh, Will 
Jesse Sutton. 


Ken Henderson, 


Marms, Jack | 


Gordon Kickels, 


Sid Allen, Art Finger, Chet Racine. 
Mrs. Hugh Reeves, chairman: Mrs. E. V 
Crone Mrs. Giles E. Keithley, Jr., Mrs. Jesse Sutton 
Mrs. Phil Kellstedt, Mrs. Richard Corlett i Mrs. H. S. Jacquin. 
>. O. Schlaver, John Smythe, hairma 

N B. H. Hallin, Art Finger, Dan Hausan, 
Ralph Blackburn, Alfred Cote. 

At Harry Hoffman, Art Olsen, sir 
Jesse Sutton, Li Blied, E. A. Napp, Jesse Peck Maynard 
Westring 

rv vr 
t Ivan Allen, Jr., Mayor Robert Morgan 
rie Me Tea Reales os . ad 
Ralph D. C M. Brown i Ken White; GLTC 
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THE CONVENTIONAL — CASE NO. 817 


This 800 Line is a modern version of the ever-popular 
receding door sectional bookcase with dust proof, non- 
binding and noiseless doors. Like all HALE sectional and 
solid end bookcases, it is an outstanding value made of 
the finest materials and fashioned by real craftsmen. In 
rift oak, genuine walnut and imitation mahogany, this 
conventional design finds favor in offices and homes 


everywhere. 
The 800 Line of Hale Sectionals will intermember with 
GLOBE-WERNICKE units of same style, stock numbers 
and finishes. 
WRITE US TODAY FOR FULL INFORMATION ON 
OUR COMPLETE LINE THE BEST IN BOOKCASES. 


HERKIMER, NEW YORK 





F. E. HALE MANUFACTURING CO., 
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NOW—3 COMPLETE LINES 
OF STEEL TRANSFER FILES 


44 STOCK SIZES—PRICED TO 
MEET YOUR DIRECT SELLING 


COMPETITION! only $@ 95 


(less FULL dealer discount] 
FOR A NYLON GLIDE 
LETTER SIZE 

FILE! 










"G300" SERIES 


Space saver file with 4 
easy-action nylon glides, 
for very inactive records. 
Heavy gauge steel-chan- 


neled construction — Dual- 
vision card holder — drop 

NYLON GLIDES handle for greater aisle 
widths 


8 STOCK SIZES 


"R400" SERIES 


Space saver file with 4 
high-speed ball - bearing 
rollers, for active to semi- 








active records, Heavy 
BALL- gauge steel channeled 
BEARING construction — Dual-vision 
ROLLERS card holder, drop handle 


17 STOCK SIZES 


"500" SERIES 


“Front office look’ shoul- 
der front file with rollers, 
brass plated hardware. 
For active to semi-active 
records. Millions now in 


use. 
EASY ACTION 


ROLLERS 19 STOCK SIZES 


WRITE NOW FOR LITERATURE 
DESCRIBING OUR COMPLETE 

LINE OF STEEL OFFICE 
EQUIPMENT 











SOLD 

EXCLUSIVELY 
THROUGH THE DEALER 
AT FULL DISCOUNT PRICES! 


DOLIN offers the most complete sales building line of steel 
Transfer Files available. Theres a DOLIN lifetime engineered 
file for your customers every requirement. All DOLIN files stack 
easily and safely to ceiling height. Green or Gray baked finish 
standard. Our 44 stock sizes are ready for immediate delivery 
- order your samples now. 






All DOLIN files can be equipped for the new MOBILE 
STORAGE SYSTEM, enabling the addition of 30-70% MORE 
FILES in exactly the same floor space — inquire. 


QOL METAL PRODUCTS 


BROOKLYN 16, NEW YORK 


317-22 LEXINGTON AVE., 
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Dunninger ‘‘Cracks’’ Meilink Safe 
Using Mental Telepathy 

Dunninger, the master mentalist, gave an effective demon- 
stration of mental “safe cracking” in Rockford, Ill., recently 
when he plucked a combination from the mind of W. Ray 
Fisher, owner of Fisher’s Office Equipment Company in that 
city. 

Mr. Fisher had a Meilink safe in his possession for which 
only he knew the combination. Three boxes, each sealed, were 
placed in the safe before it was closed and locked. The boxes, 


eye 


Ve | 


a 


i 


3 
# 
2 


Dunninger, left, probes the mind of a 
W. Ray Fisher, Fisher Office Equip- 


MENTAL MAGIC 
Rockford lawman, center, while 
ment Co., far right, looks on. 


contributed by the Sheriff, the Chief of Police and a County 
Judge, contained items known only to those men. 

Then Dunninger, at the annual Rockford Chamber of Com 
merce meeting, first told each man what he had placed in 
the boxes and then opened the safe. 

Mr. Fisher, who said he talked to the mentalist before the 
performance, insists that he did not reveal the combination. 
Dunninger did test him, he said, to see if he could read his 
mind. After that, it was all up to the mentalist, and he sur- 
prised and entertained everyone at the meeting, especially Mr. 
Fisher. 

Everyone at the Meilink Steel Safe Company now refers 
to “The Rockford, Illinois Incident”, wondering how they can 
build a safe that resists mental telepathy as well as fire and 
burglars! 


Cc. O. Burr Joins Vernon Organization 

C. O. (Charlie) Burr, formerly connected with the Ameri- 
can Pencil Company, has joined the S. E. & M. Vernon, Inc., 
organization. He will represent the manufacturer in the Middle 
West, covering Minnesota, Missouri, Kansas, Nebraska, the 
Dakotas and Iowa. 
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These 
Punch Holes 
Mean... 





HIWAI- 
iat tt 
Z.. 







for YOU $$$$$ 











Repeat business is in the cards when 
you introduce FINAL-LINE Carbon Paper to your 


customers 





And no wonder. You're doing more than selling a 
quality carbon. You're performing an honest- 
to-goodness service—helping the typist get 
her letters right the first time. 





Punch holes at the top of FINAL-LINE’s extension 
edge help her line up her page. Holes at 
the bottom shout warnings when she nears the 
end of the sheet. They save her the nuisance of 
retyping letters that ran too deep. 


You're Aces with the gals—you’re eliminating 





unnecessary work; with their bosses—important 
letters get out on time; even with tight-fisted 
Purchasing Agents—expensive letterhead 


stationery gets used, not waste-basketed. 


[here’s lots more to like about FINAL-LINE 


PEERLESS La i> COMPANY 
L 





[Typist Guide Carbon, too. It lies flat— 

won't curl. Extension edge is uncoated for INCORPORATED 
easy handling. Fingers don’t smudge. 

Comes in weights and finishes. General Office and Factory : Peerless Place, 
Order today. Or write for samples, prices, details. Newark 5, New Jersey 

Dept \ 





carbons, master units, carbon ribbons, carbon rolls for every business need. 
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PROFITABLE by 
SELLING 1S / 











with 
Leopole 
built-in quality 


THE LEOPOLD STREAMLINE GROUP 


Leopold quality builds extra sales for you. Special attention is 






given to every constructional detail by Leopold craftsmen... from 

the selection of the finest woods to the smooth Dulux finish. Leopold quality 
and functional styling result in satisfied customers, more repeat business. 
Leopold also offers effective advertising, sales and office planning 

aids, which make selling easier, profits bigger. 


nt KEQQOLAS courant 


BURLINGTON, IOWA 





wi Member: Wood Office Furniture Institute 
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S> 7TH District Notes 


BRUCE A, BLACKBOURN, CORRESPONDENT 
5526 VERMONT ST., MINNEAPOLIS 16, MINN. 





John Thompson f the Globes szette Printing Company 
: y ' ) ar-ena fr Iay Ww 
M 4 tor in + U 
+ £ & & 
Harry Woodmansee t W ImMansee Stat nery B marck 
f am 7 al Sp nvasion 
) 3 ria y T pr 4 
c ag tra n that area 
k thwe this Sp 
IDOE nana — w " 


Ben and Alice Westdal of Interstate Stationery, W ton, N 
| - a the n Jradua f the, n t 
Academy in Faribault, Minn. Ben, we are proud 


Jerry Schultz back at Gaffaney t Minot after a sojou 
att Forks store. Jack Jorgenson of the Gaffan: 
err pot 
* £ €&€ & 
Forks, N.D., are 1 ng up a good record 
* €£ & & 
Stanley (Banjo-Eyes) Taylor of Gaffaney Fargo, N.D. is knee 
jeer { t > TT a new home. He's king tor idea 
a00 a a nent r ~ na 
*¥ £ &€ & 
Clarence Benson d Farnhan Twin Cit and 
aca n March 10. Tt 
: d then on to Texa nd 
*¥ &£ & & & 
Robert Davies Miller-Da Minneapolis, and family are 
nnina } r Ja 
+ ££ &€ & #€ 
Mel Sowel terk k entering | usual 40-day ‘dry 
Jack Guntrum of Eaton's thinks it a good idea and w 
*¥ £ &€ €& £ 
Jerry McCoy, RF rd Publishing Company of East Grand Forks, 
e Minnear Veterans’ Hospital, Drop him a 
* ££ &€ & 
Art Strand Berte n Br Minneatr and his wite are 
endina Florida. Art got the wanderlust wh 
M and since ining up recently matrimonialy 
+, KA S 
e+ &£ & & 
Russ Lynch y with Swartz of La Crosse, is now with En 
{ . ns Point. W 
¥ ££ & & # 
Cliff Halverson and Tom Powell of Mid-West 
Beact D. in Minneap tely? Jack Guntrum did 
e+ £ &€ & & 
Jay Parrott 1 tamily, tormerly t Waterloo, lowa, are now 
esiding t Tampa, Fla. Jay just could not forsake 
and is following in the footsteps of his grand 
being connected with Hook & Holtsinger 
would be mighty happy to receive a line 
ends. The addre is Box 1669, Tampa, Fla. 
* &£ & & 
er ngratulate McClain & Hedman f St. 
aul 4 t tanding new store. If any aspiring Traveler ever 
13a tationery store. +} s it. 
*¥ + &€ & & 
n the big store opening of Farnham's in 
and 2. Extensive work elevates this story into 
n oftice supply estabdlisnments 
+ £ £&£ €& F 
svele Club welcomes these new members: 
Henry Berry, 8 Associates, Milwaukee, Wis.; Orvin A. Moen, 
M t + Company, Hastinas, Minn.: Ken Jungbluth, 
WwW. A Company, Minneapolis, Minn., and Ronald C. 
Anthony ( p., Chicaao. 


OA—4/56 


Meilink recently introduced Hercules 
Business Machine Stands with double 
drawer housings and already dealers are 
finding a lively demand for them.The two 
drawers are fully enclosed and operate 
smoothly and silently on nylon glides. 


All Hercules Stands are vibration-free be- 
cause of their all-welded tubular steel con- 
struction. They provide sure, safe support 
for valuable machines; walk-proof treads 
keep stands and machines steady. 


We have prepared a new catalog on Her- 
cules Business Machine and Typewriter 
Stands. Write for a copy, read it and note 
the good features of Hercules Stands, then 
order samples for your floor. You won’t 


go wrong. 
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ANNOUNCING 


a NEW CONCEPT 
in Seating Comfort... 
Modern Styling 








BARRICKS’ 


PEDESTAL V-LEG 
Rectangular Folding Table 


_ 


ideal For: 
Schools 

Hotels 

Clubs 

Churches 
Offices 

- many others! 


KNEE ROOM for Everyone! 


New Pedestal V-leg provides plenty of leg room, perfect 
seating comfort .. . at sides of table, near end, 

or at extreme end. Ultra-modern in design with the 
strength and stability of a stationery table. 


Yet light in weight. 


Geatwriing BARRICKS 


Patented 


Automatic LegLock 


Legs lock into open position automatically. 
Fold at the touch of a finger. 
UNCONDITIONALLY GUARANTEED 

FOR 10 YEARS! 





ONLY BARRICKS 
OFFERS ALL THESE TOP FEATURES: 


®@ Stee! center channel! construction 

@ 1%-inch welded tubular steel legs 

® Choice of Duron, Weytex, Plastic or Plywood top 
® Heavy aluminum edge on Deluxe Series 


Also, a complete line of Round, Half-Round, Square and 
Rectangular Tables, Benches, Table and Chair Trucks. 


ACW) 


BARRICKS ws. co 


134 West 54th St. ° Chicago 9, Hl.. 
Manufacturers of America’s Finest Folding Tables 











Write 


For 
Complete 
Catalog 
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IZZY VODA, CORRESPONDENT 
2001 S. HANLEY RD., ST. LOUIS 17, MO. 





Bill Cromwell, president of the 8t! Midw 

st Omaha Ax 7 and 20 as te w 

enera na John P. Low. 

Publicity Izzy Voda, chairman; Dave C. Neuhaus, sirmar 
use of Friendship—Max Keating, sn; John Lathrop, 

Larry C. Goodhand and J. J. "Jimmy" O'Brien. 


Ladies’ ¢ —Al Perry, Don Lynn, 
L. G. Day and Al Lent. 

Registration—Glen Evans, airman; Maxwell Anderson, 
nan; Howard Van Voorhis and Kenneth McClintick. 

Entertair Herb Johnson, chairman; John Chowning, 


man; Eric Nodwell and Chet Smith. 
eception—A, E. Peterson, chairman; M. E. Zook, Walt Stempel, 
Ted Scharnhorst and A. F. “Henie™ Senbusch. 

Thursday night party—Tom Seward, 

Ed. P. Tardy and L. P. Wingert, Jr. 
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NOTICE TO BANK ROBBERS 
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COME AND MIX IN '56 AT QMAHA 


OA—4/56 








ve 





.--Last Fall you ran an ad in Fortune 


which has intrigued us since that 
time. Kindly send us your literature 
and advise as to the name of your 
nearest dealer and delivery informa— 
tion. We are willing to wait for 
this furniture since we are 

planning a long range 

furnishing program... 


= for 


brings new 
success stories 
from Standard 
dealers 


i 
e*ee-4 


greatly admired your 
office furniture as advertised 


and will appreciate your ad- 
vising me of the name of 
your dealer in this area 
who can give me complete 


office furnishing service. 


ee te 


»«eWe have been most impressed 
with your advertisements in For- 
tune and would be grateful if you 


will forward ''Offices for Living'’' 
literature together with your 
dealer's name. 





IN MAY ISSUES 


new Oftices for Living ad—this 
ntal ‘‘L’’ grouping. Tie in with the 


ailing piece. Order now 


a , 4 


Standare 
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Every “Offices 















-»-We have noted your advertise- 
ments in Fortune Magazine, ese 
pecially the January 1956 issue. 
We need a suite similaf to the 
one shown and request that you ad- 
vise as soon as possible as to 
your local dealer's name. 






-+-In a recent issue 
} of Fortune we — your 
a Ad Continental OMEG 
Living ad furniture. Please 
( rush — via airmail = 
your literature and 
the name of our near- 


est dealer... 


Ps | 


e+-Your advertisement in 
the February issue of Fortune 
caught my eye and I would like to 
have all the details. Perhaps you 
will be kind enough to send along the 
information together with the name and 
location of the dealer nearest to uS..; 


ge 


+.eJanuary Fortune carried a pice 
ture of exactly the kind of office 
furniture we need. Please forward 
your folders and the name of your 
nearest dealer. Your co-operation 
will be appreciated as we are 

ready to buyeec.e } 


\ eed Se = Kae 
a 


leap fast on the business-booming ‘‘Offices for Living’’ market. Plan your 
tie-in with Standard’s national advertising now. To see what happens when 
you do, read the typical quotes above, taken from a few of the many unsolic 
ited letters from Standard dealers 


Dozens of others are having the same 


results. Their success can be your success if you schedule a colorful 


Standard Fortune ad mailing if you use tie-in displays and newspaper ads 
You'll be amazed at the return on your investment! Why wait—contact us 


now and get Standard’s success-proven promotion plan working for you. 


The Standard Furniture Company, Herkimer, N.Y. 
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No. ST-450-A 


GOODENEEHNLEONEDERNONEROROGHORE ENT AGEECEOENDECECHOOEUONUEROOEOROREDROREEDONENEOHOOEOOOEEOHOGHOEEOHEOREORONONEREE 


ALUMINUM SIDE ARM CHAIR 


CHECK THESE FEATURES 


Natural satin brushed aluminum finish on the frame. 
Genuine foam rubber cushioning throughout. 
Gracefully styled. 


Beauty Upholstering is available in a wide variety of materials and 
colors. 
Cc f Materials can be furnished in any desired combination. 


A beautiful product by expert craftsmen. 


Sine keit for | SPECIFICATIONS 
£ fST-450-A 
conomy Overall Height ......--cccscccces ; so an 334." 


Seat to Floor . ee 7 hand ree eee Si 
I ren er ge oe ba tll ; ino 


ee 
Durability ee aie... es yee rit ase 
13%" 


SEG GE BOGE 6 oc ccc eceweerers Sn eeevescoesoveseronees 


eS POPPE ETC Ce TC ory. e< caveat ae conga 
Width Between Arms .........5555-. , — . 19" 
Net Weight .. abana calh ok wen de jos eee 
Shipping Weight ...........-+-4+5- ococcme Ube. 


America’s Standard of Business Seating 


DISTRIBUTORS 


METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 
AETNA SAFE CO., 46 W. 29th St., N. Y. 


ALUMINUM SEATING vali sare a rouIraner CAeTER ea DETR se. ve 


WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna &St., San Francisco, Calis. 


WAREHOUSES: Los Angeles, San Francisco, Seattle 








17 S. CHERRY STtRaeae - AKRON 8,OHIO 
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Orn District Nores 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 





5 e 4 
st t ef uding W. Neill 
Stewart, Jr Willis Lowe, u and Joe 
Roddy ea 
>| IrTing 
Rid . ub. + . 
3 3 A plete 
n 3 a 30 aT Tw 
Veste 4 3 
* &£ & & 
CORRECTIO? t nual mee 
} 1 Sta as beer anged 
a R April I|3th and 14 
* &£ & & 
exa 


NEW MEMBERS: The wing new membe f the | 
the Roster: Norwood Edward Meyer, 
3 Come Bev. Cherrington, America: 

Jim Lawley and G. M. Gregory, Ennis Tag and 

hn Troup, Estert k Pe npany. 

%& &@ & & F&F 

STORE CHANGES: Clarke & Courts have moved into the 
ntrai Cxpre way, Vaila Bud Adams has 


e€  upply 
j tixtures. 
At a j 
Ww at a bank 
Mrs. Mike Jackson in charge. A Me tice Supply has opened 
; Dallas, Tex. with Dick Pendleton 
218 Ave L riuntsv te Tex. neia a torma 
February |Oth. Mrs. Don Reid, Jr., 
* £+ €£ €& 
PERSONNEL HAPPENINGS: Dave Sederquist, for eight 
nanager tor Stewart fice Supply at Dalla 


repr 


, al no annie 
M Gene Landrum, { 
ate | A Ke 


Charlie West 


reed by Jack 
Munsucker puyé 


é Mrs. Virginia Lindholm 
Oscar Springer at Galveston 


John David 2r Sou Louisiana and Southeast 
scing Harry Marks who will headquarte 
Jerry Ligon has taker na sale tior 
| rT 2 QUpDDPly 1a 
Ray Howard, Estert k Pen, ha categ at Houst aT 
By intry Apts. M. J. (Red) Moore ha 
tt has beer et up at San Antor 
: Al Eisemann as vice-president and me 
' diy n manaaer of San Anton tore 
Jimmy E Jent and / tor and Phil Alexander 
Jirector pe ns 
SICK CA Tom Ketchings, i friend of Na A 
f as Dé a ng n c 
re) t at busine 
Joe Ja " Pa + n West T 
C t a cond W 
, have af 
Roy Bernett . 7 ’ Ce ' 
Jack New 7 San Ana 
pia xTur >| 
y 5 sck On The Db and teeling Tine now 
JUST RECEIVED: Bob Silliman has returned from t 
é ty with Ward Silliman A ates. Welcome | 
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hoist your sales 
with the 


2S —. 
Ti) 





SLIDING GLASS DOOR CABINET 


Also available: 
Sliding steel door cabinet 


Available in sizes: 
18”x36"x72” 
12”x36"x72” 


GLASS DOOR BOOKCASE 





Available eee 
in size: ‘ 
12”x36"x42” 





STAR FEATURES 


Fingertip control of | sliding 
roller bearing doors 

All welded for strength. No 
nuts or bolts required 
Streamlined for aisle clearance 
or narrow spaces 


+ + 


ALSO 


Steel Door Cabinets & Lockers 


STEEL SWINGING DOOR CABINETS 


Available in sizes: 


18”x36"x72” 
24”x36"x72” 
18”x36"x78” 


STAR FEATURES 


Concealed hinges on doors 


24” x36"x78” 
18”x36"x42” 
24” x36" x42” 


Full pan reinforcements on doors 
Two attractive chrome handles 


+ + + F 


Paracentric lock 
with three point 
locking device 





ALL OF EXTRA 


SINGLE TIER 
HEAVY GAUGE LOCKERS 
STEEL CONSTR. 
TION WITH BAKED = 4%), - Nee one 
ON ENAMEL FINISH Lockers 





" - 
@®eeeoeeoeoea eoeee7neoseeesnes PERSONAL 
: to you from Star Sieel... 
We at Star Steel are com- 
WRITE FOR , pletely equipped to supply 
CATALOG AND ®@ jou with a fast-moving, 
DEALER AID ©. profit-making line of steel 
LITERATURE equipment. Make ’56 your 


year to turn to STAR for 
the all-ST AR sales producers! 






——js 4 — i lo 


EQUIPMENT COMPANY, INC. 


117-24 Fourteenth Road, College Point, L. I., N. Y. 
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E. J. Shepard Office Supply of Edwardsville, Illinois, 
(Pop. 9,000) is a top service team of (left to right) 
Gene F. Shepard, Robert Morton, Eddie Snajdr, Mrs. 
E. J. Shepard, E. J. Shepard, and Ed C. Fick (out 
selling). 


Small City Dealers 
Sell Hano Forms, Too! 


E. J. Shepard has built a strong office supply 
business in the Edwardsville, Illinois area, and 
in the surrounding counties. Mr. Shepard says, 
“Our dealership for the complete Hano line has 
been important to our growth.” You don’t 
need a Metropolitan market to enjoy profit from 
your sale of Hano Registers and Forms, Snap-a- 
Part and Tab Forms. Whether your market isa 
small town or a big city, you will find that every 
business you now sell can become a profitable 
repeat customer on one or more Hano products. 


Hano’s all-aluminum Portable... 
todays best portable register. 


Hano Autographic Regis- 
ters, Refolders, Mani- 
folders, Portables and 
Porta-Paks, plus today’s 
most complete line of 
Autographic Register 
Forms, provides the sim- 
plest and most accurate of 
today’s “hand-write” rec- 
ord-keeping systems .. . 
be sure you have the full 
story on Hano — write 
today. 


Some dealerships open for established stationers and 
printers in the midwest, south and southwest. Two 
plants to serve you: main office and plant, Holyoke, 
Massachusetts; branch plant, Mt. Olive, Illinois 





MANIFOLD PRINTERS SINCE 1888 
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12TH DISTRICT NOTES 





JAMES F. BRINKLEY, JR.,. CORRESPONDENT 
244 CALIFORNIA ST., SAN FRANCISCO, CALIF. 


SU F THE G 


George Frey 1 George Lazier, t 


Tolle) te lravelers 3a 


Charles Byram, mar 
y 

berhard Fat 

Tom McWhorter, McWhorter Y 


r 
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Merlyn Carpenter, | 
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Bert Henderson wed up 
eve the r dr 


Stanley Hall, Par: 
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Joe Davis 


ed Joe McDonnell, 
1 Jack Guerin, 


Charles Ruffner, H 
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Al Knox, t 
Clete Cox, 
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Roy Nelson, ; bach, did Essley 
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MOL 
* * 5 % % many) 
Art Carlson R Mex 1A : i 
Bill Carey, Joe Carmona and Walt McNevin, 
t Vern Valet and Bill Garvey, 
R. A. Thomas, ent of the Stat 
Bill Garvey thanked the GSTC 
Vern Vallet, 


t Ralph Manevel 
Harry Fuller — We 
; 2700 membe 


ep Bill Lashbreok f 


Mex Chula Vista 


Ernie Daniels, A 





LEDC 
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DEPENDABLE CERTIFIED PROTECTION 
FOR EVERY REQUIREMENT 




































MODEL 2715-C SAFE. One of many 
popular smaller safes which carry 
certified 1-hour fire protection. 


— 


MODEL 4820-A SAFE. For maximum (certified 4- 


hour) fire pr f Photo shows money chest 


anchored in safe 


MODEL 5533-B SAFE. Certified 2-hour fire protection. 


Spacious interior custom fitted as required. 





MODEL 123 MONEY CHEST. One of 
nany popular ‘ f burglary-resistive 


loney chests 





DOCUMENT VAULT. For protec- 
tion of valuable personal papers. 
Certified t-hour fire resistance. 








SAFE RECORD FILE. Model No. 
29. Also available in 2- and 3- 
drawer units. Certified 1-hour fire 
resistance. 





RIGID-STAK TRANSFER FILES. 
Low cost, sturdy steel units. 15 
popular sizes. 


MODEL 650 HOME SAFE. Cer- 
tied 1-hour fire-resistive safe, 
encased in beautiful wood cabi- 
net. 18th Century-style cabinet 
also available. 





LEDGER POSTING DESK UNIT. For posting 


nachine des} 





TREASURGARD SAFE. For protec- 
tion of personal papers, keepsakes, 
etc. Certified 1-hour fire resistance. 





Exclusive franchises are 





open in a number of impor- 


tant centers. Inquiries will receive HERRING e HALL e MARVIN SAFE CO. 


prompt and careful 


consideration. HAMILTON, OHIO 


BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 








METALSTAND’S color coordinated line 
turns your thriftiest customers 
into your greatest source of profits 









: saapraspRE 





Color Matched! 
METALSTAND’S HARPER FILE 


Send in your 
request... 
profit today! 
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Color Matched! 
METALSTAND’S 
NEW DESKS 





Color Matched! 
METALSTAND’S STEEL 
STORAGE CABINET 


Now! You'll sell an office 

where you sold a piece. Metalstand’s 
color-coordinated line gives you 
something to talk about... 
something on which you make a 

fat profit. Metalstand’s 

quality construction, exclusive 
work-saving features, and 

oe} Re) Meiele) ie]i. Nile), Meet mir 
thriftiest prices in town. 

Write today for the big profit news 
on these fast-sellers and 
Metalstand’s powerful merchandising 
program for dealers. 





Color Matched! 
METALSTAND’S Hi-Lo 
TYPEWRITER STAND 


METALSTAND 


COMPANY 


7520 STATE ROAD, PHILADELPHIA 36 * DEvonshire 3-7900 
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Charlie Evans M ed the meeting be ‘ IS la emal 
Ted Brown, formerly of Valle j 


and per 


r 


+ &¢ & H& & 
956 is Henry Wisson, 
fom New York and 


when he read abd 


Stan Ha nmittes + { the Reaiona 
Harvey Whidden president ir rae t sale + +} vA 
4 f L, ; 





J) Willis Clark, Manufacturer Rer 
bouncing baby g n Friday t 


—— uarantees quality! 


For top quality steel office furniture...specify 
BENTSON! A constant pioneer toward the 
ultimate in quality desks, tables, companion 
units and filing cabinets . . . the name BENT- 
SON always assures you of functional beauty 
for exacting office requirements and office 
comfort. 


HER WORK'S PILING 
mr « 3 That paper 
mountain towering over 
Louise Manning is a 
year's accumulation of 
handwriting testing 
Sheaffer fountain pens. 
The 10-foot stack of 
writing sheets includes 
a 1,200-sheet transcript 


at “Bese wh te Only Bentson offers you Perma-hush con- 


struction in desks, tables and accessories. 


Wind written by one 

girl in 35 days. The Only Bentson gives you the many outstand- 
Sheaffer pens are test- ing features found in the Top-Flite file. 

ed by hand, as well as 

machines n order to 


duplicate the pressures, 
twists, turns and heat 
changes of actual hand- 


The 6000 Series features roll-edge tops 
in desks, tables and companion units. 















writing. 

. A complete selection of models is avail- 
able with variation of top overhang in 
the executive group, all with exclusive 
Perma-hush construction. 

Board, Executive Changes Made The 2000 Series, Space-maker, features 
by Ralph C. Coxhead Corporation square edge tops in desks, tables and 

As a part of a broad expansion and development program, companion units . . . plus Perma-hush 
the Ralph C. Coxhead Corporation recently announced that construction. This space-saving design 
C. Walter Nichols has been named chairman of the board of sien eflere 8 COMED SeetEEE © 

att : : 4 : se ; ~ models and variations in top overhang 

directors with Adolph F. Leitner as executive vice-president for executive appeal. 
and Jack J. Oppasser as vice-president in charge of sales. 

Mr. Nichols, who is chairman of the board and a director 
of Nichols Engineering and Research Corporation, is also a 
director of the Chemical Corn Exchange Bank, director of 

Matching companion units for both the 

6000 Series and the 2000 Series are 

available to accentuate the function and 

beauty of the line. Credenzas, tele- 

phone stands and book cases. 

The last word in “Grade A” steel filing 
A. F. LEITNER J. J. OPPASSER cabinets. Top-Flite signifies smooth opera- 
tion, durable construction and dependable 
Allied Chemical and Dye Corporation, and vice-president and performance for any filing cabinet need. . . 
director of the First National Bank of West Orange, N. J. BUT BE SURE IT’S BENTSON TOP-FLITE. 

Mr. Leitner, as executive vice-president, will direct the 
operations of the company. He was formerly vice-president of Dependable office comfort . . . with an accent on beauty! 
the Dwight Lloyd division of McDowell Company, Inc. 

Mr. Oppasser has been with the company for 26 years, THE BEVTSON WEG COMPANY 
joining the firm in 1928 as advertising manager. He served as ‘ ° 
salesman, branch manager and then as general sales manager. AURORA, ILLINOIS 

Stuart P. Coxhead will continue as president of the company. 
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The Automatic SCOTTIE LETTER OPENER 
opens 200 to 300 letters per minute. The Scot- 
tie is designed for small and medium sized 
businesses opening 200 to 2,000 letters per day. 
Opening letters 30 times faster than by hand 
gets the whole office into high gear fast. It 
takes a clean slice off all sizes of envelopes 
without clipping corners or damaging mail. 
Light and portable, the Scottie can be moved 
from desk to desk or easily stored. 


The market for Scottie Letter Openers is huge. 
It is needed by banks, stores, wholesale houses. 
insurance offices, mail order businesses, fac- 
tories and dozens of other medium sized firms. 
Scotties offer a 12 times greater market than 
for larger, more expensive machines. If you are 
experienced in specialty equipment sales, look 
into the Scottie for steady, future profits. 


Mfd. by ARNOLD MACKENZIE, Inc. 
3133 Overlook Drive 
Minneapolis 20, Minn 


only $195° F.0.B. FACTORY 


plus excise tax, Stacker option- 
al at nominal price. (Prices sub- 
ject to change without notice.) 











ARNOLD MACKENZIE, INC. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN 


1 am experienced in sales of specialty office equipment. 
Send full information on Scottie Letter Opener. My 


Pt 10 sccvenweee 
SE fe welt ccdie.o.s 
Street Address 


BS chceeeenees . State 


PTET TILI LCE 


PTR OOO Ree eee eee eeee tee eseee 


rrr eee 
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SEEN & HEARD _ IN 


SOUTHERN CALIFORNIA 
by J. EDWARD TUFFT 
2012 Huntington Dr., S. Pasadena, Calif 


Sam Yocum 


+ LD 


NEW LOCATION . 
and Westlake Boulevards, Los Angeles. 


mode 
A rated 
8,00 7 
— 
t Ame 
$ ated Reser 
31 ca >] 
ng 
A stion was held on Fel 


v ; three membe 


V. E. Howard 


presided. A feature 
Chuck" Charles 
the C 
3 
Perry M. Jessup 
4 
3 Thad 
H aved 1 
ae ar 


Floyd Fenn 


ana h 


Harvey Williams re-president 


& Te | KH 


. . for Sam Yocum Office Equipment at Pico 
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It's ADDO-X's precision 
manufacture that reduces 
operational noise to a whisper. 
With new fast action," 

fingers literally dance across 
the keys. The STEP-O-MATIC 
lever offers calculator 
performance at adding 


machine cost when 
multiplying. 


Write today for literature f. 








ADDO MACHINE COMPANY, INC. 


145 WEST 57TH STREET, NEW YORK 19, N. Y., CIRCLE 5-6940 


WEST COAST BRANCH 
WESTERN ADDO MACHINE CORP., 2921 BEVERLY BLVD. 
LOS ANGELES, CALIFORNIA, TEL: DUNKIRK 5-2247 


*At 175 r.p.m. 
+Also on our NEW two register machine. 


For further details mail this advertisement with your letterhead. 
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SELL 
the OFFICE of TOMORROW 
... TODAY 


























ce 
An Arnot-equipped office is as . 
adaptable to today's needs as it is to ¥ 
tomorrow's expansion problems. ; 
Arnot furniture and partitioning 
components tailor-fit the work-station 


to the worker and to the available 
floor space... their unique flexibility 
allows for future change and changing. 


From a single inventory of Arnot 


components, an Arnot dealer has the 





<_< Ba t}4 ROO ee 


advantage of being able to sell 
PARTITION-ettes*+ and Modular 
Furniture, OFFICE-ettest, conventional 

















desks and tables, conference and p 
overhang desks, executive office . 
furniture and credenzas. : 
A 
way Of ji a : 
a net © in the oice O™ r 
PARTITION-ettes ' and OFFICE-ettes* 
Dept. OA46 
AETNA STEEL PRODUCTS CORPORATION a ‘ 
en hee rnot franchises are now 
Arnot-Jamestown Division ; : 
available in a few cities. 
730 Fifth Avenue, New York 19, N.Y, : 
If you are an interested 
Gentiemen: dealer, fill out the coupon. 
I’d like to know more about the Arnot Franchice: 
fe. pe We will also send you ¥ 
NAME : eT on é i a . Te a new, colorful brochure N 


ae Ure eer 
ig THE OFFICE 
is 





FIRM NAME — 
ADDRESS ‘ 
CITY aJNE........ STATS 


showcasing Arnot Modular 





Furniture, PARTITION-ettes 
ond OFFICE-ettes, 
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PROPOSED HOME .... of the International Business Machine 





Vern Booher, fF 


Sor 


Ray Alba, 





Cy 
King, lolly 
y . ba +e Ha ‘ ; 
Verdes H sn Pedr Mor 
, bi lene j + 
nstalled ‘Can Hert, Hart 
3 Machir pany Ar H. A 
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A Frank Limoges, Frank 
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} ; 
%*¥ + €& 
j 44 
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MODERN BUILDING . . 


ne 


. Houses the Los Angeles Desk Company. 
V. E. Howard, t 


Ar 4 
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The CROWN Line of MARKING DEVICES 
for intrinsic values in ALL ‘ROUND 
eo) Uy - Van @ aeemlal- me) 2.041 = 


TTR Me) 4. d-)') at 2 


CROWN products are engineered specifically 


literally 


under highest standards to meet your 


' 


most rigid requirements. For that PEAK 


PERFORMANCE at all'times, insist on 


The CHOW IME” 








Orders available from stock 
for faster delivery. Write today for further 


particulars and descriptive literature! 


A. STEWART AND COMPANY, INC. 
80 Duane Street « New York 7, New York 
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ROY OLD FILES, VITAL 
, CONFIDENTIAL PAPERS 


SAFE, SELF-FEEDING . PORTABLE! 


THE ONLY OFFICE PAPER SHREDDER that destroys con- 
fidential papers safely because it's self-feeding! No sticking 
or jamming. Your secretary simply loads the machine, turns 
it on, and the papers are fed in—automatically and safely! 
Attractive gray hammertone finish. Neat, 


quiet, clean. 10-day free trial on any size 
shredder. Write today for literature de- 
scribing the only complete line of paper 
shredders in the world! 











211 MILL ST. 


Lompand SALEM, OHIO 


4) f? 
SHREDDER 
buttyy 


ACORN 
Efficiency Aids 


for HOME, 
STORE and OFFICE 

Deluxe Quality 

Workmanship 


1 


Beautifully designed : 
steel items that sell 


Write for I ( 
Catalog of Cor lete Line 





THE ACORN COMPANY 


‘i 


4605 W. 21st Street « Chicago 50, Illinois 
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W.H. Jones 


Otis Kissack, t 
Dave Ligon, 
ir 4 H 
M 
END SIGNAL 


Dorothy Sullivan inserts 
a fresh disc after re- 
ceiving special instruc- 
tions from a dictating 
station concerning ma- 
terial recorded on the 
old disc. The central 
recorder, one of two in 
the Edison Dial Tele- 
voice installation at 
the Esso Standard Oil 
Co., New York, records 
correspondence from 
150 standard desk tele- 
phones 








Gunlocke Adds Three Representatives 

Floyd R. McKay, Paul C. Leaf and Evan J. Griffiths have 
been selected as new sales representatives of the W. H. Gun 
locke Chair Company. 

Six states of the South Central area will comprise the 
territory for Mr. McKay, who expected to be in this area 





EVAN GRIFFITHS 


PAUL C. LEAF 


FLOYD R. MCKAY 


by the middle of March after completing training. Although 
new to the industry, Mr. McKay possesses considerable selling 
experience 

Mr. Leaf has had previous selling in the office equipment 
industry and after a period of training will represent Gunlocke 
in the Southwest 

Mr. Griffiths is also undergoing training and will be as 
signed to the Southeast. He has a successful sales record with 
the Gar Wood Industries of Detroit, Mich. 


Two Voss Distributors Named 
American Voss Corporation, national distributor for Voss 
typewriters, announced two regional distributor appointments 
R. W. McCoy, McCoy Typewriter Company, 1407 N.W 
Seventh Ave., Miami, Fla., will handle machines for all dealers 


in Florida and Georgia , and Ed. G. Burgher, Burgher 
Office Specialties, 1110 8% St., S., Virginia, Minn., will call 
on dealers in Minnesota, North and South Dakota, and Iowa 
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SELL 


Americas 
most wanted 
copyholder 


Pres7o-line 


more sales... 
bigger profits 
cS ebalol-baeME-te pbb) om 
ment for more 
than 2500 of 
America’s larg- 
(=) Mole) ¢ ele) ¢- tales at) 


as well as innumerable 
Government agencies 





DUPLISTICKER Mail-Aids, for 


typewriter and = mimeograph. 
Choice of 24 or 33 address 
labels to each sheet. Finest 


jummed stock. 


“Send for a copy of EUREKA’S ‘Speed Your Mailings’ con- 


taining the complete story and samples — no obligation.” 


EUREKA SPECIALTY PRINTING COMPANY 


SF ear 
URE 
SBSTA 


555 


TRADING STAMPS + 











Pres-To-Line as the ONLY copyholder 


Because the nation’s time and 
motion experts have chosen 


meeting the exacting demands 


of modern business, the list of corporations 
using this amazingly functional machine 
reads like a Who’s Who of American industry. 
Pres-To-Line is nationally advertised 


directly to YOUR market, 


acquainting YOUR customers with 


the SELLING FACTORS that make 


Pres-To-Line the finest and most 


wanted copyholder in the world today. 


PRES-TO-LINE DESK STABILIZER 
World's finest desk stabilizer... 
releases instantly with a touch 
of the fingertip...a fast-selling 
item that is becoming a “must” 
with typists all over the country. 
Reduces typing errors by elimi- 
nating wobble and vibration. 
Sturdy, all-metal construction... 
smooth streamlined finish, mar- 
proof rubber top bumper and 
floor base. Retails at only $4.95. 





Pres-To-Line Corp. of America 

2339 Cotner Ave., Dept. 123, Los Angeles 64, Calif. 
[~] Please send me catalog of complete line of 

-— Pres-to-Line products 


! Name Title 
ae F* address 
6 City Zone __ State ___ 


INCREASE YOUR PROFITS WITH 


DUPLISTICKERS, DUPLISNAPS and DUPLIQUIK 


gummed, perforated mailing labels in sheets — 


make aS many 


DUPLISNAP Carbon interleaved 
Mail-Aids. Made in sets of 2, 3, 
4, 5, and 6 sheets. Interleaved 
with smudge resistant carbon. 
For use with typewriter. 


ELECTRIC 
COUPONS + 


STREET, 


copies 


SEALS + 


as you want! 


DUPLIQUIK Mail-Aids, Special 
stock for use with “‘spirit’’ or 
“*liquid’’ process duplicating 
machines. Can also be used 
with typewriter, 


SCRANTON, PA. 
GUMMED PAPER PRODUCTS 
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Trade Mark Registered 
















PLANNING 


3rd installment on page 22 
and CONTROL 


in this issue of 


OFFICE APPLIANCES 








HIRING and 
SELECTION 





Gora jioblem A 









INCENTIVES 
and CONTESTS 






















SELLORAMA is a pictorial listing of dozens of sources 
for help in planning and carrying out an aggressive 
program of sales management. 


More than that, a handy ‘Tell Me More" card en- 
ables you to check off the items you find of interest 
so that full information can be forwarded to you. 





Don't miss it! Exclusive in OA! SELLING 











See e Fi Che Amy 


Pages 22, 23, & 24 of this issue 
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Patents 





Copies of patents can be obtained from the Commis. 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted January 31, 1956 

] ) y Operating Address Printing Means. Walter 

, ¢ Addre jraph-Multigraph rp Wiln 

eet Assembly and Cushion Sheets for Use in Same 
1 Robert T i" k Ridge 
Plates a a 
A V r ag 

for Typewriter Ribbons. Eugene Brow 


Board for Coil Wire Binders. Frank Stanley hade 
Nat Blank Book Holyoke, Mass 


for Papers, Pamphlets, Catalogs, and Similar Articles 


retary. Laurence H. Mart Des M es, lowa 
Multiple Punch for Card Perforating i 
—— ted Stat Be represented by 


724 Rev ble Ribbon Feed Mechanism for Adding Machines. Nathanie 
MA 
Lj t ride ating Macr 


rated Selection Mechanism ald L. Rolph, Hayward 





FOLDING TABLES 


* Easy Folding! 
* Compact 
Storage! 
* DuHoney 20 
Safety Lock! 
* Beautiful Smooth 
Tops! 
* Double Bracing! 
A COMPLETE LINE OF ve ad 
FOLDING TABLES a aa 
Wide range of styles and sizes . | i a 
—Choice of tops CHORAL & ine STANDS 
Midwest Folding Tables feature the 
exclusive Du-Honey 20 safety lock 
that secures the legs automatically 
in both the folded and the extended 
positions. Improved leg design gives 
added strength with greater comfort. 
All-welded construction. Extra strong 
under-bracing with tops laminated to 


5 year guarantee on 
all Midwest Legs 


a aa = ae 


FOLDING 
| PLATFORMS 

















ting Mact Illustration 
Binder For Desk Top or the Like Poe ; ," rd frame by special hot press glue proc- 
' 1 Rapids, Mict ess. Reinforced recessed steel apron. TABLE & 
33.114 net ~ ] W rite Jor complete catalog, today! choous 
Granted February 7, 1956 
d <a 3 a mplement. Robert W enny, Westerly, R. I., a Midwest's PRODUCTS CORP. 
ng Pro and Method of Using Same. Willian Dept. 56D, ROSELLE, ILLINOIS 
CAN | GET 
PROMPT DELIVERY? 4 w? 
BUT wy ND c 
” ES iT? er® 
o makes THE ARE THEY IN CLEVELAND 
moze 1, WANT? OR COLUMBUS? 








== 











17MaIS 
is=,) 2 a4 
am vt ing { 
rt) 
2,734,743 
= i 
Illustration 
Pen Ray Alfred vt hile — 1 W 
W 
ty 
Tray N j 
Rut 
Tray \ 


> J 
r Keys for Business and Office Machines Such as Typewriters 
Illustration 


rrection Mechanism for Printing or Computing Machines 
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Here’s where! 


2 . BUYERS 
to find it 


INDEX 
ISSUE 







This is your ANSWER 
BOOK to all your Buy- 
ing Needs 


USE IT OFTEN ¢ KEEP IT HANDY 
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ONLY 


The ‘‘Precise’’ TRIMMING BOARD Has 
All These Wanted Selling Features 





@ Patented Finger Tip Controlled Paper Guide 
@ Finest Steel Blades, Carefully Ground 

© Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

@ Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 
flick, 2 white scales on black 
background speed accuracy and 


measuring time. Models 5, 6 & m. eat os ores 

y : “12 afte “ing ~~ os /2 —Bilade 
7 have special safety spring No. 4—121/.”—Blade 
The Precise is a steady seller No. 5—151/."—Blade 
wherever displayed. No. 6—181/,"—Blade 


No. 7—24'/,"—Blade 
Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
Dept. A, 28 N. Loomis Street, Chicago 7, II. 











You'll have no competition 
when you sell 


EQUIPTO 
LOCKERS 


Take your locker inquiries out of 
vicious price competition by offering 
the Equipto Modern-Flow Locker with 
the outstanding exclusive features 
desired by all. ‘No nuts, bolts, screws 
or tools’, “83% faster assembly 
“pilfer-proof construction’, ‘recessed 
handles and louvers’’, ‘‘snag-free 
interiors’’ and ‘‘distinctive color selec 
tion’. Equipto Modern-Flow Lockers 
tower over all others. You'll sell them 
faster and easier and make your full 
profit on every sale. Send today for 
catalog on complete line and free booklet, 
“HOW TO SOLVE YOUR CLOTHES 
STORAGE PROBLEM 






















Sold only | 


thru dealers, 
never direct 











=< = on = ae ee ee oe oe ‘N 


DIVISION OF AURORA EQUIPMENT CO.. 610 PRAIRIE AVE. AURORA ILI 





i Please send Catalog and Free Booklet HOW TO 

8 SOLVE YOUR CLOTHES STORAGE PROBLEM 

§ NAME 

fo FIRM 

g ADDRESS 
a ZONE STATE J 
na_l aT reer rT CT Cr llC TC llCOOC llCOOOCClCUC CCC CC Oe 
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ustratior 
3,859. Print Suppre 1 Mechanism for Calculating Machine Walter W 
ustra 
3,862. Binary Decade Counter 
863 Tens-Transfer Mechanism 
893. Sta Extractor 
733,945. D W 
3,946 Tu B n Lock 
4,099. T b 
Nev Illus 
Granted February 14, 1956 
2,734,453 Skip-Print Control in Address Printing Machine 
134,455. T r Ribbon Control for Listing ( ulator 
tration 


734,484. Ball Point Pen 


734,485 Fountain Pen 
734,486. Fountain Pen 


134 610. Drive Mechanism for Paper Feeding [ 


34 613 Power Mechanism for Typewriting M 
Itlustr 
734 614 Proportional Ribbon Feed Mechan 
r t 5 ‘ 
u ation 
734.615. Diagonal Ribbon Feed 


itlustration 





THAT ADDOMETER 
ADDING MACHINES 


AT ONLY 








@ There’s logic plus proof 
behind Addometer’s sales appeal. 

Addometer fills a definite need for a portable low- 
cost adding machine among accountants, small and 
large businesses, professional men, retailers, service 
stations, farmers, architects, and many others. The 
remarkable 8-column Addometer adds, subtracts 
direct, multiplies as speedily and efficiently as many 
big, expensive adding machines—yet costs only 
$14.95! It has exclusive features which no other 
machine offers. 


FREE display stand with every 


order of 6 or more Addometers 
get started with this special offer 
today! 


Reliable Typewriter & Adding Machine Company 
305 W. Monroe Street + Chicago 6, Illinois 
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when it comes 
to Dollars and 


ae a YOU CAN’T BEAT 
es York TRANSFER FILES 







for a letter file! ia For Quality ... York files are unsurpassed for sturdiness, dura- 
bility and ease of operation. They can be stacked ceiling high, 
because files lock automatically against “tipping.” 

Ho * (Follower Block Slightly Extra) For Price .. Astonishingly new low prices attract over-the- 


counter as well as volume buyers. York steel files often cost 
less than cardboard and save up to 50% in space! 


For Sales Appeal... You can’t offer customers better facilities 
for orderly as well as economical filing than these provided 
by York steel transfer files. 

Y ) R K ) A F E & L Oo Cc K For Profit... Margin is tops. Turnover is rapid. We back you 
2000 Mulberry Rd., $.E. + Canton 2, Ohio with immediate deliveries from warehouse stock. Place your 
sample order today. 





DEALERS: 
Fill in this convenient Order form... and MAIL TODAY to: 





























| | Number ] DIMENSIONS IT -suc ] 
hode of files | aad | 
yin DESCRIPTION | on hed | Inside Drower | Gee 19 } oer York Safe & Lock 
per carton width | Height Length || Width | He ght | Length || Prices 2000 Mulberry Rd., $.E. 
+ . ——= = Se on ae Sp SS pS ete =) 
12 @ Clock Cords—3 Compts ) ™ | 8 —ag are r ee Canton 2, Ohio 
i \ - 1 1 4 — #4 1 . — 
x ds 2 Compts 3 5S‘ | 3% | 23% 1th as 24 5.10 | a : 
t t tt . + tt > ; ++ ] [] Please ship sample order via. 
x 4 Cards — 2 Drawers 3 6%" | 4%” | 23% 13%. 5. 24 6.35 | 
i} i i | 1 4 Se Re 4 = L J — a : 
; i. 4 . | 3% 23% B% % 24 450 [] Please send descriptive literature 
Mt + + + } at + 4 + + 4 
ds ~ 2 Drawers 3 7" | 3%” | 23% 15's ay 24” || 680 
| it | ala OR aE 4 } ie , Le “ 
4 x ards 3 8% 5% 23% 8% oh 24 4.90 Individual Title 
i | — = 8 Me ee ne ae = 
4 9 4 | 23% 9% 4 24 470 | 
M — | A ee ee ee . 
ht Bills 3 ? 6%" | 23% 9% 6% 24 5.00 Firm 
+ + en + - ~ + ++} 
2 10 8 f 23% 10% 8" 24 6.10 
} } Real | ee 4 , | | 
Rows 3 2 4 23% 12% 4% 24 5.35 Street 
4 | | goer | ew | oe 5 Se | 
File Iw x 8'4"h ? 12 To" | 23% 2 1M 4 6.95 | 
* + + +—___— — + . 
9 egol File i 2 ish} 10% 23% [s | 1M 24” || 7.50 City Zone —— State 
I | amatelionene . N_269-DI 
*Files billed at reg Jiscount to recognized deolers. Minimum order | carton... for less than 12 files odd 10% 
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“On this, our Golden Anniversary Year, the 

FRANKEL MANUFACTURING COMPANY is proud of its 
reputation of leadership and quality. As we start our second 
fifty years—we pledge our organization to continue our 
constant research toward ever improved products.’ 


H. G. FRANKEL 


kona 























s— 


FRANKEL MANUFACTURING COMPANY 


285 RIO GRANDE BOULEVARD - DENVER 23, COLORADO 
ESTABLISHED 1906 : 
ORIGINATORS OF THE FILM TOP STENCIL 
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Playing mith Champ’s Clubs 
Doesn't Make a Champion 


by Don Barr, President 
Don Barr Associates 
Mansfield Ohio 


if I wv to make a few suggestions to you — that 
hen <¢ would enable you to improve your golf 
me to that you became the best or one of the 
vest golf the area. I am sure you would be highly 
ised 1 immediately put the suggestions into prac 
You e pleased because it is natural to wish to 
W ve recognition. We love the spiritual uplift, 
peace |, and satisfaction that comes to us when we 
the t thing 
Yet | o you that the ability to surpass at any sport 
your ability t the best at anything is trivial compared 
he to deserve the reputation of being the very 
top in yo n profession of selling 
To be Pro” in the selling field is infinitely more im 
sortant fying, because: 
You spend more time selling than in any other endeavor 
or activit st one third of your life is devoted to your 
S »vides the means of determining your standard 
iving the standards of your children — the means 
momic security and peace of mind for you and 
r fan ind in the future. 
To ey the profession of selling is more rewarding 
d enri cause it deals with the very essence of life 
ts2lf tl lity to make friends, the ability to persuade 
r point of view 
4). TI lige that you gain the fine points of pro- 
ional not be taken from you during economic de- 
pressiol health, or disability and is not dependent 


of provid 











wrmed Gwods MUST Be Accomponred By The Bott 





All these features combined in ONE Book: 


@ All Sets Pre-Numbered @ Cash Sales Book 
e@ A Bond Paper @ Bill Book 

®@ Salesman Order Book @ Receipt Book 

@ Purchase Order Book ®@ Credit Book 


Available in all sizes 

KS: Original White Bond Paper, Duplicate Ca 
nary Bond Paper 

KS: Original White Bond Paper, Duplicate Canary 

Bond Pap 

nk Bond Paper. Regulation Box 

for tae 


, - Green inc. 


Distribu » the Stationery Trade Only 
11 WEST 30th STREET, NEW YORK 1, N.Y. 
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IT'S A SMART MOVE 
WHEN YOU SELL Ae 










SMOOTH 
PERFORMANCE 






CUSTOMER 
SATISFACTION 








NATIONALLY 
ADVERTISED 








Made to highest quality standards 

for efficient service and long life; 
backed by national advertising and 
promotion; APSCO pencil sharpeners 
and allied products offer specific 
units for specific uses. From every walk 
of life comes the demand for the 
best — naturally they select APSCO. 


: Naturally it's profitable to stock... 
Apsco — , 
Cnbucis Chote 


Apsco products inc. 
9855 W. pl Bivd., Los Angeles, Calif. 
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Brief Case 


U.S. Pat, D-175,389 








STYLE #71 
Man-sized 16%x12", 
Exclusive design. Expertly made of 
Vinylite, welded seams, with our famous 
Flexi-Grip zipper—legal-size file folder in- 
serted. Asst'd brown, tan, black, navy, un- 
less specified. Retail price $1.50 each. 

STYLE #70 Same high quality, simpler design, sized 
f" ia 14 x 11”. Letter head size file folder inserted, brown, 


7 tan, black. To retail at $1.20 each. 
CAN BE IMPRINTED 


Catalogue of 28 fast-selling specialties 
‘| available. Call your jobber, or write: 


ANGLER’S PRODUCTS Co. 


Flushing 58. N. Y. 










































CALENDAR 
pads, available in al! sizes, are lithographed on high- 
grade bond paper OF UNMATCHED WHITENESS with 
the date in red and the monthly calendar in biack. Fast, 
2-color lithograph printing enables us to give you the best in 
quality and prompt service. 
write or phone for complete details 





“IN CALENDARS THE QUALITY MARK IS STARK" 


100-112 BISSELL ST. + PHONE 3%? * JOLIET, ILL. 





on the muscular coordination of youth 

Selling is the greatest of all the arts or professions. It is not 
an exact science with rules like law or chemistry or perhaps 
medicine. Outstanding excellence in selling is contingent on 
your ability to meet each problem and person with enthusiastic, 
optimistic cheerful judgment in the best interest of that person. 
Selling requires proper attitude, a high morale and deals in the 
great secret of personality and the ability to get people to wish 
to do business with you. 

Over the years of training and attempting to inspire many 
salesmen — and thru always reading everything I could lay 
my hands on pertaining to the psychology of selling — I have 
acquired some definite convictions as to why some men fail, 
some are always “Also Rans” and why some rise to the very 
top in ability and rewards. Native talent in itself will not 
cause you to succeed — nothing is more common than un- 
successful men with talent. Education will not balance the 
scales in your favor, the world is full of educated failures. 
Persistence and the unquenchable will to win are the omnip- 
otent factors that will determine your ultimate success or your 
lack of it in the game of selling and of life. 

Time and your utilization of it is the greatest contributing 
element either working for or against you. Each new day 


brings a fresh supply — your sole ingredient for conversion 
into capital, goodwill, and friends. Some poor salesmen stop 
work early when they are having an ineffective day — thereby 


depriving themselves of their only ingredient for successful 
tomorrows. Some poor salesmen stop work early when they 
have just landed a big order — thereby depriving themselves 
of the high enthusiasm — the nothing “Succeeds like success” 
psychology that would surely lay the ground work for success- 
ful tomorrows. 

Some poor salesmen waste time in their lack of advance 
planning of calls — in long coffee breaks and lunch hours at 
home — thereby depriving themselves of this priceless ingre- 
dient of which as much is given to them as to the most success- 
ful men. Unlike laborers and clerical employees who punch 
a time clock — or even executives who report to their respon- 
sibilities on schedule — a salesman is the master of his own 
destiny — the utilization of his time. The efficiency of its use 








YOU CAN CUT RENT AND 
OPERATING COSTS WITH 


Card Sturdi-Lite 
SAFETY LADDERS 


Sturdi-Lite aluminum safety 
ladders are again available 
with 10 day shipment. Sturdi- 
Lite ladders are constructed of 
tubular aluminum, with shelf 
at top, non-skid treads, ball- 
bearing casters. Heavy coil 
spring keeps front rubber feet 
off floor until stepped on. All 
ladders are shipped KD, single 
carton. 























many time and 
Space saving uses 
in factories—stock, 
tool and file rooms. 

















for Narrow Aisles 
—17” width in 3 
and 4 step safety 
ladders. 





















‘4 for Wide Aisles— 
23” width in 5 and 
“4 6 step safety lad- 
4 ders 
























also 2 and 3 step 
Portable Steps with 
optional grab rails 
and casters. 


RAE 




















write for catalog 


D. R. CARD CO 


828 MERCHANDISE BLDG. 


MINNEAPOLIS 3, MINN. 
— 
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Glow 
dicti 
greer 
or tri 
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NEW 


HIGH FIDEL/TY 


OMPTOMETER 


OMMANDER 


dictation-transcription machine by Comptometer 


with amazing UNIMATIC 


.-. makes dictating as easy as talking—An electronic miracle in the sim- 
plification of dictation has been achieved by Comptometer. Now you can forget 
the mechanics of recording and have your mind free and clear for better dictation. 
All you do is talk into the Unimatic remote control microphone which fits the palm 
of your hand. One simple button lets you dictate, listen, reverse to review, or even 
to “erase” and replace a word or phrase.When finished dictating, press other button 
to mark length of letter—everything is automatically recorded by remote control. 


»+. Saves more than it costs—The flexible Mylar* magnetic recording belt 
can be used for thousands of dictations. It “wipes” clean in just one second, 


SEE ALL THESE YEARS-AHEAD FEATURES DEMONSTRATED 


remote-control microphone 


< 


; a 
3 





7 


ready for re-use. The day-after-day savings over costly ordinary one-use belts or 
records more than return your Commander investment. And only Comptometer 
guarantees these mailable belts for life. 


... erases unwanted words—You will hand your secretary error-free dic- 
tation she will transcribe twice as fast and right the first time. Error-free because 
you can electronically “erase” any unwanted part of your dictation and replace 
with the new or correct thought—No extra correction instructions to add. And, for 
economy-minded offices, the same Commander unit can be used for both dicta- 
tion and transcription. % Mylar-Dupont’s trademark for its Polyester Film. 


IN YOUR OWN OFFICE! 


























NEw! NEw! NEw! NEW! NEw! NEW! NEw! NEW! NEw! 
Visualite Indicator Remote Indexing Unimatic Remote- Simplified Recorder — Conference Recording— Customized Input Vol - Carrying handle Dual speakers Modern design 
Glows red when y automatically marks Control Microphone all operating controls Listening. Supersensi- ume-Contro! can be 
dictate, flashes t gth of letter. fits palm of hand. Two are now on Unimatic tive microphone pickup pre-adjusted to your NEw! NEW! NEw! 
green when you liste buttons control all microphone Extra loud volume play voice whether it's ex- 
or transcribe operations back speaker tra loud or extra soft, Removable cover Lighter weight High Fidelity 

also =» COmptometer Dictation Div., Felt & Tarrant Mfg. Co., 1700 Marshfield St., Chicago 22, II! 
. 
Pree " anes available = Gentlemen: Without any cost or obligation please arrange: 
her ou > eed Americar ss - : : 
. 4 in » (©) FREE DEMONSTRATION () FREE 10 DAY TRIAL [© Send complete information 
. 
OM PTOM ETE R’ BEE Pere mien 
. 
. ¢ 
Apr oduct of Felt & Tarrant Mfg Co., Chicago, titinols. Other Felt & ° ompany___ — - —- ——— ———— 
ant products The world-tamous Comptometer Adding-Calculating > 
mactine and the new 10. key Comptogt ap Cakculating Adding machine, s Address ae 7 —™ a 
o 
: City County State 
. 
. 
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IN 
= S PURPLE, 
RED, GREEN, 
BLUE OR BLACK 


and reproduce any combination of 
colors (or all of them) at once. 











No Other Liquid Duplicator Gives You All These Copy-rite Features 


e Instant starting ¢ Position changeable even while machine is op- 


: , , — erating 
e Roller moistening — No priming 5 


e Margi-Set position control with fractional to ¢ No stencils, gelatin, inks, type or ribbons 


line adjustment L eee EF rene ae a 
eee . . ee bd onpel runs an S arper copies in singte or 


e Visible indicator to show “setting” at all times multi-color 


A complete line of liquid proce ss duplicators including electri models 
4 ‘i ‘ 


from $157.50 to $349.50 all plus tax. F.O.B. Chicago. 


WOLBER DUPLICATOR & SUPPLY CO., 1203 contlond 51 Chicag: 
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is the gre ontributing factor to success for proficiency 


comes to those who practice — practice is the consumer of Ye | 
time 4 
. : oka Ss a Again 





Words and your command of them are the tools of your 
trade. Learn to avoid hackneyed phrases either in speaking or 
writing. Improve your vocabulary so that you can express that MODERN SMOKERS FEATURING THE TAPERED POST NOW 
: AVAILABLE IN WALNUT AND METAL — WITH GLASS LINERS 
fine shade of meaning that will add conviction and emphasis OR SCREEN TOPS. 
to your purpose of persuading the other fellow to your point 
of view. A thought expressed in pungent, penetrating language No. 135X No. 135K solid walnut smok- Nos. 191-194 
will long be remembered. Improve your diction. Walnut er as illusvrated, solid brass Metal 
Study the advantage of your product from your customers ry — — <a 
point of view. What will your idea or product do for your 





customer to benefit him? People are primarily concerned with 
themselves. When a group photo is passed to you who do you 


smoker without handle, list 4 
ar Ey 


No. 146X Metal smoker same 
design as No. 135 X Walnut 












look for first yourself. So it is with your customer, he is available in satin or bright 
almost entirely concerned with the welfare of himself, his chrome, statuary bronze 
P | P 
family, and his business. — A.J ee $16 — 
Demonstrate and explain how your idea, product or service $19.00 depending on finish 
will contribute to his wishes and welfare and you will im- Nos. 191-194 metal smokers 
mediately have an interested audience. Then explain why your as illustrated. Sv" x 1\4" 
, z ae long lasting, anodized alumi- 
idea, product, or service will benefit him more than the money num liner—matching or con- 
it costs and you will have the thrill of another signature on the trasting screen. Smokers in 
* is : bright or satin chrome, gold 
dotted line. Put yourself in the other fellows shoes — he will en bronze and decorator 
buy when vou would colors 
Finally, every salesman has a price of leisure time that he No. 175 Solid Walnut Smok- 
ae . . . ; mn as 
must be willing to exchange for success. Successful men, in any 191°194— ‘Tapered a ae “ om 
endeavor, have not accomplished it on a 40 hour week. Your brass screen and brass ferrule 
willingness to dedicate yourself to the job at hand without re- —Wet $50.00 
- " ace ALL SMOKERS HEAVILY 
gard for the clock is an expression of your disposition toward WEIGHTED TO PREVENT 
your job My blessing — not my doom” an expression TIPPING 
- . ian devo a yourself, a and your — Write for latest catalogue—costumers, smokers, ash trays in 
Cueve anc Have prayerful faith that you can achieve walnut, anodized aluminum, brass, genuine bronze, 
what you have planned to accomplish, not only when con- and plated finishes. 


ditions are favorable to its accomplishment, but in spite of all 


adverse circumstances which may arise. f? - ip 
Refuse to believe that there are circumstances strong enough a atte PRODUCTS co. 








to defeat you in the accomplishment of your purpose. There 
is no exceller without great effort without constant en- 2216 N. CLYBOURN AVENUE CHICAGO 14, ILL. 
deavor and ceaseless application of the lash of ambition. 











Safe in Fire 


File Cabinet = 


@ Passed all Underwriters’ % a 
Laboratories test. me 

@ Available in Letter and 
Legal sizes, 2-3-4 drawer 
models. 

@ Available with Under- 
writers’ C or D Label. 


Large Variety of Sizes and Styles. On display in 
; NEW YORK 

The Arthur Gordon Co. 
Associated 


IS Terria late considers QUALITY x and 


Associates 


is of first importance. HOUSTON 
John H. Klein and 


Associates 


NOESTING PIN TICKET CO,, INC. MURPHY Te | 
728 E. 136th Street, New York, N. Y. Samreretcesatts «= .eaeneanael ae a | 


















A SUBSIDIARY OF THE MURPHY ELEVATOR CO. LOUISVILLE 2, KY. 
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TYPEWRITER TABLES 


SELL 







SCHOOL 
SUPPLIES 
Every student needs 
this sturdy table for 





Oak 

® School Brown 
Oak 

© Imt. Walnut 

© Preservative 









home work, typing Treated—No 
practice, typing Cracking or 
themes, etc. Warping 


LOW PRICES! 


e Fine Workmanship e Exceptional Finish 
e For Office, School, or Home 
a 


7%. CLIPBOARDS 


e First aid to better school 
work. 

e Makes note taking easier. 

e Keeps notes together. 

e In beautiful laminated wood, 
or hardboard. 

© Four sizes — memo, note, 

letter, legal. 







PP ng STEMPE MANUFACTURING 
a COMPANY 
Accessories 2830 ROBERTA STREET, DALLAS, TEXAS 











ENACIT 


LOOSE LEAF BINDERS 







Post Binders | 


THE 
BEST 


Ring Binders 


Write for Catalog No, 50 | 

















ENACIT 


HIGH GRADE LOOSE LEAF DEVICES 
LOCKLAND - CINCINNATI 15, OHIO 
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Royal McBee International President 
Names Administrative Assistant 

D. B. Starrett, President, Royal McBee 
International, has appointed as adminis- 
trative assistant, A. M. von Zolger, for- 
merly assistant to F. H. Fromming. man- 
aging director of Royal’s Paris, France 
subsidiary, Cie Francais des Machines 
a Ecrire Royal, S.A. 

Mr. Von Zolger has been associated 
with Royal at their Paris, France sub- 
sidiary since 1953 

As assistant to the managing director 

A. M. V. ZOLGER of Cie Francais des Machines, he was 

called upon to travel extensively through- 
out Europe, where he became weil known to the Royal 
dealers there. 





Royal McBee Slates Personnel Promotions 

F. P. Ryan, executive vice-president, Royal McBee Corpora- 
tion, has announced the appointment of J. W. Dolen, formerly 
personnel manager, to the position of director of industrial 
relations for Royal McBee Corporation. 

M. A. Hagan, formerly employee relations manager, suc- 
ceeds Mr. Dolen, and will operate under the title, manager 
of industrial relations, for the home office and field organiza- 
tions of the Royal Typewriter Company. At the same time, 
John A. Ryan who had been functioning as wage & salary 
administrator, was selected to succeed Mr. Hagan as em- 
ployee relations manager, and Peter A. Sotter, formerly em- 
ployee benefits counselor, has been named employee services 
manager. 

Mr. Dolen began his career with Royal in 1946 as Personnel 
Manager of the then newly-formed Personnel Department, 
with one assistant. 


Bocause 


BANDES Wooden Desk Trays, Card 


IT IS THE BEST TO BUY BANDES 


match the quality of the most expensive 
lines on the market. 
i ag Bocause 


The prices of Bandes products are no 
higher than for inferior brands. 


7 You do not offer your customers best 


value when you sell them inferior brands 
at the same or at higher prices than for 
BANDES products. 


Bocause 
BANDES IS THE 
BEST BUY 


Julius Bandes & Co., Inc. 
WAREHOUSE AND OFFICES 
171 Hillside Ave., 
Williston Park, L.I., N.Y. 
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SIBLEY'S SOLD *27027° WITH > 
AN INVESTMENT OF ONLY $665° 


One SENTRY SAFE Sold 
Every EIGHT Store Days 


Think of it — Sibley, Lindsay & Curr Co.'s stationery department 
sold 32 SENTRY Personal SAFES in 12 months . . . $2,702.70 retail 
... with an outlay of only $66.50. A floor model does the trick, 
because SENTRY drop ships to order. 


Why not find out today why more and more stationery and office 
equipment retailers are selling SENTRY for fast turnover and 
volume profits? Every householder, farmer, professional and small 
businessman is a prospect. And remember . . . only SENTRY 
offers a quality-built personal safe priced to reach this virtually 
untapped market. 





New 
SENTRY MAJOR 


3285 cu. in. - 275 Ibs. 
24," x 172" x 22%," 


Greater capacity, yet under- 
sells all competition. 


SENTRY 
STANDARD 


2340 cu. in. - 210 Ibs. 
241." x 17Y_" x 17," 


$69.95 


STANDARD DISCOUNT 
plus adv. allowance 


ee Suggested 


List Price 


*110=° 
STANDARD DISCOUNT 
Exclusive SENTRY —_... 
SAFE and CABINET 


A handsome piece of furniture that blends with 
any home or office decor . . . that serves as a 
night stand, end table, or TV base . . . yet con- 
ceals a genuine personal safe. 





Big-safe features include Vermiculite insulation 
(fire protection up to 1700° F), built-in com- 


bination lock, one-piece door, 2 drawers, one 
with lock. Weight, 225 Ibs. Capacity 2340 cu. Suggested | NOTE: All prices are 
in. Dimensions: Outside, 24'/2" x 17!/o" x 17'/o"; List Price | suggested Eastern 


African mahogany, in natural, blond, or walnut 


finish, is 25/4" high, 20" wide, 20" deep. STANDARD DISCOUNT 


Inside, 15" x 12" x 13". Cabinet of genuine $9895 | Zone prices. 


plus adv. 


allowance 





New 
SENTRY 
adie MAIL COUPON TODAY FOR FULL DETAILS 
Floor sroeoeenecenecccsscccccsonccassasasscnnanecnsosscsssosesssoonssooassssnssssonssanensssosaseonnooossosess 
vauit —_—:_- JOHN D. BRUSH & CO., INC, rocccret T7°%. v. 
$39.95 Gentiemen: Without obligation, send us full details of the SENTRY line and its 


Seandiésd Gheseien : money-making possibilities. 


Name 
For wall installation, to be concealed by a : 
picture or pane! — or sunk flush in a floor. In- S Address 
side dimensions: 13" wide, 10" high, 6" deep. 
3 number, 3 wheel combination lock, heavy cast : 
steel door and frame, asbestos interior lining. : 
; 


Attention of 
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New Low Cost Store Fixture With Added Beauty and Utility ! 


FREE STANDING ! 

EASY TO ASSEMBLE ! 
GREATER CAPACITY ! 
FULLY ADJUSTABLE ! 
IMPROVED DISPLAY ! 
STRONG and DURABLE ! 





The new Thoroughbred Wall Merchandiser is at- ‘ray, behind cornice, is strong enough to support 
heavy merchandise for storage or display. Do-it- 


tractive ... practical and embodies all the finest : , sar 
features of modern design. The fixture is beauti- yourself assembly is quick, —r and economical. 
—! | hss Thoroughbred Wall Merchandisers are sold by the 
fully finished in desert sage and Williamsburg section and priced by the foot with almost any 
blue-grey, a color combination that compliments length desired available. Let us furnish you with 
any surrounding. All shelves are adjustable and complete information and low factory-to-you prices 
are made with ticket moulding for %” price tickets. on this new improved fixture that can mean added 
A peg board cornice adds style and additional dis- beauty and increased sales for your business! 
play space with use of Handy-Hooks. The ceiling Write today! 


he : Merchandisers A. D. BUTLER, Inc. ix rTON ENTRY. 








DORO No. 700 & No. 800 SERIES SECTIONAL BOOKCASES 
Will Intermember With Globe-Wernicke Bookcases 


—Wood—Receding Door Style— 


Tee © ECONOMY LINE 





Overali Dimension 


item Description Height Width Depth Shipping Wt. List Price 
157 Top 3%," 33%," 11Y¥4” 10 Ibs. $ 8.50 
117 Book Section 13%,” 334%,” 11” 24 Ibs. 19.20 
137 Book Section 15,” 33%,” WY” 27 Ibs. 20.00 
747 Base, Leg Style ye 334," 11" 11 Ibs. 8.50 


Finishes: Oak, Imitation Walnut, Imitation Mahogany. 


Write for Description & Prices also on our 
NATIONAL LINE OF BOOKCASES 


seer y Ft 





Send for New DORO Catalog on Complete Line. manufacturing company 


— TABL — COSTUMERS 
——— 220 Institute Place, Chicago 10, Ill. 
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CANADIAN NEWS 


Our Industry Across the Border 
by Special Correspondence 





Leonard W , 


ide Lordly W. Jones, Hamilt 


Bruce Wright, Kitchens Int.: Fred Rogers, Montreal; Herbert 
Smith, 1 Eugene Charters, Montreal; Fred Leaver, Sarnia 
Jean Ayotte Rivers, Que.; Bob Usher, Regina, Sask ther 
ted ¢ Leon Black, Goderich, Ont.; Jack R. Chip- 
man, | Hugh L. Kennedy, Montreal: Dick Doner, Don Porter, 
Gage Love t 
Tr J | K€ nt \ 3c 
KA A 3 
} an | 
gE } 

+ &£ ¢ 


Sam Jason 1a nternationally knowr ; 4w ymt 


pepeeee 
paaeeeer 
specerre 

pareres 





NOWHERE ELSE 

IN THE WORLD... 
could this year’s gigantic National Business 
Show be housed adequately: but in the 
New York Coliseum—the world’s largest and 
newest and finest exhibition hall. Don’t miss 


this preview of business in the electronic age 


NATIONAL BUSINESS SHOW 


New York Coliseum—Columbus Circle, New York 
October 15 thru 19, 1956 
RUDOLPH LANG, Managing Director 
33 West 42nd Street, New York 36, N. Y. * PEnnsylvania 6-6760 















Thermographers 








REGEN 


COMMERCIAL LINE 
and FLOWER WEDDING LINE 


feature HELIOG RAVING* 


*not to be confused with Engraving 





Improve your profits 
and service with these 


Regency Features: 


© A big 50% discount 
@ Orders shipped postpaid 
in 1 to 2 days 


@ Heliograving—the finest 
raised lettering. 


Send for your FREE catalogs today 


REGENCY THERMOGRAPHERS, 28 West 23rd Street, New York 10, N. Y. 
Please send me the FREE catalog(s) checked here: Dept. OA. 


Commercial Line Flower Wedding Line 














a suennummanieneimiaaeiiins . Title 
I ——EE - 
2 —— —— State. 


Company Nome : —_ 











INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified, permanent, personalized, all Acme plastic name plates 


are interchangeable . . . can be changed instantly with new name inserts. . . 
make changes to suit your requirements. Illustrated are the popular models. 
All orders printed gold on biack, unless otherwise specified 
















No. 600, desk type, gray; 
bis 205 DavtOn No. 601, brown, si0 mY $125 
by 6%”. 


te ay 


No. 603, trans- 
parent sit $300 


type name plate 
or 


f desk, size 
2” by 10”, 
black back- 
@reund 
No. 604, desk 
style, vertical. § 00 
can be read from 
both sides, size 
2” by 10”, black 
background 


No. 605, wall 
style name, $ 
can be read 500 


New name inserts can be 
ordered as required at rea- 
— prices. Prompt delivery . . . order your requirements 
today. 


ACME JOBBING CO 


406-408 North Van Buren St. . Green Bay, Wis. 
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Cc-THRU 
NEw! ENGINEERS’ FLAT 
3 SCALEMASTER 

















9 FULL DIVIDED SCALES 





@ Convenient slotted apertures to 


scale drawings with minimum of 


For the first time, 
here is a FLAT trans- 
parent plastic Scale- wenhile. 
master embodying 
multiple scales, yet 
exposing all at one 
time! No squinting or 
searching, no twisting 
or turning — every 
scale is always in full 
view — there is no 
need for triangular or 
other scales. 


@ Easy to handle and store — only 
12% x 3%". 


only $4 oo 


Also available! Architects’ FLAT 
Scalemaster, same construction— 


with 14 scales, $1.00 


Send in your order NOW ... Send for FREE C-Thru Catalog 


@ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


Via linpwny 


HARTFORD CONN 


Mie ptt *% ay 


YA 


SAXON PAPER CORPORATION 


240 WEST |8th STREET NEW YORK II Y 
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Index cards with guaranteed accuracy of ruling 
and uniformity are now available. Produced by 
a revolutionary new machine with spectacular 
speed, greater economy and precision ruling, they 
are completely free of lint 

Superdex index cards are now available in 
sizes 3” x 5”, 4” x 6”, and 5” x 8”. Colors 
include white, buff, blue, salmon, cherry, etc. 
They are competitively priced for consumer econ- 
omy and good dealer profits 

For free samples, write to Dept. OA, Warshaw 
Manufacturing Co., 1 Main Street, Brooklyn 1, 
N. Y., America’s largest manufacturers of index 
cards and allied products 
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() W Sell more postal scales with NEW 

4 Displays... 1 Each for “Princess”, “N”, “Y", “Z" Scales 
Only Pelouze helps you merchdndise, display and sell 

Postal Scales. A complete lineup of ideas for selling the 
Two-Scale” office idea . . . for stimulating “impulse” buying 


for making more sales and more money on your 
postal scales. All yours only from Pelouze! 










Stock and Sell 
The Complete Line of 
Pelouze Postal Scales 


for your Home - Office - Store 





@ 3 colorful, eye-catching displays, like these, 
that take up no extra space, yet make extra sales. 
Ideal for counters or window. Available for use 
with Pelouze “‘N” Line, “Y” Line and “Z” Line 
Scales. 


Qe Now! 1-lb. Princess Scales mounted on color- 

ful counter card that does its own selling. Requires 
helping ome very little space, yet stimulates “impulse” buying. 
attractive windows The ideal way to merchandise and sell dozens of 
extra scales! 


PELOUZE MANUFACTURING COMPANY, 1212 CHICAGO AVE., EVANSTON, ILL. 


Spee-D-Ada 
“Ss ) says: bs eee 


Here are <> Smart ways 


to make and keep customers...sell 
Dennison.Addressing Labels 


@ Display package 
for “Y” line 

scales. Colorful, 
attracttve. Ideal for 




































1. IN SHEETS. Most versatile Bain CARBON SETS. Quick, <3. IN ROLLS. Quickest, easiest 





bila aak ee dt mbdnaain cn een oe tin i 


kind of addressing label. Type- clean, easy for typing multiple for one-time mailings. Labels come 
writer size sheets for typing and mailings. Four sheets of couponed in continuous strip for convenient 
duplicating. Type 33 labels with label paper collated with one-time typing and attaching. 1000 labels, 
one insertion in typewriter. Make carbons. Labels stay lined up until rar, 
carbons for multiple mailings. Lint- snapped apart. 33 labels, 2'%,_” x 
free: pod-free. 33 labels, 2'36” x 156”, per sheet; 132 to set. 
gs pe { beige: 

| All with Dennison | Order your 

special formula gumming | supply today. 

| for tight adhesion | For information write... 
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NO. 450 AC NO. 450 RC SOFA 1075 


CRAFTSMANSHIP 


Styled for perfect harmony with modern decor. Fashioned 

Exemplified for luxurious wear. Customed for lasting comfort and 
pleasure. Priced for every buyers purse. These are the 

factors which make BRIGHT creations a joy and satis- 

by faction to every. one who buys. In a large selection of 
genuine leather and Elastic Naugahyde and a wide range 


BRIGHT of styles you will find just what you want for every 


customer. 















WRITE FOR THE BRIGHT CATALOG TODAY! 
133 BLEECKER ST. NEW YORK 12, N. Y. 


C © M P A » 7 = NO. 90 EXECUTIVE 


POSTURE CHAIR 
MANUFACTURERS OF Whelload ladle anita 

















THREE TOP SPECIALTIES 
For Your Office or Plant 


STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 


Corner Posts, 11 Gauge or 13 
Gauge 7'3” high...8’3” high... 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





TYPEWRITER TABLE 


Size 2614"H x 16"D x 22”W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2” rubber casters. Shipped K. D. one per 








STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished in 
baked-on olive green or office-gray 
enamels with lock in handle, insu 
lated doors, spot welded assembly 
Shipped one per carton, set up 
36”W x 18” x 78”H 
Weight 175 lbs. 
List Price: $50.00 


SEE DEALER FOR OTHER SIZES OF 
CABINETS AND SHELVING 


carton. Weight 30 Ib. 
List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 
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Here's a popular 
ie . v7 
Do-it-yourself 


Seller... 
Smith’s 
OPNWINDOC XY 
Steel Guides 
for special Index Systems... 


Your customers will like the ease with which 
they can make their own filing systems to fit 
special needs. All they do is type the cap- 
tions—slip them quickly into these movable 
clamp-on guides. 1001 other uses to save 
time, improve filing. 











Available in 1” or 2 


C fit-making with clear or colored 
ation on windows. Packed 25 to 

th Signals by box with labels in strip 
form for easy typing. 











Also A-Z labels. 








CHARLES C. SMITH, INC. 


Exeter, Nebraska 





For more than 50 years a complete line of 
lime-saving signals and indexes 
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SPACE-SAVER - SECRA-TYPE 


FINEST QUALITY —— BEAUTIFUL 
WOOD OFFICE FURNITURE 









252-ST 
Pat. No. 2133807 


Sturdy construction and finest materials always make WORDEN 
desks dependable and of uniform quality. Investigate the com- 
plete line of WORDEN wood office furniture. 


For particulars or literature, write . . . 


the 


HOLLAND 


WORDEN comp 


MICHIGAN 





PENGUIN custom-built 


Newest bar sensation in cabinets 
to fit modern, traditional and contemporary 
decor. One side contains a specially 
designed refrigerated unit, the other 
serves as a liquor and glassware 

storage compartment. 


Illustrated brochure 
mailed upon request. 





Dealer Territories Still Available. 


Springer Industries inc, 


48-01 28th Ave., L. 1. City 3, N.Y. 





a 


western territ le w make Winnipea perating b 
Anthony Hampson is the new technica! sales representative t 
racit district while J. H. Young Tarts new agutie 3s Marit 


\* 
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Addressograph-Multigrapt f Canada, Lid., T t n 
TYPEWRITER Harry Leitman, Montreal sales manage the Multigraph div n 
RIBBONS th membership in the company's Hundred ag Sete a 
sles representatives C. Hotte, N. W. King, W. F. Reid and A. V. 
CREATE A PERMANENT Springate. They attended a meeting of the ib at the Greenbrier 
White Sulphur Springs, W. Va., during February. Mr. Leitmar 
IMPRESSION aR Syed aia Pg apa ge Po Taga eed ales a Ray a5 
Leedall new nylon ribbons do ane. epmeneerne: tet 2s eee veers. Sh aoe oes 
* Jt an f° f rganizarTion 2UNGeaG Dack n Ae viembdersl 
create a lasting and permanent impres- ats. atl pe ae Sige Sb Pad a 
sion, both on paper and to the user. rds for the previous year were 
Self-inking properties keep Leedall’s ny- , eseeees 
ae: sycsmva a oe oo ee canin etiatere and detion Lakin aa 
lon fresh every day. secu the wing executive appointments. C, Haughton be 
LEEDALL’S NYLON RIBBON AG SPORE I O86 Galery. sae Maney: ag ge: ea 
pre Jent r r =} tT creative ft JUCT n: > » Manager 
® Lasts for months. tationery and office furniture operat - H. McCue, duct 
© Permanent Impressions. POLE ES i RE Ee ie a we nas aes eative div 
® Continuous action self-inking. aig gt igi Sateen ere ‘Tae ge es ad a aay a 
® Clean, crisp copy every day. TES say : 
© Competitively priced. x ee & * 
SEND FOR SAMPLES AND PRICE LIST TODAY Decrease xport sales stemming ely from the tightenin 
by eign anadian 
LEEDALL PRODUCTS MFG. Co. Jucts and difficulty in obtaining dolla rtain 
foreign markets was credited the rea 4 por 
WHOLESALE ONLY - DOMESTIC AND EXPORT ea tek Kea hs thes I Gkealter Pon Cac ot Connie, 150 
Milltown, New Jersey © Milltown 8-1045 desink nt. However, said Leon H. Black, pre 
A RIBBON FOR EVERY MACHINE eellen-saemmeey tales of Ghealer weitlng instruments ka Conaie 
“ ssea IPE ximartely 40% during 755 The mpany Ww uld 
It's easier to sell Me 






Presto 


© Bright finish aluminum 
© Rustproof 
© Prompt delivery 


po nn 
ha 


on centers. 












An adjustable assorter in 3 heights 
For office, mailroom and factory. 






1” to 6” capacity. 
High Grade bright finish 


tin plate steel . . . attrac- 
tive boxing . . . smooth 


edges .. . long wearing. 


from 2%,” to 81," 
on centers. 


1” to 6” capacity. 





New Prongs can be easily 
inserted when old prongs wear 
out from continuous bending. 
This provides a new fastener 
with the remaining parts. 








Multicubicles with variable spac- 
ings. Printed forms, envelopes, mes- 
sages, etc. “’Divi-Rack” Units build- 
up. 








STEEL UTILITY CABINETS 


Write for New Catalog No. 56 Pictorial AT Ar. RICE / 

Catalog - . 

‘ Bookcases, storage cabinets, multi- 
Available. : 

drawer cabinets, etc. 


ALL PURPOSE STEEL PRODUCTS CO. 


Jamaica 21, N. Y. ® Michigan 2-2910 














Territories available to established Sales Representatives 


CHARLES LEONARD, Inc. 


MANUFACTURERS OF STATIONERY SPECIALTIES 








58-04 64th Street Maspeth 78, N. Y. 90-15 77th Street 
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even upside-down 


The Morris Safe-T-Set is puddle-proof under all 
ao conditions —absolutely safe. Perfect for students \ 















or for every desk in home and office. Beautifully | 
’ : : / designed in today’s colors. Writes for months 
can t SD ull LrUR: without refilling. Choice of Morris long-wearing / 
points made to suit individual writing styles. See / 
the SAFE-T-SET at all stationers everywhere. / 


BERT M. \MorRisco. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA ” « 
In New York: 381 Fourth Avenue — 
In Canada: McFarlane Son & Hodgson, Ltd., ok 
Sa Montreal, Quebec ae 


= — 
— ee ee ES 


ie 
i 


ia introducing... 


i 


8 MATCHLINE 


a matched 


functional group 





4 
# 





; 
’ 
’ 











of fine furniture 

for the office 

by 

JASPER TABLE COMPANY 


SSCSHSSSSSSSSSSSSSSSSSSSSSSSSESSESSSCSCS 
JASPER TABLE CO., JASPER, INDIANA 


The MATCHLINE group meets the demands of today’s office for greater 
Please send MATCHLINE catalog. 


flexibility in furniture arrangement. Eleven basic matched pieces line up along 
your wall to provide exactly the storage and work area arrangement 














you need. They form a sweeping line of beautiful, glowing Walnut to enhance your saben 
office, to provide a prestige look at reasonable cost. ADDRESS 
this coupon will bring you our new catalog with complete details — oo 
STATE 
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UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 
















All component parts are machined from steel bars. 
2. Each component part is properly heat treated. 
3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 
able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 


4 (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, C 
COMPANIES: 240 Fleet St. East, Toronto 2B, Ont. “eo eee ee 


AN ASSET 


in any office 





This traditional beauty by Jasper Chair 
Company will enhance the finest office. 
Available in Solid Oak, American Walnut, 
or Mahogany finish on Walnut. Loose 
spring filled cushion on spring platform, 


upholstered back is cotton filled. 


THE RIGHT CHAIR 





persge 7 AT THE RIGHT PRICE 
Burine aracter 


RICE LEADERS 
Or THE WORLD 
ASSOCIATION 


yoke ir rege CHAIR NO. 878 


—Vasper Chair’ 


” SPER, INDIANA Company 


REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR 














HENRY DEUTSCH (SOUTHWEST R. A. BROWNE (WEST) R. J. FREEMAN AND JOHN R. FREEMAN 
11340 COX LANE 1527 E. 14th ST (EASTERN) 385 MADISON AVE 
DALLAS 29, TEXAS SAN LEANDRO, CALIF NEW YORK, N. Y 
4a we JACK S$. DORAN (NORTHWEST) Lester W. Brown (Chicago-Midwest) 
s JAMES S. FOWLS, (SOUTHERN) 
Pea-imore 327 SUNSET DRIVE, NORTH 1527 £. 14th ST. 666 LAKE SHORE DR 
A ST. PETERSBURG, FLORIDA SAN LEANDRO, CALIF. CHICAGO, ILL. SPACE 844 
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TYPEWRITERS 
ALL MAKES 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. 7 NEW YORK 13, N. Y 
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ames R. Grand, 








. and if a visit to our 
large, modern plant is im- 
practical, then will you 
consider product samples? 





Greater profits for you could be the end result . . . for 
the “U.S. Line’’ features: 


Color-theme Carbon Papers 
Multi-brand Inked Ribbons 
Dealer Imprint Packages 
Appealing Dealer Prices 
Complete Inventories 
Prompt Shipment Of Orders 


A dealer's price list will accompany the free samples 
- . are you interested? Just clip this ad to your letter- 
head for complete details . . . no obligation, of course! 


U. S. 


CARBON & RIBBON MFG. CO. Inc. 


621-623 Cherry St. - Philadelphia 6, Penn. 
Established 1895 




















ask nathan first...about 


GUARANTEED RECONDITIONED 
VISIBLE EQUIPMENT 
=z ~Cfséftor READY 
a RE-SALE 


KARDEX, ACME, 
POST INDEX, etc., 
so perfectly re-built 
they can hardly be 
told from new—can 
be re-sold at sub- 
stantial profits. Our 
large inventory 
guarantees prompt 
“shipment. 








Mail the coupon today for prices on recondi- 
tioned equipment you can sell. Shipped subject 
to inspection to rated firms. We purchase surplus 
equipment. 


CHAS. S$. NATHAN, INC. (0-1) 
546 Broadway, New York City 


— 
| 
| 

Rush me prices on the following pieces of reconditioned | 

visible equipment: 

| 
| 
| 














Qvontity _Type Moke Size. 
Nome Company 
| Addre City Zone State 














SELL The Best 
SELL More 
SELL 


BLACK 
PORCELAIN 
BASE 















CPCOOO- DOC OT 


“0x 





OOOO EOE 


4 


hoe 


“¢; 
C+ 
 OSvecgcoou” 


Write for Literature and Prices. 


C hangepoint Que. 


TELEPHONE DI 3-7965 546 SOUTH ROCKFORD 
TULSA 20, OKLAHOMA 


BRONZE OR 
CHROME BASE 

















AICcCO’S 
One 
Reliable 
Source 
Of 


Supply 
For All 
Your 
Needs 
In 


a vam Available For All Types of INDEXES 
They Are INDEX Specialists! 


You Can You can count on Aigner to supply all stand- 

ard size Indexes for Ring and Memo Books, 
Also Rely Post and Ledger Binders. Either with insert- 
on AICO 3 able AICO Plastic Tabs, or printed titles, such 
as: A-Z Divisions, Monthly, Numerical, Geo- 
graphic. And the blank insert strips are type- 
GUIDES writer spaced to save 56% typing time when 
typing the titles. For made-to-order Index jobs, 
AICO supplies free design service, sales aids, 
TABBING. fast quotes. 


You Save On Ordering, Bookkeeping, Stock & Storage When You 
Order from AICO! 


afte 97 Reade St., New York 13, N. Y. 
426 5S. Clinton St., Chicago 7, Ill. 


INDEXES 





for 


and 
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New Salesmen for Nathan Company 

Charles A. Russ has joined the sales organization of Chas. 
S. Nathan, Inc., New York City office equipment retailers. 
Previous to his new position, Mr. Russ was manager of the 
new products mechanical division of the United States Rubber 
Company. 


C. W. Danes Firm Closed Since His Death 

The family of Clarence W. Danes announces that following 
his death on January 2 the office furniture business of the C. 
W. Danes Company, Sayville, N. Y., has been closed. Robert 
E. Danes and John R. Danes are executors.. 


Buys Warehouse Site in Tulsa 
George J. Constantine, operator of Palace Office Supply 
Company, Tulsa, Okla., has recently purchased two lots in 
the Sheridan Industrial District as the site for a warehouse. 
EEG 


Clary Dealership Authorized 

Clary Corporation has named Robert O. Pearce of New 
Bedford Cash Register Exchange, Ned’s Point Road, Matta- 
poisett, Mass., as an authorized Clary dealer, it is announced 
by J. W. Stallings, general sales manager. 





Crd. LECTERNS ... 


SELL to Churches, Schools, 

. Clubs, Lodges, Hotels 
= No. LF-I. Attractive, practical, 
durable. Hardwood base and 
standards, genuine Formica top, 
stainless steel molding. Front 
panel for decal. Base 15''x2!", top 
16"x22", 19" high at front, 12" at 
rear. List, each $55.00. 


With wood top, $45.00. Other sizes 
styles to order. Write for quotation 


And. CHAIRS... 


WOOD * CHROME * WROUGHT IRON 
Expertly designed, built for long service. 
Every item ARD sells is unconditionally 
guaranteed! 












No. W-599. Wood chair for of- 
fices, reception rooms. Selected 
kiln-dried hardwood, metal angle 
braces, screwed corner blocks, 
Duran tailored, antique nail trim, 
No-Sag spring seat, full padded. 
Seat 17" x 14/2", back 14!" x 
14'/2". List each, $23.90. 


WE SELL THRU DEALERS ONLY 


Catalog No. 16 77 pr makers f 


YL MANUFACTURING CO., INC. 


13 VINE STREET — — — EVANSVILLE, INDIANA 
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FLEXx!-PosT 


THE ORIGINAL CHAIN POST BINDER 





These Flexi-Post features mean Extra Sales for you 





® Two inches of working space ® Non-protruding posts ® Mechanism guaranteed for life of binding 
Instantly available for easy insertion Saves storage space. Flexi-Post bind- Highly perfected. Built to withstand 
or removal of sheets. Simply turn the ers can be filed or stacked. Will not the hardest use without damage or 
key for 2 full inches of extra space. scratch or mar furniture. breakage. ———_ 7 
® Unlimited capacity ® Holds sheets securely /K uct 
Always room for more sheets. Stand- Direct screw compression holds 1 or / ¥ 4 
ard inner post sections easily added 1,000 sheets in a vise-like grip under h\ J, 
without removing binder cover. 400 pounds pressure. ‘ 


Notice how easily a sheet may be 
inserted or removed at any point in 
the Flexi-Post Binder. 





STATIONERS LOOSE LEAF COMPANY MILWAUKEE 1, 524 NORTH BROADWAY 




















NE INK, 


Eos supply all 
your 

felt pen 
needs 






SIAR: SH Ih hm Always the right tk th the right Pen 


veoee With ersh 77 


You don't need a large, complic ated inventory of differ- 
ent felt pens and different inks! The *‘one pen, one ink” 
Marsh 77 satisfies every customer need. It permits smal 
ler inventories. Makes ordering easier. The Marsh 77 is 
preferred by teachers, students, artists, shippers ... Every- 
one who marks or draws can use it. 


Our Marsh ‘‘77"’ Felt Point Pen line was designed with 
you, the dealer, in mind. Highest quality merchandise, 
nationally advertised, beautifully packaged, and priced 
to sell fast. 

Marsh 77 Features: Marks all surfaces with instant dry- 


ing ink. Fits hand like a fountain pen. Cap snaps on-off. 
Ten ink colors available. Guaranteed. 








FREE: TESTED SALES PLAN No. 17 
F-26 Clip this ad to business letterhead with your name. 
MARSH COMPANY, MARSH BLDG., BELLEVILLE, ILL., U. S. A. 
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ON THE BEST SELLER LIST 
0 





6800 Series 


@ Because their sim- 
ple, handsome de- 
sign goes perfectly 
with today’s popu- 
lar desks 

@ Because they offer 


lifetime rugged 
construction 


@ Because they’re 


FEATURES: priced to sell 


Solid Walnut 





Leather or elastic 
Naugahyde upholstery 


i. 52n d Year 


Arms padded to 
prevent desk marring 


Brass sleeves on 
armchair posts prevent 





1] scuffing, add beauty - 
BOLING CHAIR COMPANY ae 


siier c r1rolina High Point Bending & Chair Company 






















CONSISTENTLY BETTER QUALITY AT LOWEST PRICES! 


URABLE STEEL OFFICE EQUIPMENT 
| IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS * PERMANIZED BAKED ENAMEL FINISH 


ee FAST SELLING! 


om SPACE SAVER! 
MODERN ISLAND BASE 
ag SALESMAN’S DESK = 


j Linoleum top (40”x251/ 
: Desert sage, 





_ 
EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 
FILING CABINETS | 
BOOKCASES #o3Ps slak avaen, meee 
SECTIONAL BOOKCASES NEW! PRICED TO SELL! | ON 
ROLLER FILES EXECUTIVE CONFERENCE DESK *“ TOP VALUE! ‘ 
TELEPHONE CABINETS Desert sage, mist green, prey TOP SELLER! 
SPECIALTY CABINETS 


EXECUTIVE DESK 
) Linoleum top (50”x24”) 
: . = Desert sage, 
, mist green, grey 


"TERRIFIC BUY! 
MODERN SALES DESK 
| OVERHANG TOP 




























Linoleum top (53”x2512”) 
Desert sage, mist green, grey 





goers “Sy 















,, 
WRITE FOR ILLUSTRATED CATALOG +4 AND DEALER PRICE LIST. - 
Nes @ Cabin 


URABLE METAL PRODUCTS co. Pees 
1703 ST. MARKS AVE. | skin 33, n. ¥. + HYacinth 8-118 PT SHIPMENT 
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Barney's of Hartford Marks 
25th Year with Booklet 


“Growing with Connecticut Industry for 25 Years” is the 


theme of an imposing booklet issued by Barney’s of Hartford, 
Inc., in observing its silver anniversary. 

This 25th anniversary book includes photographs of in- 
stallations that Barney’s has made for a representative group 
of customers. These clients in turn tell what they consider 
important about Barney’s service. 

[he foreword says, “Connecticut’s growth has been tre- 
mendous in the past 25 years. Barney’s has had the satisfac- 
tion of being part of that growth, by making a significant 
contribution to the expansion of Connecticut industry. No 
order has been too small or too big. No problem of office 
furniture or factory equipment has been insurmountable. The 
reward for doing a good job has been in developing a list 
of satisfied, loyal customers.” 


Young Named Todd’s Chicago Manager 


Appointment of Jack M. Young as its Chicago area sales 


manager was announced recently by The Todd Company, Inc. 

Mr. Young joined Todd as a commercial representative in 
Pittsburgh, Pa., in 1948. He was named assistant manager 
in Chicago in 1954. 





N. Y. Firm Distributes Siemag Typewriter 

Siemag Office Machines Corporation, 391 4th Ave., New 
York City, is now the sole United States distributor for the 
Siemag typewriter 

Forming of a new corporation led to the designation of the 
New York firm for the distribution job. 





Fort Worth Salesman Wins ‘‘Oscar’’ 


Carl D. West, Typewriter Supply Company, Fort Worth, 
Tex., was one of 67 Fort Worth salesmen presented with 
‘Oscars” for outstanding salesmanship at the annual awards 
banquet held recently in that city—JHR 








NEW X-a@cto PEN KNIFE 


self- 
service 
display 


* Builds More Sales 

* Boosts “Impulse” Buying 

* Gives Maximum Selling 
Display 

* Provides Compact Stock 
Space 





Handsome 3-Color Merchandiser Display (8” x 
10/2" x 2%4"' deep) supplied free with every 
1 dozen No. 3 Pen Knives — $12.00 list. 


No. 3 Pen Knife — perfect utility tool for Pocket and Purse 
* Home * Art Department * Office * Laboratory * Workshop 


IDEAL for Artwork * Stencils * Friskets * Correction of 
Duplicating Masters * Erasure * Periodical Clipping 


* Retouching wherever a sharp blade is needed. 


Complete with extra refill blade in handle 4 $] 00 


Send for Free 28-page X-acto Catalog LIST 


48-41G Van Dam Street, L.I.C. 1, N.Y. 
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Dealers in the Know... Always on the Go 


with 


Supreme of Brooklyn 


THE MOST COMPLETE LINE TO MEET EVERY REQUIREMENT 























teel 


(SHELVING 


Write for Catalog and Price List 


SUPREME STEEL EQUIPMENT CORP. 


53rd Street and Ist Avenue, Brooklyn 32, N. Y. 

















QUOTE — UNQUOTE 


“For the finest of SUPPLIES and SERV- 
ICES in the office machine field . . . see 


SHIPMAN-WARD'S...” 
i ded ‘99 


fae) 





That’s what the dealers say 

who buy SHIPMAN-WARD’S famous rebuilt 
electric typewriters . . . now in pastel 

tones . . . best quality parts and, of course, 
the famous B. F. Goodrich typewriter 
platen .. . and SERVICE. 


SHIPMAN-WARD MEG. CO. 


1892! 


Serv ale the industry Siala: 


320 West Ohio Street * Chicago 10, Illinois 
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he greatest demands 
t has ever enjoyed! 


American 


by one of t 


any produc 


HIGGINS 022% 


nd growing profits 
Higgins quality 
he insistent and 
est — quality 
e in 


i a 
Regular, repeating, 
are guaranteed for you wae 
— quality which —, : 
increasing demand for the a 
which makes every sale y Bash 
satisfaction to you and } 


customers. nee 
ou make the mos 
Make sure y Ses. Check your 


Higgins sa 
aie a, and reorder to keep 


it complete. 
75 Years Service to 


HIGGINS ink co. INC. 


271 Ninth Street, Brooklyn 15, N. ¥- 


the Industry 


THA le 
Hees GAT inh 





Clary Launches New Manpower Program 

STEP (Supplementary Technical Engineering Program), de- 
signed to supply new, skilled engineering manpower from 
company ranks, has been launched by the Clary Corporation, 
it has been announced by Robert E. Boyden, Clary’s chief 
engineer. 

An innovation in on-the-job training, the STEP program, 
“is a helping hand up the ladder of achievement to serious 
employees with the ability to become qualified engineers,” 
Mr. Boyden said. 

In addition to members of the engineering department who 
are enrolled in STEP to further their engineering skills, the 
first Clary employees to be admitted to the program are 
William C. Pierce and Oliver Albright, transferred to STEP 
from the field service departments, and Humberto Gonzalez 
and Nash Vigil from plant assembly line. 


Mayer Names Advertising Manager 

Robert J. Newell, formerly advertising and sales promotion 
manager with Johnson Oil Refining Company has been ap- 
pointed advertising and sales promotion manager with the 
Mayer Manufacturing Corporation, manufacturers of desk and 
stationery accessories, advertising specialties, and metal and 
wire point of purchase displays. Mr. Newell will co-ordinate 
the activities of all three divisions. 


Clary Plans Increased Exports to Mexico 

Expanded export of business machines to Mexico is planned 
by the Clary Corporation during 1956, according to J. W. 
Stallings, general sales manager. 

The company’s sales and service organization south of the 
border is being amplified and new Clary dealerships recently 
were established in the states of Nuevo Leon, Chihuahua and 
Sonora, he said. 

Paul Munoz, assistant export manager, recently completed 
a tour of Mexican markets. 





SAP < 


era 


Increase Your SALES .. 






SPONGE RUBBER 
STAMP PADS 


THE ONLY ALL-PURPOSE 
STAMP PAD LINE! 
There’s a SPEED-MO stamp pad and ink for every office or 
industrial stamping problem your customers may have. Speed-Mo 
is the only complete line of stamp pads on the market — and 
that means multiple sales for Speed-Mo dealers. You need carry 
only the common pads. Prompt shipment made on special pads 
(up to 20’’ x 36’’). 
All Speed-Mo stamp pads are of specially treated, odorless 


sponge rubber. Clear impressions guaranteed. Re-inking is neat 
and simple — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS 
Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


in Canada, for complete information write: 
& Co 399 Main St., West, Hamilton, Ontario 
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THE 
ADVANCO 
PUNCHLESS 
PAPER 
HOLDER 





Equipped with this new style clip that operates 
as easily as opening and closing a safety pin. 
* 


NO HOLES TO PUNCH 
NO SLIDING OR BENDING 


Add or remove the paper you want speedily. 
The clip with the bull dog grip 
The Folder is heavy 25 point Pressboard. 
The Clip is spring steel, securely fastened. 


Two Sizes: Holds sheets up to 
82" by 11" and 81/2" by 14" 








Write for sample and price list 


ADVANCO PRODUCTS Inc: 


MANIFOLD BOOKS + PRINTED STOCKH FORMS PRESSBOARO 


MANUFACTURERS “itt: sx: totbens sinter Sno reessaonns cute 
SUSPEND-O-FOLDER + MANILA FOLDERS + FILING SUPPLIES 


148 WEST 24th STREET NEW YORK 11 NY. « Telephone CHelsea 3-1276 
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BRADEN 
Matched OFFICE SIGNS 


A coordinated line of signs for DESK, DOOR & WALL 


Ss 200 Stock Signs* to se- 
- — ae lect from with and with- 
; out holders 

*Name panels easily 
changed to allow for 
personnel changes 

NEW ... Line of Bank 
Signs ‘“‘Next Window”’ 
— “Bank Holidays’’ 


etc. 

For those customers who 
want Custom signs .. . 
es BRADEN Made to Order 
terature and dealer information ENGRAVED SIGNS — Com- 
plete flexibility to fill 


BRADEN Mig. Co. nee metoan” 












FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 
LETTER FILES 


CARD INDEX 


FILES 
STORAGE FILES 


INDEXES 
- 


A QUALITY LINE 
AT LOW PRICES 


€ 
ASK FOR 
OUR LATEST 


LITERATURE & 
Te PRICE LIST 


ARROW PAPER PRODUCTS CO. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 


STAND-B 


e@ Patented Knee-Action Grippers 
Hold All Copy Securely 


——— < 





THE VERY. BEST VALUE 
IN COPYHOLDERS 







—— 





— 





16°W x 12°H 







CuRTIS-YOUNG CORPORATION 
d 


Copyholders — Duplicating Supplies Carbon Ribbons 





110 West 18th Street . New York 11, N.Y Cable. CURTYOUNG 


WOW! hata, 











Millions of modern desks—and each one a 


prime prospect .. . because— 

. . business approves the simple ‘‘feed it— 
hold it—turn it’? sharpening technique, 
and 


« no fall-out of pencil shavings 

. — all-metal construction on rubber 
eet 

¢ balanced-tension automatic feed and stop 

Hitch on to a selling star—the Boston 

Champion Portable! 

All Boston sharpeners guaranteed one year. 


C. HOWARD Y U NT PEN COMPANY 
Camden 1, N.J. 


Send for catalog of our BOSTON & SPEEDBALL PRODUCTS 
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HANDY “GLIDEX"” 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year 'Round 





Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 


The only bracket made to hold present models. 


Made of strong, durable steel, Extends to 30 rigid 
inches. Closes only 9 inches, Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 

WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 


NEN 


\ 





GUDEX MOOEL Me 200 


GLIDEX CORP. — 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 








PAPER PUNCH 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $4.00 list. 


Order from your Wholesaler 


MODEL 3... Punches 3 holes 
\%" dia., spaced 44" on centers, 
44" from back binding edge — 
standard spacing 11" x84" sheets. 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., Sen Francisco 


PAPER PUNCH 
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TAPE PRINTERS FOR THE TRADE SINCE 1937 












of 
SCOTCH tapes 


- « » from 6 rolls up 


SPEEDY TRU -TEST; KRAFT SMALL RUNS 
SERVICE GUMMED TAPE INVITED 


- + « from 10 rolls up 


Supplying Jobbers from week service. OPEN NEW 

coast tO coast since 1937. ACCOUNTS BY _ SELL- 

Specialist in short runs, 2 ING PRINTED TAPE. 
Sample folder and price lists om request. 


* 
ol-Bindor 1832 WESTWOOD AVE. 
* CINCINNATI 14, OHIO 

















STAPLES 


“A Ty-Dee job's a better job”’ 
and a better buy, too! 


STANDARD & SPECIAL STAPLES 
FOR OFFICE & INDUSTRIAL USE 
Precision made of finest quality rust-resistant steel wire. 
UNCONDITIONALLY GUARANTEED 


Customer satisfaction & repeat business 
assured * Ask For Dealer’s Price List 








Ne only for a high- 
quality line... but also 
Jor those little extras and 
“breaks” that mean extra 


profit... stock WRITE. 






CARBON PAPER 
TYPEWRITER RIBBONS 


TYP-ROL Type Cleaner 
and Roll Finisher 


incorporated 420 Lexington Avenue, New York 17, N. Y. 
Factory: Bridgeport, Conn. 








Y y ij / a 
f a 
A - 


MARKILO 
CELLWLO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markilo 
902p S, Wabash Ave. Chicago 5, Ill, 



















Keep Klean Imprinted 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers Dealer Con 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 
prices, discounts, etc. 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, N.Y. 


a7e 
HARDBOARD _ 
CLIPBOARDS MQ ass0.1 dS 


Carefully finished, Made of Masonite Tempered 


unaffected by mois- Duolux, glass-smooth on 
ture and guaranteed both sides. Light in weight 
not to warp, crack 
or splinter under 
normal use. 


with wearing qualities of 
metal. Clips are heavy gauge 


rust-proof steel 





INTRODUCING. Two keytops that will 

fit all typewriters listed. You profit, by cutting your 

inventory and save more on the low prices. 

The new “UNIVERSAL” (left) for — Remington 17, KMC, 
Superwriter, Noiseless; Underwood Noiseless; 

L. C. Smith 2A, 6A, 7A, 8A; Royal KMM, KMG, HH; 

Underwood SS, 150; R. C. Allen and 1.B.M. In green only. 

The “KEY COVER” (right) for — Remington 10, 12, 16; 

L. C. Smith 8 to 1A; Royal X, SX, K, KHM, KMM; 

Underwood 5, 6, 11, M, S$; Woodstock. In grey and green only. 


PEARL ENGRAVING CORP., 29 East 19th St., New York 3 








Don’t Waste Time 
LOOK IT UP HERE} 


This is your ANSWER BOOK 
to all your buying Needs 
1. PRODUCT INDEX—over 1,500 prod- 


ucts classified. 

2. DIRECTORY OF MANUFACTURERS 
—over 3,000 with names and ad- 
dresses. 

3. TRADE NAME—TRADE MARK INDEX 
—Over 6,000 with names of manu- 
facturers. 

4 MANUFACTURERS’ ADVERTISING— C 
many use catalog-type advertising City, State and National— 
giving complete product informa- names and address of 
tion. officers and meetings detes. 


Keep your copy handy —use if offen 






‘ 
‘ 
/ 
‘ 
‘ 
— 






‘ 





5. TRADE ASSOCIATIONS— 
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FINE ACCESSORIES FOR FINE DESKS 
wn =e 
of Complete 


— 


Write for 
FREE Catalog 


This desk set retails for approximately $15. 


REDI-RECORD PRODUCTS CO. 


51 West 21 St. 
New York 10, N. Y. 








Upholstered Furniture of 
Distinction For Offices, 


Hotels, Institutions 


Write For New 
Catalog 


666 Lake Shore Drive 
Chicago 11, Illinois 
I Grand Rapids 


CLAR‘O:TYPE 


CLEANS TYPE CLE ANER 


modernize inc 


actories: Chicago 












Handy dauber eliminates dirt like 
magic! No carbon-tetrachloride; 
non-flammable; striking displays, 
free advertising aids! 
~.. Order direct or from 
your own jobber. 


THE CLAROTYPE CO., 
261 BROADWAY, NEW YORK tam. Y 
FACTORY | Thor! 





















TU ee 
MR. DEALER a 


INCREASE YOUR 
PROFITS 


cy] ACETATE PRODUCTS i 

Sreh 7} To Protect, Enhance; Dramati ze 

ue CHAIR CUSHIONS 

for year round comfort 

WRITE FOR CATALOGS TODAY 
oe i) PA DD o 
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Exclusive 
creations 
by 





NEW HOLLY- 

WOOD DIVAN 

stands on brass legs . . . has double 
thickness plastic fibercane arms with 
$ plywood between thicknesses. Loose 
= back bolsters are tapered and sup- 
> ported by wrought iron back sup- 
< port. All covers equipped with 
* zippers. 

Write us for details of our full line. 


GRAND RAPIDS Leather Furniture Co., Inc. 


201-207 Front Ave., N.W. Grand Rapids 4, Mich. 






















SELL ALVIN 


for greater profits to you 

. and your customers too! 
Put your confidence in Alvin's drafting 
and drawing instruments, and customers 
will put greater confidence in you! 



















No. 5012 COUNTER DISPLAY / 
12 mechanical lead holders in sales- 
stimulating display. Retails at $15.50. 

Also Available: Top Quality & 
PARAMOUNT Refill Leads ——$.75 tube 
of 12-5” leads. 

Attractive Trade Discounts 


SEND FOR FREE 60 PAGE CATALOG 
ORDER TODAY! 


ALVIN & COMPANY 
WINDSOR, CONN. 


EXTRA PROFITS custémers 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 


CHAIRS — 1 38 STYLES KS 


* 
@ FOLDING 
& 
a 





NON-FOLDING 
TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 
@ 6 Ft. and & Ft. TABLES 
@ SCHOOL DESKS 
QUIREMENTS (Quantity, Stee! or wood 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 











THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


19132 Commerce St. 545 Mission St. 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 
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ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch : 
SIDE and CEILING TYPES—with : 
steel track for mounting on shelving, 
filing cabinets or ceiling 

“A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 2 to 8 step 
heights, and 3 widths 


Send for Circulars 42-OA (Wocd) & 53-OA (Steel) and Dealer Discount. 
Manufactured by 


I. D. COTTERMAN — ge Ave. 





















You can earn good 
commissions selling 


our complete line 


f pass ks, 4 
RSMMMETUST AM check covers, coin 
savers, and other 
FXTRA avers, an 
COMMISSIONS 


forms to financial 
institutions. 


Write for Information 


RICAN PASSBOOK CoO. 


CLEVELAND 13, OHIO 








SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 
WRITE FOR CIRCULAR 


_CAN-PROG,.. 


33 & McWILLIAMS ST. 
FOND DU LAC, wis. 











OHAULLL 
SINGLEFLUID 


INK and STAIN REMOVER 


MONTCLAIR NEW JERSEY 











THE INCOME TAX MAN 


will let you deduct the cost of 
business travel—but only if you 
have definite, itemized records to 
show him. 


BEACH’S 
‘‘Common Sense”’ 
EXPENSE BOOKS 


are best because you jot down the 
expense as it is incurred rather than 
later when a lot of it is forgotten. 

Mr. Stationer, recommend BEACH'S 
to your customers. They are now 
more important than ever! 


Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. 














This latest carried out top quality power driven 
tester will hit the scale for the needs of the ribbon 
and carbon in- jy 
dustry require- e 
ments, and also 
for the manufac- © 
turing process. 







IMPROVED 
Electric Typewriter : 
Ribbon and Carbon *. __ aa 
$500 
F.O.B. + - 


ESF. SIMONYE 


PRICE 
Mt. Airy & Harbourton Road, Lambertville, New Jersey 
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DAYTON STENCIL 
WORKS CO. *chic™ 


A Jor Ginesl 2ualily 
~ Jor the Breadest Line 
of Rubber Stamps 


SPECIFY 


and Marking Devices 


Write for your copy 
of our new catalog No. 80 


Fauna DIV., Bankers & Merchants, Inc. 


3229 North Sheffield Avenue Chicago 13, Illinois 
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THE ORIGINAL 


DUX "COMBI" 


A Time and Money Saver 


One on every desk saves money in 
any office by saving trips to 
sharpeners and tape machines. Pre- 
cision-sharpens regular and jumbo 
pencils or crayons with razor-sharp, 
replaceable blades. Base holds any 
¥," roll tape for quick, easy use. 
No. 9559NB-$10.80 doz. f.o.b. At- 
lanta. Write for catalog of models 
for office and home, and other fine 
imports 


Exclusive Distributor 


FRED BAUMGARTEN 
Dept. B-4 675 Cooledge Ave. N.E. 


IRVUX 


Exhibited Room 985, 
Hotel New Yorker, May 13-18 
aT STICKS STIC 
NEW RUBBER CREAM GLUE 


Different & Better than ordinary adhesives 


Ideal for temporary or permanent mounting 
Spreceds smoothly, sticks fast, but mounted 
piece can be lifted clean from mounting sur- 
face, without warping. Odorless. Won't harden 
if left exposed to air. Excess rubs off fingers 
easily. WON’T HARDEN IF LEFT EXPOSED TO 
AIR TEMPORARILY. 

In 1 doz.-lot Tubes with Counter Display Holder 

In Glass Jars — 2 oz. to 1 qt. sizes. 

Adv. Mats or Electros for Your Own Use 


Write for Literature & Dealer Discounts 
PORT WASHINGTON 
TRI-TIX, INC.— WISCONSIN 


























for PERFECT 

D POINTS 
UNT te 
RLINE 








LEAD POINTER 


preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


Here’s the fast, clean way to get perfect 
lead points every time, points up to ¥/2” 
long, without breaking! Simply insert 
wood or mechanical lead holder and use 
to rotate lid. Sturdy, lifetime construction, 
non-skid base. 






“T1a- Petal Lead Holders 


WRITE FOR LITERATURE . light, balanced. Press-top, 
AND DEALER PRICES single- and double-end models. 


ELWARD MANUFACTURING CO. cotoma* Mien. 
FILE DRAWER= 
HARDWARE 


Latest matching 
aluminum file drawer 
hardware-three items 
selected from the full 
line of office furni- 


ture hardware, | 








New. Write for complete catalog. 


A. L. LIEBMAN & SON, INC. 22% M:?epeid ave 





OA—4 / 56 
























A Specialty Item 
= MASTER SPEED KEYS 


for old and new typewriters, 
bookkeeping and billing machines. 


. 7 . 
Don’t Delay 
ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION 28.) cue, Stet 





























> Interchangeable Carriage 
> Adjustable Paper inserter 
> Four Position Ribbon Switch 
> Line Spacing Indicator 

> Type Bar Disentangler 

> 46 Type Bars 


. makes typing c pleasure 





SIEMAG OFFICE MACHINES CORP. 
391 4th Ave. N.Y.C. Sole U.S, Distributor 























Folds 
120 letters 
a minute! 


PORTABLE 
FULLY GUARANTEED 


O tic 
DESK MODEL FOLDING MACHINE 


WRITE FOR COMPLETE CATALOG OF 
DUPLICATING EQUIPMENT AND SUPPLIES 


PRINT-O-MATIC CO.,INC. Chicago, Illinois 
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Whos handling 
public relations for you 
behind the Iron Curtain? |_| 


ase , ' 
ee ~ i OL i iin = atl : por 
Ta Se ous 


It’s not an easy assignment—or the kind you'll find many 





people volunteering for. 


But there is an important “public relations” job to be done 
behind the Iron Curtain—for you . . . for America . . . for the 
whole concept of freedom, free enterprise and individual 





rights. This job is an opportunity and a challenge as well as 
a serious responsibility for American business. Fortunately, 

with your help, there is an agency that can do the job— 7 
Crusade for Freedom, which supports Radio Free Europe y 
and Free Europe Press. 


continually challenge the barrage of Communist misstate- é ! 
o \ 
























Both these powerful, privately operated organizations 


ments and false truths. Using saturation radio broadcasts 

and mass newspaper drops from message balloons, Radio 

Free Europe and Free Europe Press are constantly on 

the offensive against the Red campaign to annihilate y 
right, reason and national pride. I 


Continued and heated Communist protests testify to 
the tremendous effectiveness of Radio Free Europe 


and Free Europe Press. Support freely given by free 3 2 
American business and private citizens will increase ~» 
this effectiveness and the scope of their operations. | j 

A contribution now is perhaps the best investment , 


you can make towards a peaceful, prosperous world. 






Give generously. It’s your future! 





. . . . — 
Check list for business executives hy 
in the Crusade for Freedom 
] Order display material for your company bulletin board. 


uy | 


Plan a paycheck stuffer to fully acquaint your employees 
with the importance of the Crusade for Freedom. 


Plan to conduct an in-company solicitation. 





Match employee funds with your Truth Dollars. 


and information write CRUSADE FOR FREEDOM, i 345 East 46th St., N. Y. C. 17. 


For campaign material 


: 
' 
| 
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THE SHOCKING TRUTH: Cancer kills more children CENTLEMEN: I want to help conquer Cancer. 
from 3 to 15 vears of age than anv other disease. 0 Please send me free information about Cancer. ) 
OO Enclosed is my contribution of $.WW._s. tte 


Help hurry the day when all our children : : 
’ ? the Cancer Crusade. 


will be free from man’s cruelest enemy. Your 











donation—large or small—can help save a youngster’s NAME 
life. Perhaps even one of your own. ADDRESS 
cITy ZONE STATE 
® ; 
AMERICAN CANCER SOCIETY MAIL TO: Cancer, c/o your town’s Postmaster. 
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from MAYCO...YOUR BIG 
PROFIT OPPORTUNITY of 1956! 


So Simple to Load 








Complete with 250 ft. adding 
machine roll. Refills available 
at any siationery store. 
















Easy-turn 
Positive Knob Control 


Sturdy All Metal Construction — 
Guaranteed for Life 


Rubber Feet 





Protect All Surfaces Perfect Writing Angle HERE’S HOW 
_—r THE PLAN WORKS: 
M@ MAYCO ROLLMASTERS LITERALLY SELL THEMSELVES (1) Order as many MAYCO Rollmasters as you 
. ; have potential accounts, or accounts with which 
on demonstration to everyone with a need for a handy, rugged you wish to increase sales. (2) Have your sales- 
“a : , rae : men place one or more Rollmasters with the 
memo pad. The solid good looks of the Rollmaster fit every decor, secentionists or sultchboord operators of these 


accounts on a 7-day FREE TRIAL OFFER. (THEY 
SHOULD FIRST CONTACT THE OFFICE MANAGER.) 
unlimited convenience! NOW, ON A 7-DAY FREE TRIAL (3) Call back in 7 days. You’re sure to pick up 


oe : : Ps a large percentage of orders on the trial Roll- 
OFFER, YOU CAN PUT ONE OF THESE ROLLMASTERS IN masters, plus having a perfect ‘‘door opener’’ 


. , 5 a se alee . for other office supply items. (4) The length of 
THE OFFICES OF EVERY ACCOUNT ON YOUR LIST, the 7-day FREE TRIAL promotion is from March 


full credit any Rollmasters which you fail to sell 
up to July Ist. 


ORDER YOUR ROLLMASTERS RIGHT NOW SO YOU CAN CASH How is that for a terrific sales 


and the adding machine paper roll is the absolute in 


IN ON THE 7-DAY FREE TRIAL OFFER AS SOON AS POSSIBLE... aid program!...You profit... 
YOU ARE PRACTICALLY GUARANTEED TO INCREASE YOUR your salesmen profit + + + your 
VOLUME WITHOUT THE SLIGHTEST RISK TO YOU! customers profit! 


WO At ae whey Venall ai, icmiele] ate) 7 vated, 


3130-40 WEST 5ist STREET + CHICAGO 32, ILLINOIS 
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See other side 





for Quick Service 
Inquiry Card 
covering new 
products and 
sales aids in 

this issue 
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QUICK SERVICE 


OAs! wauiRY CARDS 


NEW EQUIPMENT & SUPPLIES 


All new products illustrated and described in this issue 
in a section beginning on page 60 carry key numbers 
duplicated on the card below. If you are interested in 
an item, or several items, simply circle the corre- 
sponding key numbers on the card and mail at once. 
Your inquiry will be forwarded without delay. 


SALES STIMULATORS 


Manufacturers’ sales aids announced in a section of 
this issue beginning on page 82 all carry key num- 
bers duplicated on the card below. For additional 
information simply circle the key numbers on the card 
corresponding to the number assigned to the Sales 
Stimulator in which there is interest and mail the card. 


INAAIS © 


SilN1ddNsS B@ LNIWdINOI MIN 


“ADJ@P sNOUJIM UONDWOjUI JeyyINy pues Oj 


‘P@/P4J> SADY | Ssequinu Asx @Yy Aq pejodipu; ‘sseuNjoDynUDW eYy ys esDEJ 


SAINVITddVY 351410 NVIANG 


2) 
a 
® 
“ 
Pa 
34 
Q 
Qa 
g; 
oO 
3 
2. 
o 
Q 
a 
Q 
w 
Q 
= 
® 
= 
Q 
= 
© 
Qa 


et 
_—s 
° 
— 
wa 
~ 
° 
> 
» 
2 
- = 
- « 
a 
° 
o 
5S & 
: & 
$s 
oc 
~ 
wn 
ae) 
= w 
oO 
mn 
8 
wv 
= o& 
i} 
N 
o 36 
~~ % 
a © 
a 
= 
a. 
a 
¢. 
a 
a 
> 
g 
— 
c 
3 
3 
— 
— 
-) 
w 
o 


o 
° 
. 
2 
> 
3 
= 
3 
z 
3 
= 
vs 
z 
3 
> 


L£4 99 19 OF LS OF Iw OE LE OF LT OL LL 9 


ew 
en 
~~ 
ew 
—_— — 
en 
ed 
wn 
te 
ay 
ss 
n 
eu 
on 
£2 
n 
22 
on 
wu 
ew 
va 
on 
$s 
~ 
oo 
an 
“NN 
ew 


NOLLISOd 


SPL OFL SEL OF STL OTL SLL OLL SOL 
PPL GEL PEL OTL HTL GLI HLL 601 POL 
Evi SEL CEL BTL CTL BLL CLL BOL COL 
Ew LOL TEL ATL CTL LLL TLL £01 TOL 
LHL SEL LEL OTL ATL OLE LLL GOL LOL 

SHYOLV INWILS S23 1VS 





Dp 







JUNIOR EFFICIENCY 
DOES A MAN-SIZE JOB! 


...and there’s a big potential market 


for this $9.95 Gelatin Film Duplicator 


Eee 








.. AND UNDERWOOD PORTABLE DEALERS KNOW WHAT THAT MEANS! 


IT MEANS another big selling season packed with opportunities to promote the 


colorful new Underwood Portables. It means powerful newspaper advertising mats 


that bring business into your store 


Dealers have come to expect at graduation! 








@ The new Underwood Leader—packed @ The new Underwood Universal Quiet @ The new Underwood DeLuxe Qutet 
Tab—Key-Set Tabulation and other 


with features, yet priced so | t 
“oy - ia eee 

America’s greatest portable buy! En- 

dorsed by § out of 10 teachers. Smart 


Tan-Tone finish. 


‘6 »7 99 
EX pensive portable features at a 


popular price. Color-styled in Horizon 


Blue ai d Dawn Gray. 


the kind of business Underwood Portable 


IT M FAN § eager prospects for the colorful new Underwood Portables . . . pros pects 


who become customers when they see and price... 


Tal l 'nderwood s finest every 


/ 


?a- 


‘ 
ture youd want in a portable type- 


writer. Handsome Suntan and Cot 


two-tone styling. 


IT MEANS right now is the time to be an Underwood Dealer! Promotions... 


prospects °° 


. products... 


all add up to the selling chance of a lifetime. Get all the 


details before it’s too late! Call your Underwood Office right now (see the Yellow Pages 
of your telephone book), or write to Dealer Division, Underwood Corporation, 


One Park Avenue, New York 16, N. Y. 


| 


UNDERWOOD CORPORATION 





seu” 


One Park Avenue, New York 16, N. Y. 


Sales and Service Everywhere 


per 





ea eee 


